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This New BEAVER Ratchet sells at ‘competitive prices! 


The No. 2 BEAVER Unit-type ratchet 
threads 4 to 34” pipe and \4 to 1” Bolts. 


Sold in units . . . at ““competitive” prices! 


The New No. 2 is a lower-priced version of the long- 
popular No. 3 Beaver —dacking only the safety 


feature of the No. 3 enclosed ratchet mechanism. 

Die heads have oil holes for easy oiling and chip 
clearance; square die segments—no breakable offset; 
interchangeable die segments; segments reversible for 
threading next to walls; die head carrier pin; pressed 
steel caps; Air Furnace Malleable heads; vanadium 


alloy steel dies; standard pipe handle. Rustproof. 


Write for NEW Complete Catalog No. 37 


BEAVER PIPE IQDLS 


1000 MILLS AVE. The Quality Line—Since 1900 WARREN, OHIO 
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‘NUCUT gives ies 


@ In total, NUCUT cuts more... in less time. 


NUCUT gives this performance because of its patented ‘“Wavy-Teeth,” a combination 
of high and low cutting surfaces—and the outstanding development in modern- 


day File making. 
Industry chooses NUCUT “Wavy-Teeth” Files for these reasons. SHARPNESS 
of teeth . .. SPEED with which the teeth “clear” themselves . .. SMOOTHNESS OF 
FINISH which Nucut Files leave on any material . . . UNIFORMITY of Nucut 
Files, assuring freedom from variation . . . and the DURABILITY of Nucut Files, 
which reduces File costs. > 
To convince anyone, and for any fest, we supply samples upon request. is -f- 


HELLER NUCUT “WAVY TEETH” FILES 
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Select the Rope that Fits Your Joh 


‘There is always the vempeation 


when selecting wire rope ‘ 
the one with fewer but sheave thus reduce contact area 
heavier outer wires 0 gain 
longer life through be 
resistance to €x abrasion. 
Every sheave and load requir 

a rope with a definite degree 


and permit the rope to slide. The 
tter _ resulting inc reased wear defeats 
i the objective of the selection. 


This is often an error especially 
when sheaves are small and 
loads light. Rope with 
fewer outer wires is stiffer. 
A rope without sufficient 
flexibility for its purpose 
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flexibility. Tell us your con- 

ditions and we will gladly 
recommend a rope construc 
tion that will give the longest 
possible life. 

WICKWIRE SPENCER STEEL 
co JMPANY. General Offices: 41 East 
42nd Seseet, New York. Sales 

and Warehouses: Worcester, 
New York, Chicago, Buffalo, 
San Francisco, Los Angeles. Expert 

Sales Dept.: New York. 

WICKW IRESPENCER 
SALES CORPORA- 
TION, New York, 
Chattanooga, Tulsa, 
Portiand, Seattle. 
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OCTOBER 
ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 


Rope is c WICKWIRE ' 
a ye cg 2S standard as well as Wisscol mete line of Wire 
and kind of rope for every purp ay Preformed Rope . . . 

ose. 


There is no “don’t 
He can satisfy every 


inquiry. Write t 
e today for the Wickwire Spencer distributor’s plan 


WICKWIRE SPEN 
STEEL Picanael 


eneral Offices: 1 East 2nd St. New York Cit 
’ ity 
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This advertisement, which directs the public’s 
attention to the important services of dealers in 
steel products, appeared in The Saturday Evening 
Post, Sept. 26... Collier's, Sept. 26... Business 
Week, Sept. 26... Nation’s Business, October. 
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EAL telephones are ringing, placing 

real orders like this— thousands 
of times every day, all over the coun- 
try. At the other end of the wire is a 
local merchant who sells steel and steel 
products—there is at least one in 
every community. He is the dealer, 
the jobber or the distributor selling 
by the pound, foot or ton. 

In this intricate age of ours, living 
would come te a standstill without 
steel distributors. For example: An 
explosion wrecks a small factory build- 
ing. Men are out of work; the plant 
can’t operate. The contractors rebuild 
the structure over a week-end because 
they can get the many necessary kinds 
of steel—tons and tons of it, at once 

from a nearby steel warehouse. Or a 
homeowner, doing a few odd jobs around 
the house, needs a pound or two of as- 
sorted nails. He gets them, right away, 
from a local dealer, who has all sizes in 


stock because he is able to replenish his 


AMERICAN BRIDGE COMPANY @ 
CARNEGIE-ILLINOIS STEEL CORPORATION ° 
FEDERAL SHIPBUILDING AND DRY DOCK COMPANY °* 
SCULLY STEEL PRODUCTS COMPANY ° 


CEMENT COMPANY 


AMERICAN STEEL & WIRE COMPANY ° 


COLUMBIA STEEL COMPANY e 


TENNESSEE COAL, IRON & RAILROAD COMPANY ° 


va: a load of pipe- 


it snappy!” 


supply overnight from a nearby jobber. 
Other steel jobbers and distributors 
supply the pipe that plumbers use, or 
the steel girders to be placed in the 
basement of a home, or a small piece 
of alloy steel needed by a machine 
shop, or the electrical cable required 
by an electrician —even a few pieces of 
stainless steel for a store window. 
Farm and lawn fences, poultry net- 
ting, wire rope, galvanized sheets for 
barn and house roofs—practically any 
kind of steel that anybody uses—are 
carried in stock by these distributors, 
ready fordelivery atamoment’s notice. 
United States Steel is proud to be a 
part of the service made available by 
these distributors. Bridges, ships, 
buildings, railroads—these require 
huge tonnages of steel. But the biggest 
purchasers of all are the distributors 
-selling to thousands of individuals 
and businesses. Their success is vital 
to the success of United States Steel. 


CANADIAN BRIDGE COMPANY, LTD. 


CYCLONE FENCE COMPANY 


NATIONAL TUBE COMPANY ¢ OIL WELL SUPPLY COMPANY 


UNIVERSAL ATLAS 


United States Steel Corporation Subsidiaries 


UMPTYrED STMIES STEER 


























SELLS EASIER 
* and stays sold 


Complete machining—especially the inside diameter— 
wins instant customer acceptance for Johnson UNI- 
VERSAL Bronze. It's an obvious fact that every bar is 
usable from end to end. The saving in purchased weight 
—25%—makes it possible for you to offer this bar at a 
lower cost than rough or semi-machined bronze. 
Another valuable sales point is the greater bearing 
performance of Johnson UNIVERSAL Bronze. The alloy 
—S.A.E. 64 contains all of the necessary elements—in 





their correct proportion to insure the longest bearing 


© Write for Bulletin 360—it life and the most satisfactory machine performance. 
will give you valuable in- 
formation on our complete Why not offer this type of bearing service to your 
bronze bearing service. i - : f p 
Listings are in detail. . . customers? A few choice territories still remain open. 


eee. Investigate today. Your inquiry carries no obligation. 


JOHNSON BRONZE COMPANY 


535 SOUTH MILL STREET - NEW CASTLE, PA. 
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‘VOULL GET Magic RESULTS with an 


Says COL. CLIPPER 


Right you are, Colonel! It’s hard to believe that the Clipper 
No. 8 Speed Lacer produces such results—until you see it in 
action. Belts are laced speedily and correctly. A three-quarter 
turn of the two-handled crank produces pressures up to 46,000 
pounds without undue effort on the part of the operator. Lac- 
ing hooks are fully and uniformly embedded, flush with the 
surface of the belt, with points clinched, in a single operation. 
With points clinched, hooks do not work up and become worn 
or crystalized. A uniform, flexible joint is produced. Longer 
belt life is assured. 


Recommend the No. 8 Speed Lacer to your customers. Even if 
they have only a small number of belts in service they will save 
time and money. 


Caution: Be sure to recommend Clipper Belt Lacing Hooks. They 
are so carded that no paper is left between the belt and the 
jaws of the lacer to prevent proper embedding of the hooks. 


It pays to stock a full line of Clipper Belt Lacers and Clipper Belt 
Lacing Hooks. Sold only through dealers. 


CLIPPER BELT LACER COMPANY @ Grand Rapids, Mich., U.S.A. 
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No. 8 Clipper Speed Lacer laces 
belts up to 8 inches wide, No. 6 
laces belts up to 6 inches wide. 
For wider belts repeat the 
operation. 





-BELT BARON G aecd" EQUIPMENT 
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R. P. RUSSELL, Manager 
Hope Rubber Co., Inc. 


These two letters are typical of 
scores voluntarily written by 
Goodrich Distributors in every 

part of the country from the 
Atlantic to the Pacific, from Can- 
ada to the Gulf... distributors 
who know from experience the 
sales and profit value of Goodrich 
products and the Goodrich nante. 
The B. F. Goodrich Co., Mechani- 
cal Rubber Goods Div., Akron, O. 
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WHEN YOU GO AFTER VOLUME WITH 





1 PRICE REDUCED from $75.00 to $68.00 on the 7-Inch Heavy 
Duty Sander (No. 35)—a great tool powered for continuous service 
on production or heavy maintenance work. 





NEW 7-INCH JUNIOR SANDER (No. 17) for only $39.50— 
a quality-built tool for intermittent service, offered at the lowest 
price for which a Van Dorn Sander has ever sold! 





2 A COMPLETE SANDER LINE—including also the 7-Inch Super- 
Service Sander at $85.00 for high speed production and the 9-Inch 
Standard Sander at $88.00 for intermittent use on large areas. 


When you go hunting for business—carry the Van Dorn Line. Learn how and 
why Van Dorn Jobbers are getting a large share of the new-tool business today. 
Write: The Van Dorn Electric Tool Co., 717 Joppa Road, Towson, Maryland. 


TIE UP WITH 





FOR STEADY PROFITS 
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THERE'S STILL A LONG 


@ The September issue of MILL SUPPLIES, 
telling in chart form the story of the services 
rendered by distributors to industry, was 
sent to executives in 5000 of the largest 
industrial plants in the country. Many dis- 
tributors also mailed the issue to their cus- 
tomers. 

This illustrated story, backed as it was by 
the advertising of the leading manufacturers 
of industrial supplies, will have a favorable 
effect on industrial buyers but it would be 
foolish to assume that alone it will overcome 
buying habits of long standing. 

In the first place, it is an axiom of all 
promotion that “one time shots” are ineffec- 
tive. To realize the full value of this effort, 
follow-up is necessary. 

Each distributor can follow up with per- 
sonal sales calls and direct mailings to his 
customers. By adapting the charts contained 
in the issue to his own organization and 
facilities, he can construct a dramatic story 
of the service he renders in his territory. 

Also, all distributors and the manufactur- 
ers who sell through distributors should back 
to the limit the advertising campaign which 
will be sponsored by the Industrial Supply 
Research Bureau. Here, for a few cents a 
day, distributors will be given an opportunity 
to capitalize on well-planned, consistent ad- 
vertising to industry. 

Now, let us suppose that an industrial 
buyer is convinced by the arguments put 
forth in the September issue or in the adver- 
tising which will follow. Are you, the dis- 


PaTILALE 
SUPPLE 


OCTOBER, 1936 
a 


JAMES A. CHANNON 
Editor 


ROW TO HOE 


tributor, prepared to deliver the services 
claimed for you? 

The industrial supply trade has travelled 
far in the past ten years. Sounder, more 
effective selling methods are now being used. 
Modern, efficient transportation carries the 
goods. The cost of moving goods from the 
manufacturers’ machines to the industrial 
user through the distributor is low. But can 
any industry afford to rest on its laurels? 

The answer, of course, is “no”. Sales forces 
must be even better equipped, better in- 
formed, able to furnish technical information 
when demanded by plant operators. The 
method of handling orders must be speeded 
up, made more accurate. Stocks must be 
planned more carefully to bring about in- 
creased turnover and a smaller percentage of 
“pick-ups”. Deliveries must be even faster. 

All of these operating improvements cannot 
be brought about in a day but it is necessary 
to the continued success of the industry that 
they be made as quickly as possible with a 
view to reducing the cost of distribution and 
increasing the efficiency of the distributor’s 
service so greatly that it will be second na- 
ture to all buyers to place orders for indus- 
trial supplies through local distributors. 

Tell the industrial world about the effi- 
ciency and low cost of your service and keep 
telling it, but continue your efforts to make 
that service better and lower the cost if you 
would increase your own profits and raise the 
percentage of supply business now going 
through distributors. 
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AFTER 5000 3a 


comes the first major 
improvement on the 
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THE 


“SHOVEL-BARROW’”’/ 


FILLS itself + + + TRANSPORTS with ease + + » DISCHARGES without effort @ 


You can fill it and push it with one hand — and it empties itself! You’ve never seen anything like it, 
because there has never been anything like it before! It’s “scooping” the country! Industries every- 
where are using it! Here are just a few in which the SHOVEL-BARROW is now in satisfactory use: 
Railroads, gas and light companies, foundries, mills, building material companies, and contractors. 


For five months we have put the SHOVEL-BARROW through its 
paces, under every possible type of actual working conditions. These 
tests absolutely proved that the SHOVEL-BARROW is destined to be 
the most revolutionary manual transportation invention yet devised 
for the field of industry. 


Because of its patented scientific construction it reduces manual trans- 
portation costs in plants and foundries of every description. And in 
the construction and building field the SHOVEL-BARROW does away 
almost entirely with the necessity of using a shovel to load loose mate- 
rial. And it not only loads and unloads itself, but the entire weight of 
the load rests on the wheels! 


We prophesy that the SHOVEL-BARROW will be used in every type 
of industry within the next year! We say this because of the testi- 
monials that have been pouring in during the last few months from 


practically every industrial business in the country. AND WE HAVE 
JUST BEGUN TO GET STARTED! 


MILL SUPPLY HOUSES and DEALERS - - READ THIS AGAIN! 


With expert forecasters pointing out that the building 
boom in this country has just begun to get under way — 
now is the time for you to get in on the ground floor and 
get set to cash in on this revolutionary labor-saving inven- 
tion! There is practically no limit to the number of pros- 

pects who will jump at the chance to use the SHOVEL- 








BARROW, once they know about it. 1 
We urge you to write to us immediately for full infor- 
mation concerning our attractive dealer and distrib- 
utor contracts which we have just begun to offer. 

Tomorrow may be too late! The first dealers in { 

each territory to handle the SHOVEL-BAR- t 
ROW are due to get the cream of the business! 

Be first! Write us today —a penny postal : 

will do — and tell us if we can ship you a ' 

SHOVEL-BARROW on consignment. : 

See for yourself — at our expense! ; 

RETAIL PRICES 1 

(Delivered Prepaid Direct to Purchaser) n 

§ 

‘17.50 *20.00 


(Steel Wheels) (Rubber-Tired Wheels) 


THE SHOVEL-BARROW COMPANY 


80 EAST JACKSON BOULEVARD 
CHICAGO ILLINOIS 
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: © = WHY BUYERS SELEC 
YALE CHAIN HOISTS 


Because .. . the SUPREMACY of Yale Ball 
Bearing Spur-Geared Chain Hoists has never 
been interrupted. Built by the oldest as well 
as the largest manufacturer of this type of 
equipment, Yale Chain Hoists have an inter- 
national reputation for QUALITY and that 
quality is based on the outstanding features 
of construction, as follows: 


1 Heavy forged steel safety hook and cross 
head designed to withstand shock. 

2 Heavy wrought steel suspension plates sup- 
port the load between the top hook cross 
head and load sheave. 

The load sheave on which the load is lifted 
is a massive special analysis steel casting. 
The driving pinion is a one-piece forging 
of special steel. 

Ball bearings upon which the load sheave 
is mounted are of high carbon chrome alloy 
steel running in chrome vanadium steel 
races. 

A continuous and adjustable hand chain 
guide prevents snagging—with a tensile 
strength of 50,000 lbs. 

The load chain is of steel, welded and heat 
treated. 

Drop forged two-piece shackles with heat- 
treated suspension pin permit changing or 
replacing load chain without welding. 
Lower hook is equipped with heavy duty 
ball bearing. completely enclosed, packed 
in grease, requires no further lubrication. 
Steel safety hook opens slowly without 
fracture before any other part of the hoist 
is overstrained—protects operator and load. 


DISTRIBUTORS MAKE YALE HOISTING 
EQUIPMENT THE EASIEST TO BUY 


The Yale Distributor is no further away from you than 
your telephone. The hundreds of Industrial Supply 
organizations who feature Yale Products cover the entire 
country. In every industrial center they are business 
leaders, serving industry swiftly. efficiently and eco- 
nomically. Yale Chain Hoists and allied equipment are 
sold only through Yale Distributors—in order to pro- 
vide American industry with the fastest. most satis- 
factory kind of service. 
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Capacities 300 Lbs. to 40 Tons 
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THE REPUBLIC 
5-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounis so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


* 








































% Many a team has been wrecked by in- 
dividual efforts not coordinated. Success 
depends upon every man to his job and 
the goal always in mind. Republic gives 
distributors full hearted cooperation and 
supplies its share of the necessary elements 
of a great combination. Our distributors can 
point with pride to many successful years. 


Republic’s Policy is based on team work 
—cooperation in the sale of mechanical 
rubber products and mutual loyality be- 
tween factory and distributor. Backing 
these, it offers a complete line of products, 
uniform quality and a price basis for ag- 
gressive competition with reasonable profit. 


THE REPUBLIC 
RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR 
EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 
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lakk of the Teade 





The buyer for a large eastern metal-working 
plant was having lunch with the superintendent of 
his plant. Both looked tired. The shop was four 
weeks behind on production. Old, repaired belts 
were letting go. Make-shift repairs to machines, 
dating from the “dark years,” were failing. The 
sales department was roaring its head off. Neither 
man had taken a vacation; in fact both had worked 
countless nights and Sundays all summer. “And 
what gets me down the most,” said the P. A., “are 
these healthy looking, grinning apes of salesmen 
who insist on telling me how many fish they caught 
or didn’t catch and how they shot two rounds in 
the seventies this summer. No foolin’, I’m going to 
shoot a couple I know and mount their heads over 
my desk!” 

This has been a terribly busy summer in many 
under-manned plants. It would be well for every 
salesman to tread lightly on the delights of his 
vacation lest he be talking to some poor, unfortu- 
nate purchasing agent or superintendent who has 
been working night and day in sweltering heat in 
an attempt to keep up with rapidly expanding sales. 
He probably will appreciate your stating your bus- 
iness and getting out. 





@ The advertising committee of the 
Industrial Supply Research Bureau 
met in New York, September 11, 
The advertising agency, Rickard 
and Company, presented a rough 
outline of its plan for promoting 
the industrial supply industry. This 
plan was considered point by point, 
with a view to preparing it for 
presentation to the industry some- 
time in October. The committee, 


made up of practical advertising 
men, is sparing no effort to insure 
a campaign which will return 100 
cents or more on the dollar to every 
subscriber. It is planned to pre- 
sent the campaign to members of 
the National Supply and Machinery 
Distributors’ Association and the 
Southern Supply and Machinery 
Distributors’ Association for their 
approval (vocal and written, with 
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checks attached).) Having secured 
the support of distributors, mem- 
bers of the American Supply and 
Manufacturers’ Association will be 
solicited for support. It is proper 
that distributors indicate their in- 
terest before the manufacturers are 
contacted if this cooperative effort 
is to succeed. Both stand to bene- 
fit, to be sure, but the manufactur- 
ers who have supported this move- 
ment generously in the past have 
always doubted the real interest of 
the distributing industry. The 
plan, when presented to distribu- 
tors, will be sound and will offer 
large value for a few dollars. Every 
association member should _ sub- 
scribe his share as soon as he is 
given the opportunity. 


@ Members of the Southern Supply 
and Machinery Distributors’ Asso- 
ciation have decided against holding 
a semi-annual meeting in Novem- 
ber of this year. Alvin Smith, 
secretary-treasurer will travel 
through the territory holding group 
meetings as has been the custom 
in the past. Sessions have already 
been held in Greenville, South 
Carolina, and Norfolk, Virginia. 
The Southern Association, hosts 
to the National and American at 
next May’s Triple Convention, has 
already set up a tentative program 
and made advance hotel reserva- 
tions in Memphis. 


@ It begins to look as if those dis- 
tributors who early voiced their 
fears of the potential danger in 
the Robinson-Patman Act were 
right, after all. During the past 
month, two groups of manufac- 
turers have established policies 
which arbitrarily threw industrial 
distributors into the retail class 
from a price standpoint. Alert 
association executives prompted a 
flood of protests which brought 
immediate changes. 

It doesn’t seem logical that 
manufacturers are anxious to upset 
long-standing distribution systems. 
The ambiguity of the law, how- 
ever, will probably be the cause of 
other narrow rulings and it be- 
hooves every distributor to be on 
the lookout during the next few 
months for “dark gentlemen in 
the woodpile.” 



















Things you should know about “sandpaper” 
(which isn’t sandpaper at all) and abra- 
sive cloths before you try to sell them 





Waterproof sandpaper has 
developed since 1920 and has 
been increasingly used in 
finishing all metal objects— 
cabinets, refrigerators, and 
automobile bodies (at left). 
Below: Mineral particles of 
abrasive papers actually cut 
tiny shavings of wood or 
metal. These are greatly en- 
larged wood shavings from a 
No. 1'4 _ aluminum - oxide 


Coated Abrasives—A Repeat Item 


BRASIVE cloth and paper is 

often grouped under the gen- 
eral name “sandpaper’’—yet there 
is no sand in sandpaper. Sea sand, 
with its cousin, ordinary building 
sand, as used in mortar, plaster 
und concrete, would be useless as a 
modern single 
faces 
rounded by the tides and continual 
abrasion against other sand, it has 
no cutting edges. 

We must think of the effective- 
ness of abrasive papers in terms of 
a single grain and not in the mass. 
Then we can all appreciate that 
each mineral particle must act as 
a miniature chisel or plane and 
actually cut a tiny shaving of wood 
(or metal) from the object being 
sanded. Hence it follows that each 
grain must be sharp-edged, hard, 


abrasive. Of no 


mineral class and_ with 
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and rigidly held. But first a word 
or two of history. 

Thousands of years ago, primi- 
tive man probably used a handful 
of sand, or sand under a piece of 
hide, to polish his first metal tools, 
possibly even stone ones. Certain 
fish skins having a rough or 
minutely barbed surface were 
among the first “surface abrasives.” 
or “sandpapers.” Hundreds of 
years later, some early inventor 
tried to combine sand and a gum 
on a flexible backing, no doubt, but 
no real results were obtained until 
250 or 200 years ago, when paper, 
glue and crushed glass were com- 
bined to form “glasspaper,” still 
the English name for what we call 
“sandpaper.” 

Today, we use five different min- 
erals, depending upon service, three 
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natural (flint quartz, emery and 
garnet) and two manufactured or 
artificial (silicon carbide and alumi- 
num oxide), both products of the 
electric furnace. These are held on 
backings of various weights of 
paper, from very thin and pliable 
to very heavy for machine applica- 
tion, and cloths of various 
strengths. In less common appli- 
cations, a combination of cloth and 
paper may be required. 

Flint is a quarried quartz, 
crushed and graded for size. 
Emery, oldest known abrasive and 
for many years the only one in 
commercial use, is usually mined 
and quarried in Turkey and Greece. 
Now it is used mainly for metal 
polishing. Crocus, an iron oxide 
and really more of a_ polishing 
powder than an abrasive, is used 




















for some specialized polishing oper- 
ations. Garnet is mined and 
quarried in this country, princi- 
pally in the Adirondacks. It is 
hard, sharp and cuts cleanly, so 
finds considerable use in wood- 
working. Aluminum oxide, first of 
the synthetic abrasives, is made in 
the electric furnace by fusing 
bauxite (aluminum ore) with vari- 
ous reducing agents. It is cooled, 
solidified, crushed and graded. It 
is used principally for wood and 
metal-working. Silicon carbide, 
similarly made, approaches. the 
diamond in hardness, (thus is ex- 
tremely sharp when fractured), 
and is brittle. It is used on very 


hard or very soft surfaces—imi- 
tation ivory, leather, and finishing 
and rubbing lacquers and synthetic 
enamels. 

Garnet has succeeded flint as a 
woodworking and leather-finishing 




















Since 1920 improved coated abrasives for woodworking pur- 
poses have been developed. Here whole doors are being put 
through a multiple-drum sander (above). At right: One of 
the many uses of abrasives in the automobile industry; cutting 
down automobile body welds with an abrasive disk. 


abrasive. Silicon carbide has sup- 
planted garnet in shoe manufactur- 
ing; aluminum oxide has made in- 
roads on it in*woodworking, partic- 
ularly where continuous high-speed 
production under heavy pressure 
has been demanded. In metal- 
working, emery cloth, except for 
polishing, has been succeeded by 
cloth coated with aluminum oxide, 
where fast material removal is 
desired. 

All grains, natural or artificial, 
are originally in large pieces, which 
must be broken and crushed. After 
this is done, it is essential that the 
grains be graded, that is, sorted 
for size, in order that the abrasive 
cloth or paper produced may have 
known cutting action. This is done 
by shaking them through a series 
of screens mechanically, each suc- 
ceeding screen having a greater 
number of holes—and consequently 
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smaller holes—per square inch. For 
very fine grits, air and water are 
used after the screens. 

Grit sizes were formerly identi- 
fied only by symbol, but since the 
advent of artificial abrasives are in 
some cases designated by the mesh 
of the smallest screen through 
which a given grit will pass and 
others show both symbol and mesh 
number. The symbol 2/0 desig- 
nates a size of mineral grain, the 
accompanying 100 means it has 
passed through a 100-mesh screen 

-100 meshes each way in a square 
inch. Most garnet, flint and emery 
users still refer to natural abra- 
sives by symbol alone. The table 
on page 18 compares the two mark- 
ings and also shows the differ- 
ence between garnet, flint and 
emery that carry the same symbol 
numbers. 

Backings have been immeasur- 
ably improved, particularly during 
the last twenty years. Cylinder, or 
laminated, papers always did have 
greater strength than Fourdrinier, 
or single-ply papers, but used to 
more than counterbalance their ad- 
vantage by a tendency to split or 
peel between plies. This has now 
been eliminated. Four weights of 
paper are commonly used, “A” a 
40-lb., called a “finishing paper,” 
“C”, a 70-lb. cabinet paper, “D” a 
100-lb. cabinet, and “E”, a 130-lb. 
roll paper, the weights calculated to 
480 sheets, 24x36 in. Finishing 
paper is used as backing for finer 
grains where extreme flexibility is 





required. Coatings are always 
applied by the _ controlled-coat 
method, explained later. Cabinet 


papers are used for medium grain 
sizes, “C” for finer and “D” for 
coarser, such paper being used 
mainly for preparing a surface ‘to 
be finished later. Roll papers are 
used in all grits for drum and belt 
sanders, disks, bands and sleeves, 
etc. 


For some fast, heavy cutting, 
where paper’s characteristics are 
desired with the extra strength of 
cloth, roll paper is combined with a 
light cloth. Cloth backings con- 
sist principally of Jeans and Drills, 
the light-weight Jeans usually be- 
ing called J, Drills of regular 
weight D or XD, and extra-weight 
drills XXD. Jeans may be given 
greater flexibility than Drills, so 
are used for sanding irregular sur- 
faces, usually with the finer grain 
sizes. Drills, the more common 
cloths, are coated with the whole 
range of grains, but generally are 
used only on flatter surfaces, where 
material and finish both must be 
considered. XXD cloths are used 
only where considerable material 
is to be removed or where extra 


strength of backing is necessary. 
Brown cloth is commonly used for 


metal-working, white for wood- 
working and blue for silicon car- 
bide or emery cloth, although all 
may have the same characteristics. 

Cooperation between coated-abra- 
sive manufacturers and the cloth 
makers has resulted in better, 
longer-wearing cloths with reduced 
stretch and increased strength. 
Modern cloths tear _ perfectly 
straight along warp threads for 
straight belt making, but resist 
cross-tear. 


Constant Improvement 


Adhesives, consisting of finest 
hide glues for sandpapers to be 
used dry and synthetic resin var- 
nishes for the waterproof variety, 
are steadily being improved. 

Among other changes and devel- 
opments in abrasive grains is the 
development of the controlled-coat 
or open-coated method used by all 
manufacturers. The earliest abra- 
sive cloths and papers were made 
by dropping the abrasive against 
the adhesive-coated backing and 
shaking off the surplus. In 1918, 
controlled coating was developed. 





COMPARATIVE GRADING CHART 








Aluminum Silicon 
Garnet Oxide Carbide Flint Emery 
pateiewed  watareliadren 10/0-400 paints 
bk ediday gnc 9/0-320 rein aoe 
8/0—280 8/0-—280 Coe oes 
7/0—240 7/0-—240 7/0-240 5/0 
6/0—220 6/0—220 6/0—220 4/0 
iiiaicwies <eeweame.  , Jaireameeect ne 
5/0-180 5/0-180 5/0-180  _........ 3/0 
4/0-150 4/0—-150 4/0-150 2/0 2/0 
3/0-120 3/0-120 ere 1/0 
Nee SA ER Pe Sec re cee 1/0 ioe 
2/0-100 2/0-—100 a =3=)s—“‘<i‘“‘“‘w i )  h)[|[(C 
‘_wittncrs. .  "eabucnmawace’' i Beamtebess 1/2 1/2 
1/0-80 1/0-80 SS ere 1 
ihneeaaee.) |) Swetamaawts in wetiraatretets 1 ‘indies 
1/2-60 1/2-60 rr 1 1/2 
1 -50 1 —50 —50 1 1/2 2 
A2imeaG se | (al bea ies . a eda 2 21/2 
1 1/2-40 1 1/2-40 Saree °060Ci(w Cee ~ emma 
cnecnan se i uawnata od Me ieee cet. 21/2 alae 
2 -36 2 —36 n>:  ¢ Neeataats 3 
2 1/2-30 2 1/2-30 2 1/2-30 3 oe 
3 —24 3 —24 —24 a, rere 
3 1/2-20 3 1/2-20 





Garnet, aluminum oxide, and silicon carbide are graded to the same standard, 
whereas flint and emery differ considerably from this standard, and from 
each other, as shown by the above chart. 
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But first, let us see what the 
action of the tiny grains is. On 
page 16 is shown a photo-miero- 
graph of wood shavings cut by No. 
14 aluminum oxide paper. The 
shavings are exactly like those 
made by a plane or other cutting 
edge. The paper does not “rub 
away” the surface—it actually cuts 
it away, although the tiny shavings 
appear to our eyes as dust. 

In 1918, in sanding leather for 
shoes, it was noticed that such a 
hard material as silicon carbide did 
not break down against such a soft 
material as leather, but that the 
abrasive paper lost its effectiveness 
principally because the abrased ma- 
terial clogged up the interstices be- 
tween grains. Papers were made 
up with only 40 to 60 per cent as 
much abrasive on them. Although 
crude, they worked much better. 
Shoe-plant operators were skepti- 
cal—they feared scratches, suspect- 
ed overgrading and mismarking of 
the grit number. But they tried 
the new paper and found it so good 
they wouldn’t give it back for 
further development work. Trick 
or not, it produced two to three 
times as much work as older papers. 

Three years later, almost all 
shoe-finishing operations were be- 
ing done with open-coated papers, 
cutting abrasive costs from a half 
to two-thirds, with no added ini- 
tial cost to the user. Of course, 
application of such a development 
grew—woodworkers adopted it for 
sanding over varnish and other fin- 
ishing coats which formerly clog- 
ged the paper before any real strain 
had been put on the mineral. 

In the early 1920’s, we reach the 
period of new additions to the 
coated-abrasive line—one basic— 
waterproof sandpaper, the other 
the introduction of an improved 
aluminum oxide for woodworking 
purposes. Originally tried out in 
the cabinet field because of its pli- 
ability and resistance to moisture 
such as encountered in the stains 
and oils used in certain finishing 
operations, waterproof abrasive pa- 
per soon found extensive use. 

By this time, the automobile 
business was a very large user of 
coated abrasives. Parts of the en- 
gine and driving mechanism, ete., 
required aluminum-oxide disks and 
cloth sheets, and the many coats of 
surfacer and color finishes on the 

(Continued on page 94) 
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Orders on 
Wheels 


How Manning, Maxwell and 
Moore, Incorporated, Jersey 
City, New Jersey, has im- 
proved the handling of in- 
coming and outgoing goods. 


“6 OW did you happen to do 
it?” MILL SUPPLIES asked 

J. W. Padien, office manager of 

Manning, Maxwell and Moore. 

“Oh, we believe that if you make 
it easy to move things, they are 
more likely to keep moving,” said 
Padien. 

Certainly J. Robert (“Bob”) 
Kelley, general manager of this New 
Jersey house, and his men have 
done a nice job in speeding the 
handling of outgoing and incoming 
orders. Two unusual trucks have 
been designed and put to work. 

All incoming merchandise is 
placed on flat-top movable trucks 
as it clears through the receiving 
department. It is then checked 
against receiving slips, on file in 
this department. These trucks 
are then moved to the center of 
the shipping room, where the mate- 
rial is checked against a shipment 
copy (upper illustration). Mer- 
chandise is then transferred to a 
packing bench, wrapped, tagged, 
and placed in movable compart- 
ments or bins awaiting transfer to 
loading platforms and trucks. 

The procedure outlined above 
covers purchased or “back-ordered” 
material. On goods shipped from 
stock, merchandise is placed on 
similar flat movable tables or 
trucks, as stock men fill and assem- 
ble customers’ orders. Stated 
another way, each stock man takes 
a group of orders and a movable 
truck, and actually checks merchan- 
dise and lays it out on this truck. 


(Continued on page 86) 





A highly efficient telephone sales force backs up the field men. 
stock on hand can be verified in an instant. 


Note perpetual inventory system at left. 
All telephone men attend regular sales school. 





Amount of 


Every Salesman an Executive 


Syracuse Supply salesmen feel free at all times to 
request selling aids, but they know that the responsi- 
bility for results rests squarely on their shoulders. 


NCE a Syracuse Supply sales- 

man has qualified, after a pe- 
riod of apprenticeship, a_ rigid 
course of training, or otherwise 
proved his fitness properly to rep- 
resent his firm, he must further 
measure up to a standard of quality 
and character carefully guarded by 
the company’s executives. 

Then he is told: “There is your 
territory. We'll back you to the 
limit with sales help and good serv- 
ice, but the responsibility for get- 
ting results is yours. Now, go to 
it!” 

There, in a nutshell, are the in- 
structions given to every territory 
salesman of the Syracuse Supply 
Company by Percy Ridings, general 
manager, and H. E. Torrell, sales 
manager. 

When they tell each salesman 
that he is “the boss” in his terri- 
tory, they mean it literally. They 
demand that he make his own deci- 
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sions and that he work his own 
territory and assume full responsi- 
bility for all sales problems. 

When they say, “We'll back you 
to the limit with sales helps and 
good service,” they mean that, too. 

Consequently, it is not strange 
that these sales executives are 
getting results, that so far this 
year the group is over its quota 
(which shows a whacking big in- 
crease over last year, by the way). 

Being your own salesmanager 
has its difficulties, of course, espe- 
cially in the business where many 
accounts must be sold hundreds 
of items. The man soon recognizes 
that he must be continuously well 
posted on his leading lines, so he 
thinks, “Guess I’d better ask for 
some of that ‘help’ right now.” 

This is just what happened. At 
the request of the salesmen, a sales 
school was organized, with eighteen 
sessions a year. The salesmen, as 
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a group, select the eighteen lines 
on which they want further en- 
lightenment. The choices must be 
unanimous. If one man objects, it 
is up to the others to sell him on 
the idea. 

Once the choice has been made, 
the manufacturers of the lines in 
question are requested to furnish 
a list of 25 leading questions on 
their lines (see page 22) and to 
be represented at the school ses- 
sions at which their products will 
be discussed. These questions, when 
received, are mimeographed and 
sent to each outside salesman, all 
telephone and counter salesmen, 
and several other inside workers. 
Each is required to work up an- 
swers to all questions prior to the 
session, obtaining his information 
from the manufacturer’s catalog 
and literature, making notes of ele- 
ments not clear or requiring fur- 
ther explanation. 
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Manufacturers conducting school 
sessions are instructed to “get down 
to brass tacks,” to omit all the high- 
sounding history of their com- 
panies, and to tell the men about 
the benefits their products afford 
the consumer, the qualities that 
assure these benefits, how the prod- 
ucts are used and where they are 
used. 

The next thing that occurs to the 
salesman “on his own” is that he 
needs records if he is to do his job 
properly. Naturally, he is not in a 
position to keep these for himself. 
His job is to cover his accounts 
and to sell each one everything pos- 
sible. So, again, he calls on the 
sales manager, for help—and gets 
it. 

Each salesman is furnishes not 
only copies of every quotation, 
charge and invoice pertaining to 
his territory, but he gets much in 
addition. 

He receives each year an analy- 
sis of sales to each of his major 
customers broken down into more 
than 200 commodity groups, so that 
he may know what he is not selling 
each customer as well as knowing 
what he is selling. 


Closeup of tabulating machines 
where sales totals on over 200 
commodity groups are compiled. 
Twice each month this depart- 
ment furnishes total sales of 
general commodity groups. These 
are posted in the sales room. 


Billing and tabulating depart- 

ment. Newly installed system 

renders invoices almost as soon 
as material is received. 


He receives, also, a-tabulation of 
total sales for each of these com- 
modity groups, so that he may rec- 
ognize any tendencies that he may 
have to slight certain products and 
to bring the sale of these products 
“up to par.” 

Further, he doesn’t have to wait 
until the end of the year for his 
reports on the progress he is mak- 
ing. No less than twice each month 
his sales of general commodity 
groups are posted against his quotas 
for each group on a _ blackboard 
in the sales office. He gets this in- 
formation and so do all of his fellow 
sales executives. In fact, every 
one in the organization knows. 
Bluffing or riding a reputation just 
can’t be done. 

Some time ago, several of the 
salesmen had received complaints 
from customers that invoices were 
coming through slowly. They went 
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to headquarters with their troubles. 
Result: new billing machines and 
office procedure, which come close to 
placing invoices in the customer’s 
hands before the merchandise is 
there. 

One shouldn’t get the impression 
that these men are pampered or 
that their every whim is gratified. 
After all, this is a supply business 
and costs must be kept within rea- 
son if customers are to be served 
economically. Rules and regulations 
apply equally to all, but real needs 
for sales information and better 
service are supplied and promptly. 

Each salesman is free to call on 
any executive in the company for 
help on an account, but the Lord 
have mercy on the man who then 
assumes that the responsibility for 
closing the business has now shifted 
or who introduces this executive 
with, “This is my boss, he'll tell 
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REPRESENTING, 





1 ~ Do V-belts stretch? 


your regular C. I. sheaves? * 


is this determined? 


driven. 
450 r.p.m. 


mill at 5000 r.p.m. 





2 - What do we mean by matched belts? 

3 - Why are belt ratings based on diameters over which belts operate? 
4 - What is meant by economical belt life? i 

5 - Do manufacturers of V-belts guarantee belt Liter If not, why not? 
6 ~ What features are claimed for ow manufacturer's sheaves? 

7 - What is the difference between light duty cast iron sheaves and 


8 ~ What delivery can Syracuse Supply offer on special V-belt drivest 

9 - Does a V-belt drive slip? Creep? 
10 - That is the efficiency of a V-belt drive under ideal conditions? 

11 - Where can a V-belt drive be economically applied? 

12 - What are the major advantages of a V-belt drive? 

15 - What initial tension should be applied to a V-Selt drive? How 


~EXERCISES _ 


Written answers to the following exercises are requested witifin 
one week(Turn them in to Miss McMullen) before or after class. 

Your interest and attention to these classes will be juiged by 

the promptness and completeness of those written answers. 


1 - What discounts apply to list prices? 

2 ~ Customer wants a drive for 40 hp., 1150 r.p.m.,driver to 450 r.p.m. 
Do you need more data? How would you handle the inguiry? . 
5 - Select a drive for 7 1/2 hp., 1200 r.p.m.,motor to a compressor at 
Center distance 20 to 25 inches. 

4 - Select a drive for 10 hp. from a motor at 1750 r.p.m. to a feed 


; ee 7] Before a sales school session, 





questions — furnished by the 
manufacturer— are sent to 


the salesmen. They work up 
answers prior to the meeting. 
a 5" Those shown here are selected 








questions, not a complete set. 


you all there is to know about it.” 

Naturally, with each salesman 
commanding the highest quality in 
products and an efficient modern 
service organized for intelligent 
merchandising with complete 
stocks, the executives of the com- 
pany expect results. Each man is 
expected to educate himself to the 
point where he can discuss techni- 
cal problems concerning the appli- 
cation of his products with pro- 
spective buyers. 

Each man is expected properly 
to present major lines to all pros- 
pects and so to use the many facil- 
ities of the Syracuse Supply Com- 
pany that each customer receives 
his full measure of value and there- 
fore buys again. 

The management leaves few loop- 
holes for alibis and consequently 
few alibis are offered. These sales- 
men not only are selling goods, 
they are well equipped and do as- 
sist in technical problems. What 
is more, they are delivering a 
worth-while service to their cus- 
tomers which reflects credit upon 
the mill supply industry of which 
they are a part. 





Are You a Good Supply Man? 


RE you a mechanical engineer, 
A electrical and chemical en- 
gineer, civil or locomotive engineer? 
Can you repair a boiler, a generator 
or acrane? Can you dig coal, strip 
it; quarry stone, crush it, plane it, 
cut it, haul it? Can you build a 
road, black top or cement it? Aren’t 
you able to sandblast mirrors, make 
cabinets, chairs or bedroom suites? 
Clothespins are easy to make, just 
like digging sand and gravel. Ev- 
eryone likes to run fire engines and 
put out fires: waterworks stuff is 
just a snap. Can’t you file a band- 
saw to cut veneer? Why that’s just 
as easy as making artificial flowers. 
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Are you a doctor, lawyer, diplo- 
mat, accountant, beggerman or 
thief? Can you fish, hunt, swim? 
Do you play golf, tennis, baseball? 
Can you name all distance runners, 
hurdlers, state high school and col- 
lege football and basketball stars 
for several decades? Name all 
standings of major league ball 
teams, principal players and bat- 
ting averages? Can’t you pick the 
Derby winners? Do you play poker, 
bridge, rum, seven up, pinochle? 
Can you dance, sing or play the 
Jew’s harp? Can you drink (all 
brands)? Can you smoke (every- 
thing)? You must be free from 
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dandruff, halitosis, athlete’s foot 
and barbers’ itch. You must dress 
in overalls and evening clothes. You 
must entertain customers and be 
home with your wife. 

Are you a Mason, Rotarian, 
Kiwanian, Lion, Odd Fellow, Red 
Man? Are you a bricklayer, car- 
penter, steel worker, moulder, 
blacksmith, welder, latheman, drill 
man, roller, shovel runner, grade 
expert lineman, draftsman? 

If you can do all these and more, 
answer all the questions, be every- 
thing your customers want you to 
be, and accept your small monthly 
pittance from a boss who knows he 
is over-paying you, with the same 
grace you accept a thousand dollar 
order, you are indeed a good mill 
supply salesman. If not, you are a 
peddlar just like me.—The Ped-Lar. 
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Introduce the new catalog as you would a valuable tool. 
buyer to use it, present it carefully; explain its features; let its value be known. 


If you want the 


Getting Extra Profits From Your Catalog 


It’s how the catalog is used in selling that counts. Here 
are a half-dozen ideas that increased profits for others. 


NYONE who has had charge 
A. of publishing a catalog for 
an industrial supply distributor, 
knows that the appearance of the 
new catalog is considerable of an 
event. Even with the help of ex- 
pert catalog building organizations, 
there is very much that the dis- 
tributor must do. Often everyone 
is so pleased with the new book 
that insufficient thought is given to 
getting the greatest possible profit 
from its use. 

It is not enough to have a cata- 
log. It is what you do with it that 
counts. 

Those distributors who have got- 
ten the most out of catalogs agree 
that the first step is to make the 
print order large enough. Often 
it is thought that if 5,000 catalogs 
cost $10,000, the cost per catalog 
is $2. An additional 1,000 copies 
may cost, perhaps, $800, or 80 cents 
each—and that is the figure to keep 
in mind in considering the cost of 
a more profitable and more com- 
plete distribution. One catalog au- 
thority points out that under these 
circumstances the cost of the first 
copy of the catalog is $6,000; after 


that first copy the 80 cent cost 
applies. 

Distributors who thus think in 
terms of the additional cost of 
more catalogs are most likely to 
place sufficient catalogs in each cus- 
tomer’s plant. One man says, “I 
am convinced that it is the second 
copy that really produces business 
for me.” 


To Get the Catalog Used 


What he means is that it is nec- 
essary that the first copy be given 
to the purchasing department. Usu- 
ally, however, there are men in the 
plant who write requisitions and 
whose choice of material has a 
strong influence on the purchasing 
department. These men can use 
a catalog, and will use one if it is 
properly introduced. 

One of the most effective ways 
to get a catalog used is for the 
distributor’s salesmen to deliver the 
books to the right man personally, 
and to go through the book with 
this man. 

Investigation shows that some 
buyers consider the catalogs ‘“as- 
sistant salesmen,” standing by with 
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valuable information ready for use. 
These are likely to be the buyers 
to whom the catalog has been care- 
fully introduced and_ explained. 
Even when a buyer has a distinctly 
friendly feeling toward a salesman 
the salesman may fail to get busi- 
ness if he is not on hand and some- 
one else is. But when the catalog 
has been so well presented that the 
buyer feels kindly toward it, he 
will use it and mail in his orders. 

Catalogs that are kept in the 
warehouse—except for these nec- 
essary for replacement and for new 
customers—have the same lack of 
value as a salesman who is paid, 
but who is not allowed to go out 
and sell goods. 

If everyone in the organization 
can be induced to think of the cata- 
log as a complete display of the 
stock, there will be the best chance 
of realizing all the possibilities of 
increased sales. Everyone who has 
sold knows what a great help it 
would be to show samples of many 
products. The catalog takes the 
place of samples; it brings the dis- 
tributor’s stock to the buyer’s el- 

(Continued on page 100) 
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Clever Display 
Used at 
Drive-In Entrance 


HIS clever display and demon- 

stration idea, devoted here to 
pumping equipment, (see illustra- 
tion), might be adapted to many 
other specialties. The chief point 
of novelty is its location, which is 
at the drive-in from the street ad- 
joining the main entrance to the 
warehouse. Many warehouses have 
such a drive-in at the front which 
is passed not only by customers 
coming in at this entrance, but also 
by those passing on to the office. 

It is arranged like a show-win- 
dow, but without glass in the front. 
This front opens out onto the drive- 
way, while a good sized window at 
the left end opens on the street. The 
compartment is about 12 by 6 feet, 
with the pumps ranged on a plat- 


ization to do a 
promotion job. 


head lamps controlled by a_ wall 
switch. Those interested in the 
pumping equipment can step right 


way side and examine it or have it 
demonstrated by the store salesman. 








In addition to displaying various 
form. It is well lighted by over- new tools and equipment of the 
kind that always attract interest 
at affairs of this kind, the company 
made effective “use of 
into the “window” from the drive- panels. Two large signs (see illus- 
tration) provided the background 
for the two display tables, each of 


illustrated 





Customers can step in and examine this display at the drive-in entrance. 


“They Like Our Advertising’ 


HE Sligo Iron Store Company, 
St. Louis, used the opportunity 
provided by “Exhibitors’ Night” of 
the local Purchasing Agents’ organ- 
noteworthy sales 


atives ready to provide complete 
information on the large stocks 
maintained by the company. Two 
clocks helped to put over the slogan: 
“Prompt same-day service.” <A 
telephone emphasized the fact that 
Sligo is as near the customer as 
his telephone. And the final state- 
ment: “Careful, prompt handling of 
every order assured,” impressed the 
visitor at the exhibit with another 
feature of the firm’s service—its 
accuracy in handling its customers’ 
requirements. Each of these panels 


This idea originated with R. F. 
Isaacson, proprietor of the Grays 
Harbor Equipment Company, Aber- 
de», Washington. Selling Fair- 


banks, Morse and Company pump- 
ing equipment is rather a hobby of 


which was six feet long. One panel 
showed a drawing of the company’s 
main building, its garage and 
another warehouse, and one of the 
company’s trucks, and announced: 
“Steel and industrial supplies in 


was winged by a list of major lines 
handled by the company. 

Thus, Sligo used the opportunity 
to advertise its service—its impor- 
tance as a quick, complete, 





his. A. L. Meeder, office manager 
and inside salesman is in the 
picture shown at the right above. 
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stock ready for delivery.” 
Another emphasized 
company has _ trained 


that the 
represent- 


accurate source of supply to the 
industrials in its territory—which 
is one of the most important sales 
prom-_tion jobs of the distributor. 
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Salesmen of J. Russell and Company, 
Incorporated, gathered at one end of 
the table in the Holyoke office (right). 
At the other end of the table (left) 
was the loud speaker equipment from 
which came the words of the manu- 
facturers’ executives telephoned from 
Camden, New Jersey. 



















Sales Meetings Over 
Telephone Wires 


_. sort of sales meeting 
was staged in the office of J. 
Russell and Company, Incorporated, 
Holyoke, Massachusetts, one Fri- 
day night in August. Perhaps it 
forecasts a new style in meetings. 

This was a _ telephone sales 
meeting. J. Russell and Company, 
Incorporated, are distributors for 
R. M. Hollingshead Corporation, 
Camden, New Jersey. Arrange- 
ments were made beforehand both 
in Holyoke and in Camden. In each 
office there was a loud speaker, 
a telephone instrument, and a 
switch to turn on the loud speaker. 

The assembled Russell sales 
force heard short talks from the 
Hollingshead sales manager, adver- 
tising manager, factory manager, 
and two salesmen. Then the Rus- 


sell salesmen asked questions 

speaking into the telephone instru- 
ment—which were listened to from 
the Camden loud speaker. Answers 
to each question, talked into the 
telephone in Camden, were heard by 
all those in the Holyoke office as 
they came from the loud speaker. 

The manufacturer and distribu- 
tor noted many advantages in this 
type of sales meeting, among them 
being: 

1. Manufacturer’s men ‘were 
well prepared in advance, with 
their remarks concisely worded. 

2. Distributor’s salesmen were 
attentive because the message was 
interesting, because of the novelty 
and because the whole meeting took 
only about 40 minutes. 

3. Several of the manufacturer’s 
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executives could talk with all of 
the distributor’s men and answer 
their questions. For the salesmen, 
this created interest. For the ex- 
ecutives, the direct contact resulted 
in constructive suggestions that are 
helpful in guiding sales policy. 

4. More frequent meetings are 
possible. New items and new 
sales policies can be announced di- 
rectly to the distributors’ men and 
questions answered immediately. 

5. There is a considerable saving 
of money possible for the manufac- 
turer. Hollingshead paid the instal- 
lation and rental charge for the 
added equipment and also paid the 
station-to-station night rate while 
the line was in use. 

The first meeting at the Holyoke 
house was such a success that a 
second was planned for the last 
Friday in September. Of this type 
of meeting, Stuart A. Russell, vice- 
president, J. Russell and Company, 
Incorporated, says:—“We are so 
enthusiastic that we plan to hold 
telephone meetings for our men on 
automotive, mill supply, and hard- 
ware lines.” 

R. M. Hollingshead Corporation, 
likewise well satisfied, has from 
Camden held a Cleveland telephone 
sales meeting. Stewart Hollings- 
head, sales manager, says that they 
anticipate speaking to 100 groups 
of salesmen at once through the 
telephone company’s conference 
wire service. He is just now mak- 
ing arrangements for further in- 
stallations throughout the New 
England States. 
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Perley Chase, president, Chase Parker and Company, Incorporated, holding a 
call while talking into the microphone of the inter-office telephone. 


“Now We Work Faster” 


Chase Parker has a new loud speaker, 
inter-office communication system — the 
first commercial installation of its kind 


ye months ago Chase Parker 
and Company, Boston industrial 
supply distributors, found that in- 
creased business had resulted in a 
busy telephone switchboard. The 
operator was handling calls—in- 
cluding incoming, outgoing, and 
house calls—at the rate of 110 an 
hour or nearly two a minute. 

Good telephone service is im- 
portant to any distributor. Cus- 
tomers expect to get information 
quickly; to be connected instantly 
with the man called. So Chase 
Parker executives studied the 
problem. 

The solution was an interesting 
one. It resulted in the first com- 
merical installation of a new type, 
two-way loud speaker telephone 
system. But that did not come 
immediately. 

It was obvious that the need was 
not for more trunk lines or house 
extensions. There were 10 outside 
trunks and twenty-seven inside ex- 
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tensions. There were two im- 
portant needs: (1) A reduction of 
the number of calls from one house 
extension to another; (2) A plan 
for quickly finding individuals 
called, no matter where they were. 
With these two needs met, it was 
obvious that customers would find 
no cause for dissatisfaction with 
the telephone service. 

The first step toward a solution 
was the installation in April of a 
loud speaker paging system. Eight 
loud speakers are located in the 
office and warehouse so that they 
may be heard by anyone anywhere. 
They are connected to a microphone 
so located that the telephone opera- 
tor can speak into it by turning her 
head slightly. 

If the individual called is not 
at his desk, the operator speaks his 
name into the microphone. The 
man called steps to the nearest tele- 
phone, picks up the receiver, tells 
the operator his name, and immedi- 
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ately receives the call. If the 
operator’s first call is not answered, 
she repeats it after a few seconds. 
The third time she is more em- 
phatic and after the name adds, 
“Answer that telephone.” 

The paging system not only 
speeded-up the customers service, 
but somewhat reduced demands 
upon the operator. Less time was 
spent in locating individuals. It 
also saved time and decreased in- 
terruptions to work. But Chase 
Parker went further. 

In June there was put in opera- 
tion an eight-station loud speaker 
telephone service that is entirely 
independent of the switchboard 
telephone service. At each station 
there is a loud speaker (resembling 
a radio loud speaker) and a desk 
set which has a microphone and a 
hand-type telephone. Ordinarily, 
the hand telephone is not used; it 
can be used if it is desired that the 
conversation be more confidential. 
Picking up the hand instrument 
disconnects the loud speaker. 

Usually, however, the speaker 
merely talks at the instrument and 
the microphone picks up his voice. 
Connection with the station desired 
is obtained by pressing a button on 
the instrument. Any number of 
stations may be connected at one 
time; the system may be used for 
conferences as well as for two- 
station calls. 

At Chase Parker, the eight sta- 
tions are located in the offices of 
A. P. Chase, president, F. F. Chase, 
treasurer, George Perry, sales 
manager, J. K. Wiswell, superin- 
tendent; at the counter; in the 
front and rear of the second floor 
and on the third warehouse floor. 

This eight station two-way loud 
speaker system serves several pur- 
poses. When handling an outside 
telephone call, information may be 
obtained from someone else with- 
out delay or switching of the call. 
Data needed in editing orders is 
secured directly and_ instantly. 
Additional facts needed during 
dictation of a letter may be re- 
quested without inconvenience or 
delay either to the dictator or to 
the person called. The counter can 
get instant response from the third 
floor as to any products kept there. 

Moreover, these eight stations 
were so located as to handle the 

(Continued on page 102) 
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We Dont Hire Salesmen: 
We Train Them 


E like the “home grown” va- 

riety of salesman. Hence, 
you will not find on the staff of the 
Alamo Iron Works today a single 
sales representative who has not 
spent three or more years working 
on the “inside” of our own organ- 
ization. And that goes, too, for 
our branch managers. 

There is not the slightest con- 
ceit in this attitude. We know 
that all other successful supply 
organizations have good salesmen. 
They must have because success 
in this business rests almost en- 
tirely with the men who are out 
actually getting the orders. But 
experience has taught us that we 
get best results from the men who 
have had their early training 
within our stock-rooms and offices, 
and who are thoroughly imbued 
with knowledge of Alamo’s lines, 
methods, and principles. 

Selection of salesmen here starts, 
you might say, with the employ- 
ment of any male member of our 
organization, no matter what the 
job for which he is hired. There 
was a time when we used an 
ordinary class of labor in our 
stockrooms to do the heavy work, 
but not any longer. We will not 
admit any man into our clerical 
organization today who has not 
had at least a high school educa- 
tion. This is because we want to 
feel that every man we employ 
has possibilities of going up in 
our organization, either to the sales 
staff or to some other important 
position. And we believe that a 
high school education or its equiv- 
alent, is essential for the young 
man who would get ahead in busi- 
ness under modern conditions. 

Of recent years we have em- 
ployed several young men from 
manual training courses, and, gen- 
erally speaking, we have found 
these well equipped to enter the 
supply business. We have also 








By 
MELROSE HOLMGREEN 


General Manager, 
Alamo Iron Works, 
San Antonio, Texas 


Mr. Holmgreen and his asso- 
ciates believe in picking their 
salesmen from the young raw 
material that obtains its early 
training in the company’s 
stockrooms. Beyond that, they 
believe in continuing salesman 
education right on through the 
years. Mr. Holmgreen’s rating 
of the importance of the manu- 
facturer’s missionary man and 
his ideas of how that man can 
serve the distributor and his 
salesmen best are revealed in 
this interesting article. 
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found success in the employment 
of young folks from the commer- 
cial courses. Some of these have 
done “laboratory” work with us 
for three-months periods while in 
school, and, when their courses 
have been completed, they have 
come back to us for jobs. 

Young men with the proper back- 
ground and other qualifications, 
after being put to work in our 
stockrooms, have the opportunity to 
gain an excellent knowledge of our 
lines and our warehousing and 
shipping methods. We are manu- 
facturers, as well as distributors, 
and some of these young men soon 
became what are known as “chas- 
ers,” following through on our shop 
procedure and co-ordinating the 
work of our various departments. 

The men in the stockroom and 
the “chasers” are watched very 
carefully, and those with the most 
ability are picked out. ' As open- 
ings on the order desk occur they 
are advanced to this department, 
where they get their first real ex- 
perience in the selling end of the 
business. From there they are 
moved to the costing or billing de- 
partments for further experience. 
Then, as there are vacancies in the 
outside sales force, or as additions 
are made thereto, these “boys” go 
out as our field representatives. 

Education and training of our 
salesmen never ceases. For one 
thing, we hold a sales meeting 
every Saturday from 11:30 to 
12:30. One of the most interest- 
ing features of these meetings is a 
discussion of complaints received 
during the preceding week. These 
discussions often bring forth infor- 
mation of much value to all the 
salesmen. For instance, one morn- 
ing a salesman brought up the fact 
that one of his customers was hav- 
ing a great deal of trouble with 
the drills we were selling him. Dis- 

(Continued on page 82) 
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Why Rogers-Bailey Supply 
Publishes “Industrial News’ 


The Story of a Four-Page Pamphlet 


HE great art in writing adver- 

tisements is the finding of a 

proper method to catch the reader’s 

eye; without which, a good thing 

may pass over unobserved, or lost 
among commissions of bankrupt. 
—Addison. 


With this in mind, J. P. Brown, 
secretary-treasurer, and advertis- 





Supply Company, Chattanooga, Ten- 
nessee, has found a novel scheme 
to catch his customer’s eye, in the 
form of a house organ, called Indus- 
trial News, which is illustrated by 
caricatures of his customers. 

“Do they like it?” he was asked. 

“Look at this pile of letters on 
my desk, and you should hear the 
comments too,” he replied with en- 
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Local news, items about customers, brief notes on products sold—all receive 


unique attention in Industrial News. 
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tomers are on our books—more or- 
ders—that’s a good sign of adver- 
tising paying.” 

Last September, Rogers-Bailey 
Supply Company reorganized, hav- 
ing formerly been known as Rogers- 
Bailey Hardware Company, whole- 
sale hardware jobbers. They now 
handle a general line of mill 
supplies. 

“The first thing we did in reor- 
ganizing was select a form of ad- 
vertising which would be attractive 
and inexpensive as well as practical 
for our trade,” Mr. Brown said. “In 
the old business we tried many 


J. C. Parks, president, Rogers-Bailey 


Supply Company, and J. P. Brown, 
secretary-treasurer and artist-editor of 
Industrial News. 


forms of advertising, but we never 
knew whether it was noticed.” 

The four-page pamphlet, /ndus- 
trial News, was the result. It has 
attracted much attention, and we 
believe has brought us considerable 
new business. 

Mr. Brown is an amateur car- 
toonist and uses his talent to illus- 
trate his sales promotion articles. 
When calling on a customer, he 
usually sketches him on a slip of 
paper without his customer’s knowl- 
edge, then completes the caricatures 
in ink later. Some of his customers 
say the sketches look more like 
them than do photographs. 

Each month /ndustrial News is 
mailed to the purchasing agent or 
engineer of industrial plant cus- 
tomers and prospects. It has a cir- 
culation of 800. However, there 


(Continued on page 90) 
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“Say ‘Hello’ to everyone. Include the switchboard operator. She can help you 
see the man you want. See the shipping clerk. Knowing the buyer is not enough.” 


What Makes Salesman Successful? 


Answered by a man who has sold mill supplies for 
over ten years. It is his first attempt at writing. 


INGLY and combined, we know 

that perseverance, personality, 

pep, good health, appearance, and 

knowledge of your product are the 
qualifications of a good salesman. 

However, one qualification which 
is seldom mentioned or discussed, 
but which I believe to be a sales- 
man’s greatest asset is the method 
employed in holding a customer. 

It is more difficult to hold a cus- 
tomer than to get one. The most 
successful salesman I know, one 
whose salary must run above 
$15,000, has been selling for 30 
years and still has many of his 
original customers. 

Most hardware salesmen know 
that the best way to get an account 
is through concentrated effort. 
Continuous steady calling will 
eventually break down most bar- 
riers. Yet every once in a while 
you strike a concern that no amount 
of plugging will budge. You then 
will realize that you have struck 


By BERNARD GOLDEN 


Salesman 


Carter, Milchman and Frank Incorporated 


New York City 


the account of a successful sales- 
man. 

In such instances the probability 
of breaking the purchasing agent’s 
resistance is almost hopeless. Very 
few-concerns give all their business 
to a salesman. For that reason you 
may be successful in receiving an 
occasional order for your efforts, 
but infinitesimal as compared to the 
total volume of business to be had. 
The reason most of these concerns 
cannot be reached is because the 
salesman selling them knows a se- 
cret. This secret is knowing how 
and what to do to hold a customer. 

Most sales stories tell you how to 
sell, what to say, and what to do 
to get an order. I'll start back- 
wards. Working on the assump- 
tion that you have accounts, I be- 
lieve that this is what you should 
know to hold them. 

1. Pay regularly weekly visits. 
Large accounts may necessitate a 
call every day. Small accounts 
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may only require a call every two 
weeks or once a month. In all 
events be consistent. 

2. Be polite and courteous to 
everyone. Say “Hello” to every- 
one. Knowing the buyer is not 
enough. Be friendly to his assist- 
ant, some day he may be the pur- 
chasing agent. You should make 
the acquaintance of the foreman, 
superintendent, and engineer. They 
can always tell you of new equip- 
ment for which they may be in 
the market. See the draftsman. 
He can sometimes _ incorporate 
your specialities in his plans. Have 
more than a nodding acquaintance 
with the bigger executives of the 
organization. Do not neglect the 
secretary or the switchboard op- 
erator. They can always help you 
to see the man you want. Seeing 
the shipping clerk can never harm 
you. He can keep you informed as 
to deliveries and service. In some 

(Continued on page 80) 
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3. Lena Kramers, Frank 
Peters, and Louella Jones 
greeted visitors at the regis- 
tration desk at the entrance 
to the exhibit building. 
4. Part of the organization 
which did yeoman duty at 
“Ceruco’s” exhibit and open 
house. A. G. Ruddell, presi- 
dent and general manager of 
the company, is the tall man 
fourth from the left in front 
but partially behind a man in 
a light suit. Over his left 
shoulder at the rear, with 
dark hair and glasses, is J. H. 
Ruddell, vice president, treas- 
urer, and sales manager, who 
engineered the successful 
affair. 5. D. R. Smith (left) 
of Wright Manufacturing 
Division of American Chain 
and M. W. Dallas of E. C. 
Atkins and Company. 


1. Booths of the Mid-West 


Abrasive Company and The 
Osborn Manufacturing Com- 
pany, with S. S. Waters and 
L. M. Pecsok in attendance. 
2. Horace Elwood of Central 
Rubber and Supply pinch hits 
for Frank Hemler, Upson- 
Walton Company, during 
lunch. In the next booth are 
Fred V. Hallam (left) and 
James C. Bergers of the 
Clipper Belt Lacer Company. 


om 


Brought in 


Central Rubber and Sup- 


olis, Holds Industrial Ex- 


NVITED guests to a total esti- 

mated at 7,000 visited the indus- 
trial and automotive exhibit and 
open house at which the Central 
Rubber and Supply Company, In- 
dianapolis, was host September 17, 
18, and 19. 

Despite the fact that on the first 
date of the affair, Thursday, Sep- 
tember 17, the show and open house 
were in operation only in the eve- 
ning, the attendance peak was 
reached that night, a crowd of ap- 
proximately 3,800 filing through 
the exhibition building and the 
company store. A long line was 
sitting along the sidewalk when the 
show opened, and ‘it was 9:30 o’clock 
before the end of the line had been 
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reached. About 1,600 people at- 
tended the exhibit and open house 
on each of the following days of 
the show, afternoon and evening. 
While the exhibit proper was held 
on three floors of a rented building 
about a block from the company’s 
home, guests were inspired to visit 
the organization’s store and stock- 
rooms by an arrangement whereby 
tickets for drawings on a large list 
of prizes were placed in a barrel. 
The exhibit building was roomy 
and tastily decorated for the oc- 
casion and the booths of manu- 
facturers were attractive and in- 
teresting. At each booth were one 
or more manufacturers’ men, pro- 
viding customers and prospective 
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6. Each customer and prospect received 
a copy of the broadside and an admis- 
sion ticket. The back of the circular 
showed a map with directions for reach- 
ing the show. 7. Caught in the act! 
W. J. Bear of Alemite Corporation and 
his guests were entirely unaware of the 
fact that this picture was being taken, 
hence the action. 













































7,000 Visitors 


ply Company, Indianap- 
position and Open House 


customers of Central Rubber and 
Supply with defienite information 
about their lines. 

Guests were escorted from the 
exhibit building to the company’s 
store and through the latter’s stock- 
rooms by executives and salesmen 
of Central Rubber. A _ definite 
route was mapped out, which ended 
in the refreshment room, where 
sandwiches, coffee, and soft drinks 
were served, where a_ souvenir As has been the case in all other 
given every guest was handed out, successful affairs of this kind, 
and where tickets were deposited sponsored by distributors, the Cen- 
for the Saturday night drawings tral Rubber and Supply Company 
on the grand prize of an Arvin’ exhibit and open house was pre- 


8. “This is why!” says T. R. Lyda, 
Champion Lamp Works Division, Con- 
solidated Electric Lamp Company. 
9. Part of the show, including exhibits 
of the Precision Grinding Wheel Com- 
pany, The DeVilbiss Company, Hoosier 
Broom Company. 10. W. A. Jones 
Foundry and Machine Company, with 
H. F. “Pat” Gallagher (left) and W. H. 
Ostring. Next is SKF Industries, Incor- 
porated, with Stuart H. Smith on the job. 
11. Exhibit of the Link-Belt Company, 
with S. C. Frearson in charge. The next 
booth to the right is that of SKF 
Industries, Incorporated. 


radio and the 65 other prizes put 
up by the company, one for each 
of the 65 exhibitors. 


ceded by well planned sales promo- 
tion and personal efforts of mem- 
bers of the organization to assure 
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the attendance of the right people 
from the plants, shops, and other 
institutions which the company 
serves or seeks to serve. 

Each company on the list was 
asked to provide Central Rubber 
with a list of executives and -em- 


ployees who should be interested 
in the show, and each of these indi- 
viduals was sent an invitation to 
attend. The invitation not only 
carried information about the 
show, but a list of exhibitors as 
well. 


This was followed up with a 
broadside, with which was enclosed 
a ticket of admission. An element 
of humor was injected in this piece 
with a drawing of a woman holding 
a rolling pin, alongside the injunc- 

(Continued on page 88) 





You Gotta Show ’Em 
to Sell ‘Em 


HEN you step into the dis- 
play room of the Machine 
Tool and Supply Company in Tulsa, 
Oklahoma, you are immediately im- 
pressed by the number and variety 
of products within your vision. In 
fact, the display windows of this 
progressive house commence to get 
over the idea of “complete service” 
even before you enter the door. 
Tools and machines of all descrip- 
tions handled by the company and 
hundreds of supply and equipment 
items are on display, without giv- 
ing the room, or the windows, an 
overcrowded appearance. Hence, 
the plant official or mechanic who 
visits this store can see that this 
company is prepared to serve his 
organization on all its supply 
requirements. 
This is a point that every pro- 


gressive complete mill supply huuse 
is constantly trying to get over. 
Emphasis by salesmen, catalogs, 
and other media are used effectively 
for this purpose, but many distrib- 
utors feel that tre most convincing 
method of doing this job is to have 
the buying factors in plants of cus- 
tomers and prospects actually visit 
their stores and warehouses and see 
the stocks with their own eyes. 
This, incidentally, is generally one 
of the purposes of industrial shows 
staged by distributors in their own 
places of business. 

There is, of course, considerable 
difference of opinion among dis- 
tributors as to the value of impres- 
sive display rooms. Some feel that 
it is more important for the sup- 
ply house to be located away from 
the main business district, where 


The display floor of the Machine Tool and Supply Company offers convincing 
and attractive evidence of the company’s ability to serve its customers. 
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property is less expensive and park- 
ing and railway siding facilities 
are better than to have a location 
in a place where displays will re- 
ceive considerable attention. But 
where display rooms are featured, 
it behooves the distributor to take 
full advantage of them and to get 
over as effectively as possible the 
idea of complete service, as this 
Tulsa house has done. 

At the rear of this company’s dis- 
play room is a service counter. 
Here, arranged in neat piles, were 
pieces of literature on various lines 
carried by the company. 


Leo H. Gorton, president, Machine 
Tool and Supply Co., Tulsa, Oklahoma. 


That Leo H. Gorton, president 
of Machine Tool and Supply, is 
sales promotion minded was clearly 
demonstrated to the MILL Sup- 
PLIES’ staff editor who visited the 
Tulsa house. Mr. Gorton received 
a telephone call from the local util- 
ity inviting him to display power 
driven tools in the utility’s win- 
dows, and he accepted “Quicker 
than you can say Jack Robinson.” 

In the recent highly successful 
international petroleum show in 
Tulsa, Machine Tool and Supply 
had an impressive exhibit. It re- 
ceived the cooperation of fourteen 
of its leading manufacturers in the 
display of their lines. 





1. Sandpaper is: (1) paper 
coated with glue and sand, (2) 
paper coated with glue and an 
abrasive grain, (3) paper made 
from sand, (4) hard on beards, (5) 
hard on sharp tools. 


2. A piece of 2-inch pipe is: 
(1) 2 inches in outside diameter, 
(2) exactly 2 inches in inside 
diameter, (3) about 2 inches in in- 
side diameter, (4) 2 inches long, 
(5) pretty big. 


3. A dolly is: (1) a small steel 
crowbar, (2) a girl’s toy that says 
“mama,” (3) a platinum blonde, 
(4) a small, low industrial truck, 
(5) a girl’s name. 


4. A “crescent” wrench is: (1) 
one with a moon-shaped slot, (2) 
one with a moon shaped handle, 
(3) imported from Turkey, (4) an 
adjustable-jawed, open-end wrench, 
(5) like an S-wrench. 


5. A gasket is: (1) A thin strip 
of compressible material that seals 
a metal-to-metal joint, (2) a box 
for a dead man, (3) a spigot for 
gas, (4) another name for gas 
pliers, (5) a special soldering. flux. 


6. Lock nuts are: (1) used in 
making locks, (2) fellows crazy 
about locks, (3) lock collectors, (4) 
made to lock or cramp against the 
bolt thread to prevent accidental 
unloosening, (5) not used on bolts. 


A forging machine: (1) 
makes fake money, (2) writes 
false signatures, (3) cuts up forage 


for horses, (4) signs several checks © 


GUESS 


WHAT! 


All salesmen will want to try their hands at 


checking the correct answers. 


When you have 


finished, turn to page 78 for the author’s list. 


at once, (5) shapes steel bars by 
gripping with a side die and up- 
setting with a plunger. 


8. Lock washers are: (1) used 
with lock nuts, (2) men who care 
for locks in banks, (3) bank por- 
ters, (4) jail laundrymen, (5) spe- 
cially shaped washers that cramp or 
lock between nut and bolted piece. 


9. A layout hammer is: (1) 
another name for a light-weight 
ball-peen hammer used for laying 
out work, (2) a spike maul used 
for stunning steers in the stock- 
yards, (3) another name for a 
claw hammer, (4) a stunning job, 
(5) a hammer that cost too much. 


10. An idler pulley: (1) does less 
work, (2) takes the slack out of a 
belt drive, (3) is the pulley on an 
idler, (4) is for emergencies in 
case regular pulley breaks, (5) is 
made of hide. 


j 


1l. Jeans are: (1) a pair of 
pants, (2) girls of that name, (3) 
French peasants, (4) one type of 
cloth for backing abrasive grain, 
(5) don’t know. 


12. A surface gage is (1) used 
for testing surfaces, (2) a thin 
gage that doesn’t take up much 
space above a surface, (3) a flat 
block with an upright arm and a 
scriber, used for marking and com- 
paring machined surfaces, (4) a 
form of _ textile-thread counter, 
(5) used for checking the results 
of surface machining. 
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13. Do four 50-watt lamps give 
as much light as one 200-watt 
lamp? (1) Yes. (2) Approxi- 
mately. (3) No. (4) The 200- 
watt lamp gives 1080 lumens more. 
(5) The four 50’s will give 50% 
more. 


14. What are the types of goggle 
lenses? (1) Red, white and blue. 
(2) Hardened, non-shattering, and 
welder’s. (3) Square, round and 
oval. (4) There is only one type— 
round. (5) Straight across, and 
curved. 


15. Parallels are: (1) bars set 
up for exercising, (2) telling the 
same story two different ways, (3) 
similar cases under different cir- 
cumstances, (4) similar happen- 
ings under different circumstances, 
(5) steel bars for setting up ma- 
chine work. 


16. Safety shoes are (1) brake 
shoes that set automatically when 
a preset speed is exceeded, (2) 
shoes in which “no metal can touch 
you”, (3) shoes that won’t give 
you corns, bunions or athlete’s foot, 
(4) shoes with a metal toe cap, (5) 
shoes that won’t leak. 


17. Is a pipe wrench used only on 
pipe and fittings? (1) Yes. (2) 
No, it is used to hold any smooth, 
round shape, like a stud or a long 
steel bar, (3) don’t know, (4) 
safety laws prohibit any other use, 
(5) pipe wrenches shouldn’t be 
used on pipes, because they’ll crush 
the bowls. 





PAINT ano VARNISH 
BRUSHES 


WIRE ano FIBRE 
WHEEL BRUSHES 


STEEL WIRE 
SCRATCH BRUSHES 


FLOOR SWEEPING 
BRUSHES 


WINDOW CLEANING 
BRUSHES 


COUNTER or 
BENCH DUSTERS 


PUSH BROOMS 


that help sell 


This is the first of a series of informative “briefs” planned to sup- 
plement your field experience in building bigger brush business. 
Certain basic information, plus experience, simplifies the job of 
“matching the right brush to the job.” Additional help, when 
required, is readily available from Osborn and Osborn representa- 
tives. Each month, facts about a different group of Osborn Brushes 
will be outlined. This month, let’s check up on... 


FACTS TO KNOW TO SELL OSBORN WIRE WHEEL BRUSHES 


I. The Osborn line is broad enough so that you can usually meet your cus- 
tomers’ requirements with a standard catalog brush. 


2. For removing surface imperfections, rust or dirt, or other operations requiring 
a cutting effect, wire sizes from No. 28 to No. 36 will generally do the work, at 
surface speeds ranging from 2500 to 7000 feet per minute, depending on the 
particular job. 


3. In fine finishing work on metals, brushes of steel or brass wire, ranging from 


.003 to .006 inches in diameter are usually used. A few tests at the most will 
usually determine the wire gauge and diameter most suitable at the customers 
spindle speed. 


4. For use on iron and steel, steel wire wheels are generally used—on aluminum, 
steel wire wheels—on brass, either steel or brass wire wheels—on copper, steel 
wire wheels, except when a decorative effect is required and then brass wire 
wheels are used—for polishing plated products, fibre wheels are used. 


5. Determine the speed of the shaft and then consult the Osborn Catalog to 
determine the diameters of Osborn Wheel Brushes which can be used. 


G. On stationary equipment, select the largest diameter of brush that can be used on 
the equipment without exceeding the recommended maximum speed of the brush. 


7. On portable equipment, an 8-inch diameter brush is ordinarily the largest 
used. A larger diameter brush is hard to handle at speeds over 3,000 r. p. m. 


8. Ordinarily, the larger the diameter and greater the surface speed, the lighter 
should be the gauge of wire. When a slower surface speed is used, the gauge of 
wire should be coarser. 


®. It is often necessary to try several diameters and wire sizes before the correct 


brush can be selected to meet the specific requirements of the job. 





Briefs 


| Osborn Brushes 


10. If there is a choice of using a finer gauge wire as compared with a coarser 
gauge in a wheel operating at high speed, advise the finer wire as it will stand 
more bending or flexing action. 


11. The kind of work to be accomplished determines the amount of pressure to be 


applied. In general, use the lightest pressure which will produce the finish desired. 


12. Urge your customers to keep their equipment in good condition. A loose bear- 


ing or shaft out of alignment may cut the life of a wire wheel brush as much as 30%. 


One of the most widely used types of standard Osborn Wire Wheel 
Brushes is the MASTER WHEEL, illustrated on this page. It is a splen- 
did general purpose brush and you will find that it meets many job 
requirements on stationary grinders and portable tools. Other types 
of Osborn Brushes will be featured in succeeding issues. Brush up 


on Osborn Brushes and watch your sales and repeat sales increase! 


Each Osborn Master Wheel has a standard 2-inch 

opening and a set of Osborn Adapters of the required 

arbor hole size is furnished with each wheel. The 

above view illustrates the simplicity of snapping the 

Osborn Adapters into the standard 2-inch opening 
of an Osborn Master Wheel. 








Dallas Continues Progress 


@By dint of continuous contact, 
with a pertinent and economical 
suggestion delivered with each call, 
the Dallas Club has now built up 
the M.G.D. program in the Dallas 
Cotton Mills from an experimental 
test installation on 40 looms to a 
complete departmental installation 
of 300 looms. Two facts worthy of 
particular note here. 

First, the shafts are located on 
the floor, supported by pillow blocks 
equipped with anti-friction bear- 
ings at each point of load. 

Second, although in the process 
of this modernization additional 
machines have been installed, in- 
creasing the production load on an 
hourly basis 334 per cent, the total 
power input required to operate 
the entire mill has been reduced by 
202 hp. 

This is a splendid example of the 
result of consistent club coopera- 
tion with the mill management over 
a long period of time. The com- 
plete and detailed story will be pub- 
lished shortly. 


The Energy Drive 


@The diagrams of the 
Drive and clutch parts 
to change E, 


Energy 
required 
Model looms from 


tight-and-loose pulley operation to 
Energy Drive operation have just 
been completed. 


These are now 
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being reproduced and will be dis- 
tributed to the various clubs in 
the near future. 


Buffalo Club Starts New Plan 


@ The Buffalo Power Transmission 
Club held its first meeting of the 
year on September 21, and made 
plans for the new season, which 
include a merchandising plan for 
M.G.D. which is entirely new. Offi- 
cers and committees were elected in 
accordance with the accompanying 
diagram. 

The Program Committee is go- 
ing to carry out the new program. 
Each week the chairman of this 
committee will appoint three club 
members, no two of whom will be 
from the same company, as a Sales 
Committee to call together on one 
plant and sell the principles of 
M. G. D. If during this call a 


Conducted by 


VICTOR A. HANSON 





Chief Engineer 


Power Transmission Council 


plant problem is brought to the 
attention of the committee, and 
their help is asked in solving it, 
the problem will be brought back 
to the club and turned over to the 
Technical Committee, which will 
work out the proper solution. 
When this is ready, the club will 
hold its next meeting at the plant 
where the problem is, and discuss 
the solution offered by the Tech- 
nical Committee, at the same time 
that it is offered to the plant offi- 
cials. In this way the club mem- 
bers will learn a great deal, and 
the plant men will have the benefit 
of the opinions of all the club mem- 
bers in making their decision. 
The work of the Program Com- 
mittee will also include the draw- 
ing up of a list of prospects in the 
Buffalo territory on whom calls 
will be made. They will also take 
care of securing the cooperation of 
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The Buffalo P.T.C. based plans on this organization scheme. 
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To Mill Supply Salesmen 


This is our bid for better interviews 
for you with receptive executives on 
the sales-building subject of Modern 
Group Drive. Read it carefully. 


POWER TRANSMISSION COUNCIL 


75 STATE STREET, BOSTON, MASS. 





Reproduction in reduced size of full page two- 


color advertisement in Mill & Factory for October. 
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other associations in Buffalo as well 
as other Power Transmission Clubs 
in cases where a job expands be- 
yond the Buffalo territory into an- 
other or several other clubs. 

This is a very good idea, and one 
from which the Buffalo club mem- 
bers will secure much valuable in- 
formation and profit during the 
coming year. 


Advertising 


@The Association’s advertising 
year begins in October rather than 
in September, as stated in a pre- 
vious issue of the News. The Oc- 
tober advertisement, however, will 
appear in only two of the maga- 
zines which will later be included 
on the schedule which is now being 
prepared. 


Chicago Reports 


@ A member of the Chicago Power 
Transmission Club is to be con- 
gratulated on the very fine installa- 
tion of Modern Group Drive sold 
and installed in the plant of the 
Illinois Coil Spring Company, Chi- 
cago, Illinois. 

This company invested in a new 
addition to their plant of most mod- 
ern construction and moved from 
their former location a number of 
spring winding machines which 
were set up in a single row in the 
new addition. All machines are 
adjacent to large glass windows and 
are ideally suited to the smaller 
and more difficult work demanded 
of spring manufacturers fre- 
quently. 

Machines are divided into three 
groups according to production ne- 
cessities, and are driven from the 
lineshaft through speed reducing 
mechanisms. Lineshafts are anti- 
friction bearing mounted and all 
details are most modern. 


Seattle P.T.C. Speeds Up 


® Under their new president, C. W. 
Gilmer, U. S. Rubber Products, In- 


corporated, and with treasurer 
W. E. Smith, city salesman for the 
Atlas Packing and Rubber Com- 
pany active as ever, the Seattle 
Power Transmission Club is mak- 
ing plans for still greater develop- 
ment. The meetings the past year 
have been devoted to plant studies 
on group drive, in addition to dis- 
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W. E. SMITH 


cussions on different commodities 
led off by an expert on each. 

A membership now of eighteen 
distributor companies leaves only 
two in the industrial supply field in 
Seattle unaccounted for. Next they 
are going after the electrical whole- 
salers. Tacoma has no club but a 
start has been made to bring the 
distributors there in with the Seat- 
tle Club. One meeting a year is 
held in Tacoma. W. M. Alger, of 
the Geerish Machinery Company, 
Tacoma, is vice-president of the 
Seattle Club. 

Attendance has averaged better 
than twenty at the dinner time 
gatherings the last Monday of each 
month in the Mayflower Hotel. 
“The Club will do for us what we 
do for the Club,” says Treasurer 
Smith. “Thus far there has been 
nothing but encouragement. There 
was never such a feeling of co- 
operation and friendship among 
distributors in this town as there is 
now. We all find that we gain by 
helping each other instead of cut- 
ting throats. Directly and indi- 
rectly, the effect of the club work 
has been to increase sales for all 
and that means new business de- 
veloped as the result of what we 
have learned.” 


Elections 


@ Some of the other clubs have also 
held first meetings and elected offi- 
cers. We have new officers to re- 
port from Atlanta, Boston, San 
Francisco, Seattle, and New York: 

Atlanta—President, M. H. Cour- 
tenay, 598 Peachtree Street, At- 
lanta, Georgia; vice president, Ho- 
mer P. Bond, 885 St. Charles Ave- 
nue, Atlanta, Georgia; secretary, 
Mrs. Ernest D. Key, 508 Whitehall 
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Street, Atlanta, Georgia; treasurer, 
J. C. Turner, 107 16th Street, N. 
W., Atlanta, Georgia. 

Boston—President, J. C. Ruf, 
140 Federal Street, Boston, Massa- 
chusetts; vice president, Thomas 
E. Toomey, 387 Atlantic Avenue, 
Boston, Massachusetts; secretary- 
treasurer, C. G. Reynolds, 175 High 
Street, Boston, Massachusetts. 

San Francisco—President, E. R. 
Sewall, 510 Bryant Street, San 
Francisco, California; vice presi- 
dent, P. E. Eliot, 400 Paul Avenue, 
San Francisco, California; secre- 
tary, H. Nelson Cook, 401 Howard 
Street, San Francisco, California; 
treasurer, Roy G. Douglas, 401 
Howard Street, San Francisco, Cal- 
ifornia. 

Seattle—President, C. W. Gil- 
mer, 212 Jackson Street, Seattle, 
Washington; vice president, W. H. 
Alger, 1212 6th Street, Seattle, 
Washington; secretary-treasurer, 
W. E. Smith, Pier 2, Seattle, Wash- 
ington. 

New York—President, W. J. 
Browne, 212 Centre Street, New 
York, New York; vice president, 
John H. Jewett, 90 West Broad- 
way, New York, New York; secre- 
tary, J. C. Manning, 99 Hudson 
Street, New York, New York; 
treasurer, A. H. Rahmann, 31 
Spruce Street, New York, New 
York. 


Atlanta Club Makes the 
News Again 

© At a recent meeting of the At- 
lanta Power Transmission Club, a 
committee composed of Messrs. D. 
A. Ahlstrand, Ingram Dickinson, 
Fred B. Bailey and C. R. Mitchell, 
both leather and rubber belting 
men, gave a cooperative paper en- 
titled, “How to Make Your Belts 
Earn Their Own Living.” This 
was later published in the August 
issue of Southern Power Journal 
and in the September issue of Cot- 
ton. At present the Atlanta Club 
is preparing reprints of this paper 
for distribution to all plants in 
their territory. 

This is just another indication of 
the kind of cooperative effort that 
has resulted from club work, as- 
suring the proper installation and 
use of mechanical power transmis- 
sion equipment, and the preserva- 
tion and improvement of the equip- 
ment market. 





by ALL INDUSTRY 


@When you sell Williams’ “Superior” Wrenches, 
you're offering a product whose performance has 
been proven, whose merit is known throughout 


industry. 





Drop-forged from Carbon Steel, hardened for extra 
strength and toughness, openings accurately milled, 
these tools are well-designed, well-balanced, backed 
by 50 years of drop-forging experience. 

Finished regularly with black, baked-on enamel 
and heads 

bright. Unfin- 

ished, at lower 

cost... same 

wrench except 

without enamel 

and bright 

heads. 

50 patterns... 


~~ | 


over 1000 sizes 


—_ 
. 


+ every one 


a profit - pro- 


—_— 
. _ 


ducer. 


J. H. WILLIAMS & CO. 
75 Spring St., New York City 
WESTERN WAREHOUSE & SALES OFFICE, CHICAGO 
WORKS, BUFFALO, N.Y. 


Headquarters for: Drop-Forged Wrenches, (Carbon and 
Alloy) Detachable Socket Wrenches, “C” Clamps, Lathe 
Dogs, Tool Holders, Eye Bolts, Hoist Hooks, Thumb Nuts 
and Screws, Chain Pipe Tongs and Vises, etc., etc., etc. 


se ot Ket @ @ TR 


WRENCHES 


MOST COMPLETE LINE IN U. S. A. 
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of Distributors 
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Hendrie and Bolthoff Part of the organization of Charles H. Harden and Company, Seattle, Wash- 
Have Diamond Anniversary 


ington. Front row (left to right): Norman White, salesman};” Charles H. 

@ Rath teders the Chek Wir, then Harden, president; Ruth Harden, stenographer; Harold Faulkner, salesman; 
=o ~~ - says : C. R. Leas, credit manager. (Rear): Sid Riser, Boston Woven Hose repre- 

new gold discoveries were made in 

Colorado, Charles Hendrie was the 


sentative; William Collella, city desk and ‘third assistant to the sixth vice- 
guiding spirit of the Hendrie Iron 


Works, a foundry in Burlington, 
Iowa. Henry Bolthoff was shop 
superintendent. Charles Hendrie 
noted the rapid growth of mining 
in the gold country, established his 
own ox train service, and sold min- 
ing machinery in Colorado. 

In 1861 he established the Eu- 
reka Foundry and Machine Shop 
at Central City, Colorado. Within 
a few years his sons, Charles F. 
and William C. Hendrie and Henry 
Bolthoff joined him and the Iowa 
plant operations were terminated. 
Later a branch office was opened 


president; Eugene M. Downey, shipping ¢lerk; W. M. Hilber, sales manager. 


. 





in Denver. By 1880" Denver was 
the headquarters of the. company 
then named The Hendrie and _Bolt- 
hoff Manufacturing Company. 
Within a few years Henry Water- 
man and Herbert Waterman joined 
the firm. 

This year the Hendrie and Bolt- 
hoff Manufacturing and Supply 
Company celebrates the seventy- 
fifth anniversary of Charles Hen- 
drie’s pioneering in 1861. The 
present president, Herbert V. Wat- 
erman, is the son of the Herbert 





A group from the Owen-Richards Company, Incorporated, Birmingham, Alabama. 
Left to right they are: M. A. Campbell, treasurer; D. G. Richards, president; 
Kathleen Harbison; B. D. Farrell, district representative of the Hazard Wire Rope 
Company; J. M. Seney, secretary; M. R. Doyle and G. C. Ackis. Our western 
editor reports that this is a live organization. 
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Waterman who joined the firm in 
1885. 

To commemorate the Diamond 
Anniversary, Hendrie and Bolthoff 
have published a 32-page booklet, 
“75 Years of Progress” that gives 
an illuminating and intriguing his- 
tory of the company’s contribution 
to the growth and development of 
Colorado. 


Chicago Engineer Supply 
Now 50 Years Old 


@ In commemoration of the fiftieth 


anniversary of their  establish- 
ment, the Chicago Engineer Supply 
Company has published a 400-page 
general catalog. 

This company has become one of 
the Chicago distributors for Ohio 
Injector Company brass valves. A 
line of janitor supplies and a lim- 
ited line of Electrical Supplies have 
been added. 


¢ Bay City Hardware Makes 


Changes 

@The Bay City Hardware Com- 
pany, Bay City, Michigan, are mak- 
ing changes in their building in- 
cluding placing all retail stock and 
sporting goods on the main floor 
and the offices on the mezzanine. 
They are also planning further re- 
modeling next year. 

Since March 15 this company has 

(Continued on page 46) 





THERE'S ROOM FOR 
BRASS TACK FIGURES 


IN MILL SUPPLY SELLING 


You like to bombard buyers with FACTS—hard hitting facts that clinch arguments 
and close sales. That's one explanation for the swing to HEWITT among aggressive, 
profit minded distributors. They find it convincing to talk about HEWITT’s produc- 
tion of industrial rubber goods, exclusively, and the added life that is built into 
HEWITT hose and belting by craftsmen rated as the best in the industry. And 
HEWITT distributors can furnish brass tack figures to prove every claim of HEWITT 
superiority. We are proud of our distributors—proud of their performance and the 
sales records they are establishing. There is room for more distributors like them. If 


you are interested we will be glad to tell you about the HEWITT profit franchise. 


HE W I it - CORPORATION 


BUFFALO NEW YORK 
HOSE CONVEYOR AND TRANSMISSION BELTS PACKING 
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THE TREND OF SUPPLY SALES 
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August Sales Decrease Drops Indicator to 96.6 


ESPITE individual gains in every territory, total 
sales of industrial supplies in August by reporting 
distributors fell off from the July high point forcing 
the Sales Indicator from 104.1 to 96.6. Despite this 
drop, the index for August, 1936, compares very favor- 


ably with the figure for a year ago, August, 1935, which 
was 66.0. 


All sections with the exception of the Pacific Coast 
states felt the recession. On the North Atlantic terri- 
tory, the Indicator dropped from 127.9 in July to 121.0 
in August. Similarly, in the South, we find an index 
of 99.0 in August compared with 101.7 the previous 
month. Large volume distributors knocked down the 
Middle West Indicator from 90.8 to 81.1. Though it is 
still well above normal, the Western States index shows 
a decrease from 149.6 to 128.2. The single exception, 


the Pacific Coast section, shows an increase from 123.2 
in July to 128.9 in August. 

Somewhat paradoxically, the dollar value of the 
average order received remained almost constant, the 
August figure $17.13 against $17.90 in July and the 
average number of orders received per hours per work- 
ing day was 105 compared with 92 the previous month. 
This seeming inconsistency is possible because only 
about 40% of reporting distributors keep a record of 
the total number of orders received. 

Government sales were smaller. Where they had 
amounted to 5.1% of the total reported volume in July, 
they constituted but 4.6% of the total in August. This 
figure is slightly larger than the 4.2% reported in 
June, but considerably smaller than the 6.5% for May 
and 8.4% in April. 
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SIMPLICITY ITSELF 


Here is all there is to a 


Yarway Impulse Trap. 


(A) Control Cylinder. 


(B) Valve (stainless steel, heat- 
treated). 


(C) Valve Seat (stainless steel, 
heat-treated). 


NO levers, pins, cotters, floats, 
buckets, diaphragms or bellows. 


Impulse Principle Explained: If you are 
interested in the complete thermo-dynamic 
explanation of this trap's operation—write 
for your copy of a paper recently presented 
before the American Society of Mechan- 
ical Engineers and published in the August 
1936 issue of Mechanical Engineering 
Magazine. Sent on request. 
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News! Have you seen the Yarway Impulse St¢ 


Trap that nearly 100 leading mill supply hoy 
are offering, today ? 


It has all the same outstanding features that m 
it famous in one short year—small size for 
radiation losses; light weight, requires no supp 
simplicity, to minimize maintenance; high 
ciency, for quick heating; ease of installation ; 
price—plus two new advantages to make 
better than ever before: 


1. Valve and seat stainless steel, heat-treate 


to practically eliminate wear at the only p 
where wear could possibly 


. Bright cag 


out 
ouse® prow 


bh . 
Lee py weit 














TERRITORIAL SALES 
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North Atlantic States 


Less Government business and slightly smaller orders contributed to 
dropping the Sales Indicator for this section from 127.9 in July to 121.0 
in August. Orders averaged $17.50 compared with $18.29 the previous 
month. Government sales accounted for 4.8°%% of the total against 5.8% 
reported in July. 


Southern States 


Though the Indicator for the Southern territory shows a decrease from 
101.7 in July to 99.0 in August, the latter figure compares favorably with 
that for August, 1935. Orders were considerably larger, the average for 
the month being $20.40 compared with $18.17 in July. Government sales, 
however, fell off, amounting to but 4.7% against 6.2% the month before. 


Middle Western States 


Hardest hit of all sections, the Middle West Indicator dropped from 
90.8 in July to 81.1 in August. This drop was registered despite gains 
by many individual distributors. The average order received was slightly 
smaller, amounting to $16.16 as compared with $16.62 in July. Sales to 
Government agencies accounted for only 3.5% of the total business. 


Western States 


The Western States Indicator came back into the chart in August, 
registering only 128.2 against the chart — jumping 149.6 in July. Orders 
were slightly smaller in size and no Government sales were reported by 
cooperating distributors. 


Pacific Coast States 
The only territorial Sales Indicator to register a gain, the Pacific Coast 
index eased up from 123.2 in July to 128.9 in August. Orders averaged 
$20.70, a figure slightly below the $23.42 reported in July. Government 
sales were fractionally higher in percentage of total business, amounting 
to 10.6% in August against 10.2% in July. 
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ARMOUR SAND PAPER WORKS 
1s5S5w gist STREET 
CHICAGO 







ABRASIVES 


Armour’s Alundum 
and Garalun (alu- 
minum oxide) on 
cloth or paper 
backing in stand- 
ard sizes for all 
wood and metal 
workiag uses re- 
quiring a hard 
even-cutting, long- 
lasting abrasive. 












RIT boo Se vanes Wore 1s 


Armour’s Electrocoated Economy Rolls! 


~~ 





f ; 
nmin a 


Photomicrograph of ordinary yrs 
OL showing irregular, haphazard distribu- 
tion of grains. Enlarged 665 times. 








Photomicrograph of Armour’s Electro- 
coated Abrasive product, showing 
evenly spaced, upright cutting edges. 


Enlarged 665 times. 


Here is a demand item! Armour’s Electrocoated Alundum 
(aluminum oxide) economy rolls supply the need for faster, 
cleaner, more uniform finishing in all metal industries and 
in servicing and maintenance. In the making of abrasive 
cloths by the electrostatic process each particular abrasive 
grain acquires an electrical charge and is pulled through 
the static field by thousands of volts of power and embedded 
on end in glue applied to the backing. The same process 
arranges abrasive grains at equal minute distances apart— 
which assures long wear and clean cutting. For increased 
production and for real economy Armour's Electrocoated 
Alundum economy rolls will give your customers what they 
have been looking for—and your house the repeat business 
that builds profit! 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR AND COMPANY 


GENERAL OFFICES: CHICAGO 
Stocks Distributed from branches in following cities: 


BOSTON NEWYORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST.LOUIS SAN FRANCISCO LOS ANGELES SEATTLE HIGH POINT.N.C. CINCINNATI 
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iNEWS J] 


| been under the management of F. 
|H. Stover, president, and Charles| p= satnD - 
|Moulthrop who purchased the in-| : WN} I; 
| terest of the former president R. V. ANY wl) 
Mundy. Bay City is dropping some \\\ 

lines and taking on others, one of 
the new lines being heavy fencing |} 
|and posts and galvanized roofing 
sheets. Additional people have been 
taken on to take care of the new) 
business including one new man on 
|the road, Mr. F. C. Spencer. 


RITZ 


GF 








| Wright Joins Davis Company 

@Si Wright, formerly with the | = 

Wright Brothers Logging Com-/ 22 
|pany, has joined the staff of the 
A. W. Davis Company, Portland, 
Oregon. Mr. Wright will call on | 
camps and mills in southern Cali- | 
| fornia. 
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Guarantee Specialty Moves 
| @ After twenty years at 114 Centre 

Street, New York City, the Guaran- a A T E R N $ 
|tee Specialty Company has moved 
to larger quarters at 60-62 Lispe- A 
\nard Street. Mr. M. Drucker and RED lantern means DANGER or 
Mr. S. Hoffman are partners in this | STOP to every driver and every pe- 
| sineee destrian. Other signals may be 
guessed at, but this means one thing 
| to all. Indeed, a red lantern is often 
held in greater respect than a traffic 
light. 


lt will pay you to push Dietz Red 
Lanterns to the limit for night warn- 
og ie ing service on road and construction 
The New File : - ay, work. They never let you down on 
with the "| | quality or performance. On the con- 
Metal Saw ' - | trary, they give a considerable boost 
Tooth that ‘ to annual volume and profits, as dis- 
*“westlinae | tributors everywhere can testify. 


nee . 4 : i 
at T ve , | When a contractor wants Road 
ang Torches, you cannot serve him better 


than to recommend Dietz Torches. 


S | M O N D S ks There are none better made. 


SAW AND STEEL CO. 
FITCHBURG, MASS. 


— 
>> be 
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Guarantee Specialty are agents 
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COLOR ON THE TANG 
REG. U. S$. PAT. OFF. 








R. E. DIETZ COMPANY 
Jim Hoghland, Parker-Kalon Corpo- | 


| ration, New York City, is snapped in | NEW YORK 
the company of Emil Ducommun in | MAKERS OF LANTERNS FOR THE WORLD 
front of the San Francisco Branch of FOUNDED 1840 


Ducommun Metals Supply Company. queens 
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EVERY METAL-REMOVING JOB 
age) Will Shon 











less steel? Reaming rough castings? 
aluminum alloys? Drilling 





se A Conveniently Located Morse Distributor S 
Will Give You Prompt Service. bf 


MOR Ss E: TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS, U.S.A. 
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SHORT CUTS 


Elected... 


to give you extra profits. Atkins 
Silver Steel Hacksaws ... the 
Blades with the Blue Ends . 
are first choice of shrewd pro 
duction men everywhere because 
they stay in action longer 
cut faster, easier and_ better 
than any other blade on the 
market. 


‘To you, the distributor, this 
means faster, easier and 
bigger sales of Atkins Sil- 
ver Steel Hacksaw Blades. 

That's why we say they are 

elected to give you extra profits. 

I. C. Atkins and Company, 420 

So. Illinois Street, Indianapolis, 
Indiana. 


Ask for illustrated Catalog pages 
for your salesmen’s Catalogs. 


ATKINS Silrer Steel SAWS 


A FAMILY OF CHAMPIONS 


MILL SUPPLIES @© OCTOBER 1936 


William W. Wolfe, salesman for the 
Georgia Supply Company, Savannah, 
Georgia, was awarded a trip to New 
York City as a prize in a contest spon- 
sored by his company and the United 
States Rubber Products. He had the 
greatest increase in sales over a three 
months’ period. 
for Gits Brothers Manufacturing 
Company, Chicago, oil and lubricat- 
ing devices; U. S. Tool Company, 
Incorporated, Ampere, New Jersey, 
slide feeds, roll feeds, automatic 
stock reels and die sets; William 
Schollhorn Company, New Haven, 
Connecticut, Bernard and Paragon 
pliers, nippers, and _ punches; 
American Saw and Manufacturing 
Company, Springfield, Massachus- 
etts, hack saws, metal and wood 
band saws, “Lenox” glass cutters, 
and screw drivers, and for other 
well known lines. 


New Firm in St. Louis 
@ After thirty-one years of service 
with the R. H. Myers Hardware 
Company, during ten of which he 
(Continued on page 52) 


Stanley D. Petter, managing partner 
of the Henry A. Petter Supply Com- 
pany, Paducah, Kentucky (third from 
the right). D. O. Williams, purchas- 
ing agent is left of Mr. Petter. 








There's a steady call for these 
Three Popular Braking Materials 


Examples of the 


INDUSTRIAL EQUIPMENT 
ON WHICH THERMOID 
LININGS CAN BE USED 


PNelalatihitiaelmaatolasllil-18 7 
Ceramic Machinery 
rol Malelalelilalemiatelasllsl 10 7 

Compressors 
ncrete Machinery 

Conveying Machinery 
Old -TeToltale mm alekaslial 10, 
Elevating Machinery 

Excavating Machinery 

melere! Machinery 
Industrial Engine: 
Loundry.Machinery 


Leather and Shoe 


HYDRAULIC 
COMPRESSED 


THERMO - BLOCK 
B-X WOVEN 


as 


“s 











can do business without these 
materials in stock— but do you 
want to? 


So much equipment right in your 
territory uses these brake linings that 
it would be decidedly to your advan- 
tage to carry them. 


To meet the complex needs for indus- 
trial braking materials—varying tem- 
peratures, loads, types of drums, rates 
of deceleration, frequency of applli- 
cation, etc.—we have developed three 
distinct types: Thermoid Hydraulic 
Compressed, Thermo-blocks and 
Thermoid BX Woven. It does not re- 
quire a large inventory on your part 
to be prepared to serve your 
customers promptly. 


When the need for them arises, your 
ability to supply the proper type 
promptly is a definite service which 
your trade will appreciate. A profit- 
able business is assured the distribu- 
tor who features Thermoid Industrial 
Braking Materials. Let us send you 
samples and full information. 


THERMOID RUBBER COMPANY 
TRENTON, N., J. 


hermol 


BRAKE LININGS - HOSE 
LoS BELTING - PACKINGS 
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TEN YEARS AGO IN MILL SUPPLIES 


Ww 

Orb TIME CHICAGO SUPPLY HOUSES, 
WHEN AND HOW THEY ORIGINATED, 
WAS THE SUBJECT OF AN ARTICLE, 
A DECADE AGO, IN MILL SUPPLIES. AMONG 
THE DATES OF ESTABLISHMENT RECORDED 
WERE ~GEORGE B. CARPENTER AND COM- 
PANY, 1840; W.D. ALLEN MANUFACTURING _ 
COMPANY, 1869; SAMUEL HARRIS AND ; 
COMPANY, 1874; CHARLES H.BESLY AND _ J 
COMPANY, 1875; H. CHANNON 
COMPANY, 1876; AND R.A. 
STREET AND COM- 
PANY, 1876. 














SUPPLY COM- 
PANY, COLUMBUS, 
OHIO, CHANGED ITS 
NAME TO THE DREHER- 
CONKLIN SUPPLY COM- 
PANY. 
-O- 


| De -tone ALMQUIST 
Vi \ q ay LOS ANGELES, 
E CENTRAL SUPPLY COM , 4 OK AS ITS NEW NAME 
PANY, HOLLIS AND COMPANY, 9 yey MACHINISTS’ TOOL 
AND THE BEN 5S. SCHADD : | D SUPPLY COMPANY. 
ENE MeReNANDKE ° ss 
CHAS 
OF THE C.E. ROSENBAUM y “ Lge SHARP OF THE 
COMPANY, LITTLE ROCK, ee PO . SHARP COMPANY, 
ARKANSAS WHEN C.E. : RTLAND, OREGON, PuR- 
ROSENBAUM RETIRED 5 ' CHASED THE BUILDING 
FROM BUSINESS AFTER ay te tlie J THE HEAD- 
43 YEARS. a QUARTERS OF HIS COMPANY 
Ne AND REMODELED iT TO 
-o- * TAKE CARE OF INCREASED 
' 9 BUSINESS. 
Mvonteomery AND COM- 
PANY, NEW YORK CITY, 
REORGANIZED, TOOK ON 
AN ENTIRE NEW PERSON- 
NEL, AND ACQUIRED AS ITS 
NEW PRESIDENT, M, M. 
HALPERN, WHOSE FORME 
COMPANY, M.M. HALPERN 
INCORPORATED, CONSOLIDAT __ 
ED AT THE TIME WITH 
MONTGOMERY AND COM- 
PANY. 


SURVEY 

COMMITTEE, REPRESENTING 

BELTING, TRANSMISSION, AND 

ACCESSORY MANUFACTURERS, MET IN 

NEW YORK CITY UNDER THE CHAIRMANSHIP 

OF W.H. FISHER OF THE T.B. WOODS SONS 

CO., AND THERE LAID THE GROUNDWORK 
FOR A POWER TRANSMISSION ASSOCIATION. 
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TO CUT FASTER 


and LAST LONGER! 


Actual photomicrograph of the old 
type production paper. The grains are 
“lying down,” some of their best cut- 
ting edges buried in the adhesive. 


PATENTED UNDER ONE OR mORE DF 
THE FOLLOWING U 5S PAT NOS 
8PUROOS 1ES40T! 1101487 teeters reenets 


Wiraus we make Elek-Tro-Cut Production Paper 
and Cloth, the coating of the mineral to the baek- 


Actual photomicrograph of the new 
Elek-Tro-Cut Production Paper. The 


mineral grains are all standing up 
with their sharpest edges in the best 
cutting position. When ends break 
off, new, sharp cutting edges result. 


ing takes place in a field charged with 100,000 to 
400,000 volts of electricity. 


Each mineral particle becomes magnetized, per- 
mitting control of the spacing and the standing on 


end of each mineral grain. 


This control permits individual placing of the 
grains in an upright position in the adhesive bond. 
The cutting points are all exposed with uniform 
spacing between the grains. 


The result in the finished product is freer cut- 
The complete story on the Elek- ting without filling or loading giving faster cut and 
Tro-Cut method is interesting. longer life. 


A copy will be mailed on re- 


. Hi 
quent, Adivess Dapmtnee UC. You can improve your profit picture by selling 


the Three-M Elek-Tro-Cut Production Line. 


MINNESOTA MINING & MFG. CO. 


SAINT PAUL MINNESOTA 
Baeder Adamson Co. Wausau Abrasives Co. 


COMPLETE STOCKS CARRIED IN OUR BRANCHES LOCATED IN THE FOLLOWING CITIES: 
NEW YORK, BOSTON, PHILADELPHIA, BUFFALO, HIGH POINT, CHICAGO, 
CINCINNATI, DETROIT, ST. LOUIS, SAN FRANCISCO, LOS ANGELES, SEATTLE. 


MS 1036 
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NEWS 


acted as general manager, Mr. 
Ralph W. Meyers has started a new 
company known as “Tool Box 
Sales,” situated at 2220 Olive 
Street, St. Louis, Missouri. 

Mr. Meyers is joined in this bus- 
iness enterprise by his son, and as 
manufacturers’ agents they will 
| carry the following lines: Arro 
| Expansion Bolt Company, Buckeye 
Twist Drill Company, Detroit Belt 
Lacer Company, Four Way Lock 
Company, Fulkerson Brothers Han- 


AVN slags ad 


BETTER HACKSAW BLADES 


One way to judge a line is to learn what other 
distributors think about it. Distributors every- 
where are enthusiastic about Barnes products 
and Barnes service. 


Here’s just one example 
out of many— 


"Your service is very good and 
you are to be congratulated on 
your maintenance of resale prices.” 


—G. F. EVANS, General Sales Manager 
Beals, McCarthy & Rogers, Inc. 
Buffalo, N. Y. 


® Beals, McCarthy & Rogers, Inc. is one of the many mill supply 
houses which have been handling the Barnes line at a profit for 
many years. Here is what Mr. Evans has to say in full: 


e“In going over our records we were surprised to find that we 
have been selling your products for ten years and wish to express 
to you the satisfaction we have experienced in handling your line. 


“All through the depression you conducted your business on safe 
and sane lines and kept the interests of your distributors in mind. 


Your service is very good and you are to be congratulated on your 
maintenance of resale prices. 


BARNES BLADES 

Red Arrow High- 
Speed 

Special Unbreakable 

All-Hard Tungsten 

Flexible Hand 

The “600” 

Metal Cutting Band- 
saws 


Junior Frames and 
Blades 


“We had a very gratifying increase in 
the sale of your Hack Saws and Metal 
Band Saws in 1935 and are looking 
for a greater increase in 1936.” 


| 
| 


| 
| 


@ The Barnes sales policy, which in- 
cludes full co-operation in addition to 
complete protection on prices, should 
be investigated by every distributor. 
We shall be glad to send you complete 
details. 








W.O.BARNES CO.INC. 


1297 TERMINAL AVE. DETROIT MICH. 
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dle Company, Kepec Company, Key 
Company, Larkin Soap Company, 
Reiff and Nestor Company, Robert 
Scholze Tannery, Sharpe Manufac- 
turing Company, and Wilson Bo- 
hannon Company. 


Phoenix House Expands 
@ Last year the Palace Hardware 
and Arms Company, Phoenix, Ari- 
zona, moved into new quarters at 
126 West Washington Street. Bus- 
iness showed a steady increase; the 
new quarters were not large 
enough; and so recently 15,000 
square feet of space were added. 
Addition of more space is planned. 
Many new lines have been added, 
including a full line of Murphy’s 
paints. 

Charles A. Preston has returned 





Distributor’s salesmen and manufac- 
turer’s sales manager get together for 
a big smile fest. At the left is Ralph 
Koeneke, salesman for The Western 
Iron Stores Company, Milwaukee. His 
companion is L. B. “Lee” Augustine, 
sales manager of the Dunmore Com- 
pany. 
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CONTROLLED 
PtTRRICATION 


e Accurately generated gears. 


® Extra long large bearings. j 


®@ Carefully machined case. 


FOR HAND TRANSFER 





FOR HYDRAULIC POWER 


FOR GAS AND OIL 


eis. 7 


FOR HEAVY LIQUIDS 








“<5 “"—" DEPENDABLE - SINCE 1857 


|. Roper Rotary Pumps are a “quick sale— 
good profit" product. 


2. Your market is unlimited—your contacts 
already made. 


3. Roper simple design—only two moving 
parts—makes it easy to understand and in- 
telligently talk “pumps” in a short time. 


4. Roper Engineers are always at your 
service. 


5. A competitively priced line of Hand 
and Power Pumps for all purposes. 


Write today for Bulletin MSR-1 and complete details. 


GEO. D. ROPER CORP. 


ROCKFORD, ILLINOIS 









FOR GENERAL USE 
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We had to interrupt a b Monday 
morning to get the staff of The Perry 
Supply Company, Birmingham, Ala- 
bama, to pene, but here they are: Left 
to right, McK. Thomas, P. M. Smith, 
first vice-president; Mason Seay, sec- 
retary-treasurer (rear); H. W. Perry, 
Mrs. Gwendolyn Gibson, E. W. John 
and §. G, Tait. 


to Palace; he was formerly with 
the company, in 1928-30. He is 
specializing on electrical and spe- 
cial sales. Roy McCarthy, besides 
being secretary-treasurer, goes out 
after the big contracts and has 
such good luck with city, county, 
state, and P.W.A. bids that he is 
called the “Big Politician” by the 
rest of the Palace gang. 








Haseltine Sales Force 
Changes 


@A number of mid-year changes 
were made in the sales organization 
of J. E. Haseltine and Company, 
Portland, Oregon. 

Lyle Peterson, who has been with 
the company 10 years, and had been 








Three generations are represented in 
this up from the Ca Mill Sup- 
ply Company, Hopkinsville, Kentucky 
—C. H. Cayce, president of the com- 
pany; his son, G. L. Cayce, vice-presi- 
dent and general 3 the 
latter’s son, Granville. ose in the 
picture, left to right, are: J. J. Carr, 
Elizabeth Minor, G. L. Cayce, Gran- 
ville Cayce, J. G. Stites, R. C. Gary 
and C. H. Cayce. 
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EVERY 
INDUSTRIAL 













V=-BELTS DELIVER 
Maximum Power at Low Cost 


In every industry Condor Whipcord V-Belts have demon- 


















strated their Strength, Flexibility, extreme Lack of Stretch and 


Tey 
EVERY 


JOBBER 
Gondoy Products tion of these nine points—made possible by Manhattan's 


engineering skill and experience—which produces in Condor 
build customer satisfaction V-Belt a belt that, even after a 300-hour life test on a 


and repeat-order business government supervised experimental airplane drive, showed 
Get details on the 
Manhattan Franchise. 
Ask for General 


Catalog 


Long Life on every type of V-Belt drive. Their unique con- 
struction—which places the whipcord strength member in 
the neutral axis area, a design originated by Manhattan— 
embodies nine points of balance. It is the proper combina- 


“remarkably good wear” with only 5% loss of strength and 5% 
stretch. Condor V-Belts are matched in length for each drive. 
Every belt delivers its proportion of the load. 





9-Point Balanced Construction 








1. Minimum Inelastic 5. Smooth Running 
Stretch 6. Maximum Traction 

2. Wide Margin of 7. High Resistance to 
Strength Side Wear 

3. Uniform Flexibility 8. Correct Lateral Reen- 


4. Maximum Resistance to forcement 


Section View Structural Breakdown 9. Matched Length 


THE MANHATTAN RUBBER MFG. DIVISION 


of Raybestos-Manhattan, Inc. 
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e Accurately generated gears. 


@ Extra long large bearings. 


®@ Carefully machined case. 


FOR HAND TRANSFER 


FOR HYDRAULIC POWER 


FOR GAS AND OIL 


FOR HEAVY LIQUIDS 


———) ae 


|. Roper Rotary Pumps are a "quick sale— 
good profit" product. 


2. Your market is unlimited—your contacts 
already made. 


3. Roper simple design—only two moving 
parts—makes it easy to understand and in- 
telligently talk “pumps” in a short time. 


4. Roper Engineers are always at your 
service. 


5. A competitively priced line of Hand 
and Power Pumps for all purposes. 


Write today for Bulletin MSR-1 and complete details. 


GEO. D. ROPER CORP. 


ROCKFORD, ILLINOIS 


FOR GENERAL USE 


DEPENDABLE - SINCE 1657 
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We had to interrupt a busy Mohday 
morning to get the staff of The Perry 
Supply Company, Birmingham, Ala- 
bama, to , but here they are: Left 
to right, McK. Thomas, P. M. Smith, 

t vice-president; Mason Seay, sec- 
retary-treasurer (rear); H. W. Perry, 
Mrs. Gwendolyn Gibson, E. W. John 
and §. G, Tait. 


to Palace; he was formerly with 
the company, in 1928-30. He is 
specializing on electrical and spe- 
cial sales. Roy McCarthy, besides 
being secretary-treasurer, goes out 
after the big contracts and has 
such good luck with city, county, 
state, and P.W.A. bids that he is 
called the “Big Politician” by the 
rest of the Palace gang. 


Haseltine Sales Force 
Changes 


@A number of mid-year changes 
were made in the sales organization 
of J. E. Haseltine and Company, 
Portland, Oregon. 

Lyle Peterson, who has been with 
the company 10 years, and had been 





bags generations are represented in 
7 Com from the Ca yee Mill Sup- 
oy mapany, Hopkins le, Kentucky 
—C. Cayce, president of the com- 
pany; ‘hi son, * Cavece, vice- -~ 
ent and gener e 
latter’s son, Granville. Those in the 
picture, left to right, are: J. J. Carr, 
Elizabeth Minor, G. L. Cayce 
ville Cayce, J. G. Stites, R RC. Gary 
and C. H. Cayce. 





FOR 
EVERY 
INDUSTRIAL 


Vid =) ot oe 


DELIVER 


Maximum Power at Low Cost 


FOR 
EVERY 
JOBBER 


Condor Products 


build customer satisfaction 
and repeat-order business 
Get details on the 
TN elalalLicliMe mac lilailtse 
Ask for General 
Catalog 


THE MANH 
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In every industry Condor Whipcord V-Belts have demon- 
strated their Strength, Flexibility, extreme Lack of Stretch and 
Long Life on every type of V-Belt drive. Their unique con- 
struction—which places the whipcord strength member in 
the neutral axis area, a design originated by Manhattan— 
embodies nine points of balance. It is the proper combina- 
tion of these nine points—made possible by Manhattan's 
engineering skill and experience—which produces in Condor 
V-Belt a belt that, even after a 300-hour life test on a 
government supervised experimental airplane drive, showed 
“remarkably good wear” with only 5% loss of strength and 5% 
stretch. Condor V-Belts are matched in length for each drive. 
Every belt delivers its proportion of the load. 


9-Point Balanced Construction 


5. 
6. 
7. 


1. Minimum Inelastic 
Stretch 


2. Wide Margin of 
Strength 


Smooth Running 
Maximum Traction 
High Resistance to 
Side Wear 

. Correct Lateral Reen- 
forcement 


. Matched Length 


DIVISION 


V-Belt 
Cross- 
Section View 


3. Uniform Flexibility 


4.M eto 
Structural Breakdown 


ATTAN RUBBER MFG. 


of Raybestos-Manhattan, Inc. 


Dacict. 
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Sturdy Steel Ousts 


Patented 
Patents Pending 


‘*Hallowell’’ Work-Bench of Steel 


The ready-made, shipped out of stock “HALLOWELL” 
Steel Bench Equipment has already made such head- 
way that you ought to give it serious consideration in 
case you haven't done so. 

The “HALLOWELL” Line is an honest-to-goodness 
money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 445 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 
we practice what we preach—Co-operation. 








OUR BEST SELLERS 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches 
Semi-Portable 
“HALLOWELL” Steel-Wood Work-Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs 
“HALLOWELL” Steel Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“KNURLED UNBRAKO” Socket Head Cap Screws 
“UNBRAKO” Stripper Bolts 
“UNBRAKO” Pipe Plugs 
Power Transmission Appliances 























STANDARD PRESSED STEEL CO. 


BRANCHES BRANCHES 


Boston JENKINTOWN, PENNA. NEWYORK 
DETROIT Box 519 ST.LOUIS 
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covering the Portland territory, 
was transferred to the Eugene, 
Oregon, territory, making his resi- 
dence there. Ray Versteeg, for- 
merly in the Eugene territory was 
moved to the Coos Bay district on 
the coast, an important industrial 
center. Fred Hutchinson, for three 
years an inside salesman, was 
moved up a peg by being put out- 
side in the city of Portland. 
One new specialty salesman was 
added, Robert Smith, in the tire 
department. 


L. C. Moore Joins Haverstick 
Company 

@L. C. Moore has joined the staff 

of Haverstick and Company, Incor- 

porated, Rochester, New York, as 

a specialist in irrigation, pumps 

and power machinery supplies. 


Bingham Company Improves 
General Offices 


@Extensive improvements have 
been made in the general offices of 
The W. Bingham Company on the 
third floor of its building at 1278 
West Ninth Street, Cleveland. An 
entirely new system of the most 





J. B. Humphrey, salesman for the 
Well Machinery and Supply Company, 
Incorporated, Fort Worth, Texas, does 
a fine gardening job even though the 
ground is so hard “it takes a high 
powered drill to dent it.” Below 
Humphrey’s picture is one of W. 
Boyse White, new representative 
down there for Jenkins Brothers Valve 
Company. Humphrey likes factory 
representatives; thin’s he makes his 
best sales by working with them. 



































Ou ge 
Satisfied Customers 
Repeat Business 


Extra Profits 
in handling J & L Steel Products 


Quicker turn-over plus added customer acceptance of the products you 
handle means greater profit to you. And you get these extra profits in 
handling J &L steel products, because: 


Ss ee ae 


1. Your trade knows from experience the uniform excellent 
high quality of all J & L steel products, and the long satis- 
factory service they give. 


Pe ee ee ee ee ee i ee 


2. Jones & Laughlin stimulates jobber business by a national 
advertising campaign reaching your customers and pros- 
pects regularly and consistently with the J & L quality story. 


a 


~ 





Mill supply jobbers find that the greater customer acceptance of J &L 
steel products and the specific demand for them, means quicker turn- 
over and extra profits. You, too, can enjoy extra 
profit-making values by handling J & L steel products. 
Write today for complete information. 


J & L steel products for the mill supply trade include, 
in addition to those pictured here, J & L Seamless and 
Welded Pipe, Hot Rolled Bars, Plates and Shapes, 
Cold Finished Steel and Wire Products. 


JONES & LAUGHLIN STEEL CORPORATION 


AMERICAN IROW ANDO Steet W 
JONES & LAUGHLIN BUILDING, PITTSBURGH, PENNSYLVANIA 
Sales Offiees: _Atlente Beeten Bulfele Chicege Cincinnati Cleveland Dellae Denver Detroit Erie Heuston Loe Angeles 
St New Orleane New York Philadelphia Pittsburgh Seattle St.Louis Ban Franciece Tulsa 
Cui Representatives . JONES & LAUGHLIN STEEL PRODUCTS COMPANY, Pittsburgh, Pa. U. 8. A., and Toronto, Ont., Canada 





cad 


Jobbers Get Business—Users 
New Economy and 
Satisfaction with J & L Shaftir 


Thousands of users have standardize 
J & L Shafting because they know it 
duces overhead, lengthens life of dr 
and bearings, saves lining-up time 

reduces manufacturing cost when 

for working parts. Made in 3 grade 
turned and polished, turned and grow 
and cold drawn 













Quicker Turn-over . . . Greater Profits 
.. + With J & L Seamless Boiler Tubes 


You get quicker turn-over and greater profits 
when you handle J & L Seamless Steel Boiler 
Tubes, because users like their easy workability 
and the long trouble-free service they give. Re- 
peat orders result from greater all-around satis- 
faction users get with J & L Seamless Boiler Tubes, 














Repeat Orders—Extra Profits from J & L 
Nails and Spikes 

Craftsmen like to use J & L Nails and Spikes because they 

are accurate as te length and gauge, — clean surfaces, 

















S LIGHT BULB 
costs but atew LENTS 
BU Tits loss may cost 
“inany DOLLARS 








No. 650 
Portable Lamp Guard 
with Rubber Hook 
Handle 






































No, 1425 No. 1439 
lexon Guard Wall Guard 


Steel Wire 








* This is the story of lamp 


guard selling. 


Few plant managers realize 
the actual loss when a light 
bulb is broken, particularly in 
production departments. Op- 
erators must wait for replace- 
ments or find a new bulb, 
often robbing other machines, 
adding lost machine produc- 
tion and operator time to the 
cost of the bulb. 


Active mill supply salesmen 
point out these facts to their 
customers, usually selling not 
one or two lamp guards but 
equipment for a whole de- 
partment. 


MSGILL 
LAMP GUARDS 


Have your salesmen keep 
their eyes open for unprotect- 
ed lamps and broken guards 
—pointing out the danger and 
costliness — Then give them 
the McGill Lamp Guard line 
that sells on quality—sturdi- 
ness of construction — and 
modern, practical design. The 

rofitable increase in your 

amp guard sales from a little 
added effort will more than 


pay you. 


If you do not stock McGill Lamp 
Guards we will be glad to prove 
their sales possibilities at our ex- 
pense—Send for full information 
on the McGill line and “features 
that sell” as well as details of our 
offer. You can make lamp guards 
a profitable “bread and butter” 
account in your territory. 


A. W. Claffey, assistant manager of 
the Indianapolis —— and Supply 
Company, Indi Indiana. Al is 
very proud of the sales record sys- 
tem which the company has perfected, 
and which it uses all the time in its 
program of planned selling. 














Lamp 
Lamp Guards —— Fluid 
« 


su, | MANUFACTURING CO. | <2" 


Stationary 
Wall Type 


wemesvemme | Llectrical Specialties of Quality Lemp 


Changers 


ESTABLISHED 1906 Etc. 


VALPARAISO - INDIANA 
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modern indirect lighting has been 
installed, and the ceiling and floor 
have been rebuilt for sound dead- 
ening. In this latter process, the 
ceiling was lowered several inches, 
and this open space has been util- 
ized for air conditioning purposes. 


Lakeshore Expands 


@ Arnold G. Andersen, factory 
superintendent for the E. H. Shel- 
don Manufacturing Company since 
1928, has resigned to devote his 
entire time to the Lakeshore Cor- 
poration. Mr. Andersen bought an 
interest in the Lakeshore Corpora- 
tion two years ago and became 
president of it at that time. He 





A. L. Carr has been doing an excellent 
sales job since he took over the man- 

ement of the mill supply department 
of Keith, Simmons and Company, 
Nashville, Tenessee. Nashville and the 
surrounding territory provide a widely 
diversified market for industrial dis- 
tributors and Mr. Carr is very capable 
to sell and serve it properly. 








This means 
sales and cu 
tion. 


Type BU Airbrush 

in the Paasche line 

airfinishing booths, 

and polishing machines, aircon i- 
tioning and ventilating units. — 
engineering service helps you $° 
these products. 


1902 Diversey Parkwa2y> 
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The exceptional 


speed 
of Paasche 


Airbrushes 
and their all-purpos 


adaptability are the re 


sult of 35 years’ research 


f 
or speed, better cover 


age, easierhandlingand 


lo 2 
Owest maintenance cost 





To Stimulate Your Valve Sales 


Fig. 057 Fig. 058 


Non-rising stem Non-rising stem 


valve with screwed valve =. flanged literally a host of special features which 
ends 


make these valves easy to operate, resistant to 

= destructive influences, thoroughly dependable, and 
economical to maintain. Every part from hand- 
wheel to pipe ends is designed to meet the most 
exacting requirements, and many of the refine- 
“ments of these new valves are unobtainable in any 
other design. 


Your valve customers are sure to be interested 
in the 33 special features that place these new 
Kennedy Standard Iron-body Wedge Gate Valves 
in a class by themselves. 


These features are being brought to the atten- 
tion of valve users through an extensive advertis- 
ing campaign from which you can profit; because 
these valves, like every Kennedy Product for in- 
dustrial plants, are sold only through supply 
houses. 


Do not delay writing for complete information, 
prices, discounts, and sales helps on this important 
advance in valve design that will help to stimulate 
your valve sales. 


The Kennedy Valve Mfg. Co. 


Fig. 0601 Fig. 0611 ELMIRA, N. Y. 


NEDY 
Standard lron-Body Wodge Gate Valves 


ends ends 
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A live organization of power transmis- 
sion specialists in Aberdeen, Wash- 
ington, is the Mill and Logging Supply 





Company. L. B. Draper is the presi- | 


dent and T. M. Draper the secretary- 
treasurer. Owing to ill health, Mr. L. 
B. Draper has not been active for some 
time and John C. Keaton, purchasing 
agent is a mainstay on the selling 
end. In this picture are, left, William 
Yuskof, belt plant superintendent, John 


| 
| 
| 


C. Keaton, and Leslie Otnes, belt man. | 


has now acquired a controlling in- 
terest. Other officers are A. G. 
Raddatz, vice president, and W. 
Earl Lakey, secretary-treasurer. 

In the last two years the Lake- 
shore Corporation has expanded its 
business activities to embrace terri- 
tories from Benton Harbor to Tra- 
verse City and east to Greenville. 
It has enjoyed increased volume 
both locally and throughout the ter 
ritory. 

Recent new lines added include: 
Lyons Metal Products Company, 
steel shelving and lockers; C. H. 
Dockson Company, welding equip- 
ment and goggles; and Hobart 


| 
| 


Brothers Company, electric arc | 


welders. 


Lawson Hardware Closed 
® The Lawson Hardware Company, 


69 Water Street, Newburgh, New | 


York, has closed out its business. 
Mr. R. W. Whitehill, formerly 
treasurer and general manager is 


now selling hardware and supplies | 


to contractors. 


New Building for Crowder 


@This year is the twenty-fifth 
anniversary of the founding of the 
H. N. Crowder Jr. Company, Allen- 
town, Pennsylvania. They are 
celebrating by building a new 
building. 

The Crowder Company let its 


LEI LO LEE 5 EEE LESAN 


Yes! You Get Real 
Merchandising Help 
from “CLEVELAND” 


. of the kind discussed at the last Triple Convention . . 
and you don't have to take our word alone. Here's what 
one of the most prominent distributors in the U. S. says to 
another almost as well known. 

“ ... we beg to advise you that we have been handling 
the Cleveland SUPER DUTY Files for nearly a year and 
have had extremely satisfactory results with them. THEY 
GIVE US COMPLETE COOPERATION WITH MIS- 
SIONARY SERVICE, and the reaction of our trade to 
these files has been very favorable.” 

We feel this statement is sufficient to substantiate our claims 
not just for quality of product and acceptability to the users 
but expresses distinct approval of our cooperative sales 
assistance. 

There Are Still Some Territories where there are No Dis- 
tributors with this valuable File Sales Franchise. 


Write today 
THE CLEVELAND FILE COMPANY 
3400 Hamilton Ave., Cleveland, Ohio 


ih 
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Help them to get M ORE 


for ther 


MONEY 


_ and 


PROFITS 


will be YOURS 





One of the best reasons why The 
Turner Supply Company of Mobile, 
aane, a, ~ of phy gg 

ouses in ar south is because o 
4 COMPRESSED AIR is helping to reduce costs im all the indus- its staff: Left to right they are: Jules 
tries represented in this picture. BEER: Racking beer, pumping L. Brana, manager of the electrical de- 


water, transferring beer, blowing cans to filling machines, scaling partment; R. E. Sweigart, secretary; 
condensor coils, cleaning boiler tubes and machinery, operating C. §S. White-Spunner, purchasing 
air hoists and lifts. GLASS: Pumping glass sand, es glass, | agent; H. Leo Ollinger, vice-president 
operating molds, presses and sand blasts, etching glass and feed- | and Howard M. Schramm, president. 
ing oil burners. WOOLENS: Agitating and handling dyes, 

cleaning looms, doffers and spindles, operating air hoists and — —-- 


lifts, starting diesel engines. customers know about its expansion 

with an attractive circular headed 

E ; | “Getting Down to the Bottom of It” 

VEN as you and I, the fellows pictured above are _ and illustrated with a sketch of a 

always interested in the values they receive for the money they | steam shovel working in an excava- 
spend tion. Interesting text invites the 
. reader to stop around and watch 

Every day Compressed Air from Quincy Compressors is help- the building go up and points out 
ing more and more manufacturers to offer better values in their that By are planning a gre 
products. These Quincy applications are unusual, varied and eRe Se Sa See 


. i : } meet your demands, greater facil- 
interesting. They range from operating belly pounders in meat ities to handle your jobs with the 


packing plants to raising the nap on velour hats. minimum of delay.” The circular 
is signed by Harry N. Crowder, 


FREE Guide to Extra Profits president. 


To its former lines, this company 
Wherever your territory may be, we can show you hundreds of places has added Iron F ireman coal stok- 
where Quincy Compressors can be sold on a money-saving basis. Send = a Dodson is in charge of 
today for FREE Compressor Data Book. It contains valuable Check List | steieer antes. 

that gives you the right conception of Quincy Compressor sales oppor- Smith-Mo ee 


prayed a eye, eee ey. @Business is so good in South 
Simply fill in and mail the coupon 


M Bend, Indiana, that Smith-Monroe 
below. Quincy Compressor Co., U i my C Yy Company, 1910-12 South Main 
Quincy, Illinois. Branch Offices Street, has made substantial addi- 
New York and Chicago Com pressor Ss (Continued on page 66) 





Factory tramed Quincy men always available for engineering and sales assistance 


Mail Coupon Today! 


Free 
COMPRESSOR 
- DATA BOOK 


Contains valuable Check List of Sales 
Opportunities, helpful Engineering Data, 
Charts, Tables, etc., pertaining to Com- 
pressed Air. Sent FREE. Use Coupon. 


>. 
> 


Quincy Compnesson Co., Quincy, Illinois. Dept. M-10, 
Gentlemen: Without obligation, please send me FREE 
Compressor Data Book with Check List of Quincy 
Sales Opportunities 

Name . 


Address 





Cit y tas nie Me 


5 i et oe 
PEs et ame 





Firm EAS aS al The Smith-Monroe Company 
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* 
Dae FOOT OF WIRE IS DRAWN 
EXACTLY TO UPSON STANDARDS 


Upson takes no chances—permits no minute detail to jeopardize Upson's 
reputation for uniform high quality in headed and threaded products. 


To this end, Upson draws every foot of wire that will later become 
bolts, rivets or special headed or threaded items bearing the Upson name 
—draws it through a special type of die that does not vary more than 
a thousandth of an inch while drawing many, many tons of wire. 

In this way Upson establishes full control of wire diameter--can vary 
Bolts and nuts in all standard and : : . sons : : — 
Gadhia dite siencndtithien it to obtain close tolerances in special items — insures against variations 


Standard and special rivets of all kinds. that may result in over- or under-filled heads—eliminates one of the 
Wire rope clips. Turnbuckles. Automo- 
tive and railroad special items. Headed . 

sad dail ia matvrial that follows through subsequent steps of manufacture and 


Your specialties are our specialty. evidences itself in high quality finished products. 


common troubles encountered in cold heading— provides accuracy in 


UPSON NUT DIVISION Drawing of wire is but one of the many little details to which Upson 
pays strict attention—one of the little things that make perfection in 


e Upson products. 
5 pu IC fee Specify Upson on your next order for bolts, nuts, rivets or other 


headed and threaded products—and note the difference. 
CORPORATION 


When writing Republic Steel Corp. for further information please addreas Department MS. 
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The Right DRIVE rey 


IS FOUND IN THIS COMPLETE LINE OF 
TRANSMITTING EQUIPMENT 


a 7 i al \\ a 
“ae Be RUN Ps N\A] 
i f R . ge 











BS & _” sh Ly VA 


Dodge drives insure full power and eco- 
nomical operation of each press in metal 
stamping plant — 


OWER transmitting units by Dodge are today’s formula 
for low cost, uninterrupted power transmission per- 
formance. ... For they DOUBLY insure economical plant 
operation. ... A COMPLETE Dodge line permits selection 
of the proper equipment for every type of industrial 
application. ... "The Right Drive for every Job”... with- 
out danger of misfit or chance-taking guess work... . The 
quality Dodge line insures greater plant production with 
less replacement and overhead... through dependable, 
safe, and economical performance. . . . Next time con- 
sider Dodge completeness and quality and specify 
Dodge units. 
For more than fifty years Dodge engineers have been 
building their transmission units with high grade mate- 
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| Every Sob / 


- DODGE POWER 









A large Dodge “DV" Drive trans 
mitting power to refiner in Paper 
Mill. 











tials ... compactly designing them in practical propor- 
tions, reinforcing them for super-duty . . . and machining 
them with precision to insure their greatest usefulness 
and dependability. 

Out of this Dodge policy was born a Dodge leadership 
in the industry — an engineering skill and recognized 
dependability that won more and more industrial execu- 
tives to the exclusive use of Dodge units for power 
transmission and machine applications. Next time specify 
DODGE. 





DODGE MANUFACTURING 
CORPORATION 
Mishawaka, Indiana, U. S. A. 


A complete new cata- 









Koto IVT-Mo} Ms Olelole lM dollar] 
Bearings is now ready 
for mailing. A copy will 


be sent on request. 
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Sager-Spnci- 
Supply Co. ine, 


te 





In more than 30 states requisitions will soon be 


written from new Donnelley catalogs. 


—In Every Direction — 


New opportunities for sales are open because of increased indus- 
trial activity. New catalogs are influencing the placing of these 
orders. 


The most effective and economical way to these profitable orders 
is a new Donnelley catalog. 


Have the new catalogs working for YOU. 


R. R. DONNELLEY & SONS 


350 EAST TWENTY-SECOND STREET e¢ 


COMPANY 


CHICAGO, ILLINOIS 
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NEWS 


tions to its sales force. “At the 


| present time we are enjoying a 


very fine pump business due, no 
doubt, to the severe drought and 


| extreme heat wave that has affected 


practically the entire country, but 


| which we believe has been more 


serious in our immediate locality,” 


| reports D. C. Hay, secretary-treas- 


urer of the company. 

Mr. LaRue Smith, president of 
the Smith-Monroe Company, re- 
cently completed his thirty-fifth 


| year with this line of endeavor. 


Mars Makes Changes 


@W. K. MacAskill, for ten years 
purchasing agent for W. P. and R. 
S. Mars Company, Duluth, Minne- 
sota, is now selling for them, re- 
ports R. S. Mars, vice-president of 
that company. H. G. Brown has 
been appointed purchasing agent. 
“Business is running well ahead of 


last year,” adds Mr. Mars. 


Change in Officers 


| @Mr. Frank H. Spink, formerly 
| general manager, is now president 
| and treasurer of the Bunting Hard- 


| souri. 


ware Company, Kansas City, Mis- 
Mr. Spink started with the 


| company twenty years ago in the 
shipping room and climbed steadily 
George H. 


in the organization. 





Clyde J. Harrison who joined the sales 
force of R. C. Duncan Company, Min- 
neapolis on June 1, was formerly 
owner and operator of the Clyde J. 
Harrison Company. Because of his 
connection with factory supplies and 
equipment, he is well fitted for his 
present position. 














We ‘Tackle’ Price Decline 





Ewing Galloway Pinto 


—to protect our Distributors’ gains 


WHEN we ask our Distributors to carry a representative stock of 
Parker-Kalon Products we don’t forget their investment. We not 
only help them to GET a good profit on it, but we do all we can to 
help them KEEP that profit. 


We have provided strong defense against price declines. Point 
No. 4 of our Policy assures that we will do everything reasonable to 
protect against the possibility that our Distributors’ gains might be 


wiped-out overnight by a price change. 


In other effective ways the Parker-Kalon Policy also helps our 
Distributors to KEEP the good profit which any Parker-Kalon Pro- 
duct allows. It protects against dead-stock, guarantees that prices 


will be maintained and limits distribution. 


Such things explain the exceptionally fine relationship that exists 
between Parker-Kalon and the outstanding concerns who represent 
us everywhere in Industry. 


PARKER-KALON CORPORATION, 192 VARICK STREET, NEW YORK 








= 
SS uex CaP 
— 
- 
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PARKER-KALON Vd FASTENING DEVICES 


A HARDENED SELF-TAPPING SCREW FOR EVERY KIND OF ASSEMBLY 


PROOUCTS: (a) To maintain our position of leadership in the 
manufacture of the most extensive line of Hardened Self- 
tapping Screws and other fastening devices. (b) To develop 
and add to our line products of proven merit. (c) To maintain 
the highest standards of quality in every Parker-Kalon Product. 
SELECTIVE DISTRIBUTION: To sell only through recognized 
distributors, and to limit distribution of a given product 
to the number of jobbers a territory can profitanly support 
PROFIT MARGIN: To provide an adequate margin of profit 
for our distributors 
PROTECTION AGAINST PRICE DECLINES: To do everything 
reasonable to protect our distributors against losses 
through price changes. 
PROTECTION AGAINST DEAD’ STOCK: To protect jobbers 
against unsatisfactory turnover by exchanging any slow 
moving stock for faster selling merchandise. 
PRICE MAINTENANCE: To establish and strictly maintain 
resale prices to assure distributors a fair profit on every 
sale, and other benefits which result from a stabilized market. 


PROTECTION AGAINST NON-STOCKING DISTRIBUTORS: To main- 
tain price differentials to protect jobbers who carry a rep- 
resentative stock against those who do not. 


SALES PROMOTION. To create and increase the demand for 

Parker-Kalon Products by consistent direct-mail and pub- 
lication advertising. Also to furnish adequate and effective 
printed matter and other sales helps to our distributors. 


SALES COOPERATION: To maintain a force of trained sales 
engineers whose sole function is to develop business for 
our distributors by intensive missionary work in the field. 


1 ORDERS AND INQUIRIES: To refer to our distributors orders 
and inquiries received direct from users and prospects 


p nse. 
ana 








SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 
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Comp’nies, ’“Tenshun! BYXBEE 


Here are the 
real Doughboys 


of American 


Industry 


Why do you think 
whole regiments of 
these trucks stand 
at attention each 
morning in the 
ards or ware- 
 pecine of thou- 
sands of plants ? 
Greater ease and 
efficiency in han- 
dling is one of the 
reasons. Greater 
economy through 
lower mortality 
rate is another. 














The labor saving, 
floor-saving, rubber- 
tired, roller - bearing 
“American” hand 
truck wheel. 


Stevedore 


TRUCKS 


One of a complete line of 
American Hand Trucks 
designed for every type 
of work. 





These Trucks 
Push Their Way to Profits 


Strength and light weight combine to make American Hand 
Trucks the most efficient type built today. Fabricated of modern 
steel in place of wood, their light weight is a matter of “feel” as 
well as actual poundage. This is due to perfect balance which 
enables the handler to transport the heaviest loads with surpris- 
ing ease. Translated into dollars and cents, investment in these 
trucks definitely makes payrolls: more productive. 





Superior wheel equipment in pressed steel and semi-steel is an 
American Hand Truck feature. Goodyear P.S. C. Rubber Tires, 
Timken or Hyatt Roller Bearings are standard when purchasers 
desire superlative equipment. Write for catalog:and price list 
showing the variety of designs—each one tested and proven 
efficient for specific handling needs. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Avenue, Dept. 2, Philadelphia, Pa. 


AMERICAN 


PRESSED STEE 


HAND TRUCKS 
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Emmett D. Hannon, who returned to 
Paducah, Kentucky, to become general 
manager of the Farr-Better Supply 
Company, of which his father, Ed D. 
Hannon, is owner. Emmett was for 
many years with the American Radi- 
ator Company. 


Bunting, Jr., is now in the oil pro- 
ducing business, but his younger 
brother, Clark, a graduate engi- 
neer, is working in the mill supply 
department, under Mr. L. H. Butt. 
According to Mr. Butt, Mr. Spink 
is “a real go-getter” and Clark is 
“a good asset.” 


Stacy Supply Company 
Expands Sales Force 
@Stacy Supply Company, Spring- 
field, Mass., has added an outside 
salesman to its present sales force, 
as well as an inside counter man. 


Intermountain Belting to 
Handle Lincoln Line 

© J. H. Johnson, president of In- 

termountain Belting and Packing 

Company, Denver, Colorado, an- 

nounces that his company has been 


J. H. JOHNSON 





‘ “ t 
and manufacturing profits st” 


The Power Wise 
Group Their Drives 


Of course, power must always remain an 
expense item in determining production 
cost. But, according to transmission engi- 
neers, the difference between efficiently 
and poorly conveyed power can make a 
vast change in your annual profit picture. 


Progressive plant managers notice an 
immediate change when Modern Group 
Drives are employed. Coupled with the 
installation of American Steel Split Pul- 
leys, they are obtaining maximum power 
with minimum outlay. This is not idle 
boast but scientific engineering fact. 


American Steel Split Pulleys have defi- 
nitely demonstrated economies in oper- 
ation. They require less power to start 
because they are lighter . . . less power 
while running because they are perfectly 
balanced, true and designed to reduce re- 
sistance by cutting the air. 


The advantages of split construction, 
interchangeable bushings, superior 
strength and lightness all contribute to- 
ward savings that you can not afford to 
overlook. Let us send descriptive litera- 
ture at once. Then decide for yourself. 


ERICAN 


PULLEY COMPANY 


4200 WISSAHICKON AVE. 


PHILADELPHIA, PA. 
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THE GREATEST DRILL PRESS 
VALUE EVE 


The Delta Mfg. Co. 

never makes claims 

for its quality tools 

that it cannot back 

up with facts. When 

it states that the 

new Delta 17” Drill 

Press is “the great- 

est drill press value 

ever offered’ it is 

fully prepared to 

furnish plenty of 

facts to prove that 

assertion. Read the 

brief outline of the 

specifications of this 

remarkable tool. See 

if you do not agree. 

Better still, visit the 

nearest Delta dealer. 

See the 17” Drill 

Press in action. 

Check it point for 

point against any 

drill press you have 

Pe ever seen. Notice 

With motor pulley and ite fe any new 

belt, but without features and spe- 

motor. cial advantages. 

You will find 

many ways tha 

this new tool can 

save money for 

you. ... And remember, there are many 

thousands of sturdy, low-cost Delta Dril! 

Presses in shops all over the world, in 

small shops and the country’s largest in- 

dustrial plants. Everywhere they have 

proven their built-in quality, their really 

superlative value. But the value offered 

by previous Delta Drill Presses, great as 

it is, is as nothing compared to this latest 

product of the Delta shops—the new 17” 
Drill Press. 


Write for com 
plete descriptive 
circular No. 624 
and name of near 
est Delta dealer 


Overall Dimensions: 66” high; 18” wide; 27” front to rear. Tilting table 11” by 
12” Production table 121%” by 17” surface. Floor base 10” by 13%” table surface. 
Bench type production base 25” by 2914” overall; table 20” by 20”. 

31%” diam. by 60” column, of heavy-walled tubing, ground and polished to close 
tolerances 

Five speeds: 385, 600, 935, 1450 and 2240 r.p.m. 

Large spindle pulley carried in two self-sealed ball bearings. Exclusive inverted 
spindle, with automobile-type 16-tooth spline drive, and floating pinion sleeve. Carried 
in self-sealed preloaded ball bearings 

No. 2 Morse taper spindle standard equipment. Can also be furnished with built-in 
1%” geared chuck. Entire spindle assembly instantly removable. Quill has 5” stroke. 

Capacity of machine %” in cast iron. 

Built-in stop gage. Depth scale on spindle return-spring housing. 

Raising and lowering mechanism for table on floor types. 
mechanism for head-on production bench types 

Capacity, spindle to table 34”; spindle to base 4414”. 

Belt completely guarded. Guard quickly removable for speed changing. 
adjustable 

Foot-power feed for spindle available. 

Tilting table standard equipment 
vertical positions 


Raising and lowering 


Belt tension 


Index pin locks table accurately in horizontal or 





DELTA MANUFACTURING CO. 


624 E. Vienna Ave., MILWAUKEE, WIS. 
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NEWS 


appointed agent by The Lincoln 
Electric Company, Cleveland, Ohio. 

Intermountain will handle 
“Shield Arc” welders, electrodes 
and “Linc-Weld” motors in the 
territory covering Colorado, part 
of Kansas, Nebraska and Wyoming. 


James Supply Has New 
Catalog 


@The new catalog of the James 
Supply Company, Chattanooga, 
Tennesseee,—catalog 99—contains 
an unusually wide range of mate- 
rial because, in addition to mill 
supplies, it also contains heating 
and plumbing supplies, electrical. 
supplies, and some contractors’ 
supplies. It reflects the progress 
which has been made by the James 
Supply Company in building a busi- 
ness which will serve their section 
of the South with a more complete 
line than is handled by most supply 
houses. The catalog has nearly 600 
pages and is bound in orange cloth, 
stamped in black. 


Buhl Sons Appoints 


@ The appointment of F. W. Har- 
rison as manager of the Electrical 
Department has been announced by 
Buhl Sons Company, Detroit, Mich- 
igan. Mr. Harrison was formerly 
vice president and general man- 





C. G. Dahlander, familiarly known as 
“Gus”, a member of the sales force 
with R. C. Duncan Company, Minne- 
apolis. On October 11 he will have 
served 25 years with the organization, 
and in spite of these many years of 
7 he is young in actions and 
ideas. 





SHOWING YO 
A “JENKINS” IS W 


ONK—HONK—HONK. All through 
Jenkins’ plant a horn is heard every 
twenty minutes. It is a reminder to every 
man to put a gauge on his work. Old- 
timers call it “The Goose”. . . because it 
sounds like one and they also think it 
is silly. Take a second look at them and 
probably you'll agree with their think- 
ing...that while a reminder to gauge 
may be a fine thing for the “youngsters” 
who’ve been with Jenkins just a few 
years, it és almost silly to think it is 
needed for machinists with whom pre- 
cision work has been a habit for 25, 35, 
or 45 years. 
When you go into one department 
after another and see scores of men like 
these five Old-timers, you acquire new 








ADS 

No. 6 OF A SERIES OF 

UR VALVE CUSTOMERS WHY 
ORTH ALL IT COSTS. 


respect for a Jenkins Valve. A valve or 
anything else simply must be good when 
it comes from the hands of ‘such Crafts- 
men...and, from a plant in which every 
man is constantly reminded that only his 
best work is good enough. 

It costs more to make any product in 
the Jenkins way, with the finest of work- 
manship and materials. But it is the only 
way to make the lifetime service valve 
which buyers all over the world demand 

..and purchase for economy reasons 
even at times when the price of a “Jen- 
kins” may be a trifle higher. 

JENKINS BROS., 80 White Street, New York, N.Y.; 
510 Main Street, Bridgeport, Conn.; 524 Atlantic Ave., 
Boston, Mass.; 133 North Seventh Street, Philadelphia, 


Pa.; 822 Washington Blvd., Chicago, Ill.; JENKINS 
BROS., Ltd., Montreal, Canada; London, England 








JENKINS 


VALVES 


| Aillene Sevtce 


ERIN 
Ps i 
ae 


\anAerUs 


SBRONZs.. 18 ON... 


FOR 
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STEEL | 
EVERY NEED 





GREATER 
SERVICE 






GREATER 
STRENGTH 


GREATER 
SAFETY 


GREATER 
DURABILITY 


TRIMO 


MAKES ITS OWN 


GOOD LUCK 


Throughout the industries you call on, 
TRIMO Wrenches are known for great 


service, safety, economy and durability. 


There is no element of luck in this repu- 
tation. TRIMO Wrenches are made through- 
out of Chrome Molybdenum Steel — handle 
drop forged — the strongest, most depend- 
able wrench you can offer your customers. 

Making thousands of wrenches all to one 
high standard, and making it possible for you 
to deliver them when your customers want 
them, TRIMO is known among distributors 


and users alike as a “lucky wrench”. 


TRIMONT MFG. CO., INC. 
ROXBURY (BOSTON), MASS. 


Look for the Red 
Tag always wired to 
every TRIMO Pipe 
Wrench. 





vetoes Ch 
TRIMO PIPE CUTTERS 


Trimo—Barres and 
Saunders Type 


Thin Blade Special Analy- | 
sis Steel—Silvered to Re- | 
sist Rust — Identified by | 
red hub 
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T. W. Lewis, president, Lewis Supply 
Company, Memphis, Tennessee, enter- 
tained triends with a stag party August 
1, at his home 635 West Drive, to 
celebrate his birthday. Mr. Lewis is 
the newly elected vice-president of 
the Oil Mill Machinery and Supply 
Men’s Association. 


ager of Robbins Electric Company 
Pittsburgh, Pennsylvania. 
William P. Bridges, sales man- 
ager, tells us that Walter Knorr. 
formerly Mr. Bridges’ assistant has 
been given a list of industrial cus- 
tomers in Detroit to handle. Mr. 
Knorr has been with Buhl for over 
twenty years and has a host of 
purchasing agent friends. 


A New House in Akron 


@ Mr. R. R. Andrews is president 
of The Factory Tool and Supply 
Company, a new mill supply house 
at 195 East South Street, Akron 








W. J. Beechwood, manager of the 
mill supply department and sales 
manager of the Joplin Supply Com- 
pany, Joplin, Missouri. Besides do- 
ing a bang-up job in business, Mr. 
Beechwood is an honest-to-goodness 
low-shooting golfer and is one of the 
leaders responsible for the erection 
of a magnificent club house in con- 
nection with Joplin’s public course. 
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See Your Local Dealer 


Wells cis: Band Saw 


for 


every metal using plant that 
wants to reduce time and 
labor metal cutting costs. 


for 


toolroom, maintenance and 
production work. Portable, 
—can be moved anywhere, at 
any time. No special instal- 
lation required. 


for 


all precision work. Hun- 
dreds of duplicates can be cut 
without showing a variation 


of .005”. 
eee 
No coolant required 
a 
Cuts any metal including 


alloys. 


Cutting time reduced 30 
te 50% 


Learn more about its ad- 
vantages 


Send for illustrated cir- 
cular 


WELLS 


MFG. CORP. 


315 Seventh Ave. 
Three Rivers, Mich. 























THE Wortp’s FASTEST SELLING 


QUALITY ELECTRIC DRILL 


NE year ago last month Thor an- 
nounced the decade’s outstanding 
engineering achievement in portable elec- 
tric tools. It was the U-14—the smallest and 
lightest weight 4” drill ever built, but one 
which boasted as much power as tools 
twice as large and bulky. 

Today, one year later, no tool has yet 
been built that matches the design, per- 
formance and SALES of this fine drill. 

A year ago the response was instan- 
taneous. The Thor factory was rushed to 
keep pace with the quickening consumer 
demand. It still is. Jobber sales and profits 
from electric tools marched to a new high 
—and stayed there. 


The U-14a today, even more than in the 
sensational early months of the year, out- 
sells by far any other quality manufac- 
tured drill, due largely to the outstanding 
sales record established by distributors 
from coast to coast. 


The U-14a Portable Electric Drill is the 
latest example of the Thor engineering 
policy that for almost half a century has 
inspired the portable tool industry. And in 
the experimental laboratories at the Thor 
factory today, engineers are pioneering 
for the future, shaking away the con- 
ventions of the present, to continue to 
merit the leadership that has been theirs 
since 1893. 


INDEPENDENT PNEUMATIC TOOL CO., G00 W. JACKSON BLVD., CHICAGO 


NEW YORK » 


Tool Makers Since 1893 « 


SAN FRANCISCO 
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A DISTRIBUTOR 


is known by the quality of the products he sells 
and the manner in which they perform. 


BELMONT Distributors participate in a reputation 
for quality that has been built up over a period 
of nearly 50 years. 


BELMONT Cooperation enables distributors to 
give real packings service). The BELMONT Cata- 
log, with its comprehensive recommendations en- 
ables the salesman to recommend exactly the right 
packing for every job. The BELMONT Sample Kit 
enables him to show the major types and demon- 
strate the quality of BELMONT materials. 


BELMONT advertising month after month in lead- 
ing industrial magazines, backed up by illustrated 
folders, paves the way for the distributor's sales- 


























THE BELMONT PACKING & RUBBER COMPANY 


Butler and Sepviva Streets, Philadelphia, Pa., U.S.A. 








THERE'S A BELMONT PACKING FOR EVERY SERVICE 
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BELMONT PACKINGS 
help build the 


DISTRIBUTOR’'S REPUTATION 
for QUALITY and SERVICE 


Ohio. Mr. Andrews was formerly 
president of the Central Hardware 
and Factory Supply Company, of 
which the East Akron Hardware 
Company was the mill and factory 
supply departments. Before that he 
was with Strong, Carlisle, and Ham- 
mond Company. 

E. C. Pieifle is secretary and 
treasurer of the new company. 
They will stock about fifteen lines. 


Expands Sales Force 


@Two new salesmen have been 
added to the staff of J. M. Tull 
Metal and Supply Company, At- 
lanta, Georgia, as follows: 

S. Dennard, added to store sales, 
and L. H. Thompson, to store and 
insides sales. 


Ralph B. Manley 


@ Ralph B. Manley, president, 
Abrasive Machine and Supply Com- 
pany, Newark, New Jersey, passed 
away at the Orange Memorial Hos- 
pital, East Orange, New Jersey, 
August 24, 1936. 

Mr. Manley was born in Salem, 
Ohio, August 26, 1879. He went 
to Niagara Falls in 1896 and was 
with the Carborundum Company 
until 1918. At that time he and 
Howard H. Dayer, also a Carborun- 
dum Company employee, organized 


Jim Waser, on the left, is being initi- 
ated into missionary sales calls meth- 
ods before going out into his new 
territory to work with distributors for 
Bond Foundry and Machine Company 
in New York State, Northern Pennsyl- 
vania and Northern New Jersey. In 
the center is W. E. Speck, purchasing 
agent for Manley Products Corpora- 
tion, York, Pennsylvania, and on the 
right is Lewis Williams, one of the 
Bond Foundry veterans, 
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| 1. The Medart Policy is definite —it works more than 
| only “once in a while”: .. 2. It recognizes the economic 
| function of the Distributor... 3. He is given the sales rights 
to a trade area in which. to sell Medart Products... 4. 
He can meet all customer requirements—from stock orders 
to engineered jobs — because... 9. The Medart Line is 


Complete -.. 6. He can extend service to his customers 


because he gets service from Medart ... 2» He has the bene- 





fit of the Engineering Sales assistance of a thoroughly quali- 


fied Engineering and Sales Organization. .. New Catalogs! 


tnt soe ee) Oe Oe OLC Ol mmol 
ROAD TO PROFIT « « The Medart Policy, 


outlined above, helps ‘Distributors ‘realize a profit that ts 
measured in terms of their own sales effort... There are 
no detours — because this policy means what it says... 
Does this mean anything to you?... Write — The Medart 
Company, 3500 DeKalb Street, Saint Louis, Missouri. 


™* 


| MEDART 
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NEWS 


K. G. Darst on the right, salesman for 
Henry Walke Company, Norfolk, Vir- 
ginia, wonders whether the hot weather 
hair-cut acquired by Frank Morris of 
Spang Chalfant Company, is going to 
help him get more business. 


the Abrasive Machine and Supply 
Company of Newark. Mr. Manley 
has been president and Mr. Dayer, 
secretary and treasurer, since the 
formation of the company. Their 
first agency contract was with 


| Carborundum, whom they have 


represented for eighteen years. 


William S. Roe 
@William S. Roe, president of 
William SS. Roe, Incorporated, 
Newark, New Jersey, died on Sep- 
tember 3, 19356, after a heart attack 
following a round of golf. Mr. Roe 
founded his company in 1906. He 
attended Newark Academy and was 


graduated from Princeton Uni- 
versity. 
Mr. Roe’s daughter, Ann Roe 


Robbins has been elected president 
of the company. Mr. Harry S. 
Fritts, formerly manager of the 
mill supp!y department, has been 
made general manager. 


Correction 
@iIn the July MILL SUPPLIES 
there appeared an announcement of 
two new lines for which it was 
stated the Riechman-Crosby Com- 
pany, Memphis, Tennessee, had 
been appointed exclusive distribu- 
tors. Riechman-Crosby will be ex- 
clusive distributors for the Chain 
Belt Company, Milwaukee, Wiscon- 
sin. They will also represent the 
Jeffrey Manufacturing Company, 
Columbus, Ohio. 
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R. P. 
Shollenberger 


Vice - President and 
General Manager of 
The R. B. Wing & 
a Son Corp. 
| Albany, New York 





‘FActToORY ADVERTISING 
MAKES OUR JOB EASIER.....’ 


The R. B. Wing & Sons Corp., founded in 1840, is Mr.R.P.Shollenberger of the R.B. Wing & Son Corp. says: 
one of America’s oldest industrial distributors. Their 





peal WK pape . ? We are very much interested in the advertising of firms 
distribution activities cover materials and equipment whose products we handle, because their advertising, prop- 


for a wide variety of industries. Large stocks of erly directed, can be of great assistance to our salesmen. 


both small and heavy industrial supplies are carried A prospect who knows the firm and some of the merits 
as well as supplies and equipment for the shipbuild- of the product, naturally is in a more receptive mood when 
ing, ceramic, textile and road building industries. The our salesman contacts him. 


success of this organization in rendering so many . 
; . ; : Factory operating men are the men we must sell because 
years of uninterrupted service to industry in the 


Bl ; ; 5 of their influence in all factory purchases. Most of the . 
vicinity of Albany, is a tribute to alert efficient man- ‘ 7 , 
‘ , plant operating men in our territory are readers of 
agement. Mr. Shollenberger, who has been with FACTORY. We find that FACTORY advertising makes our 
the Wing Corp. more than seventeen years, tells how job easier, and we are glad to see products we handle 


advertising can help a distributor. advertised in FACTORY. 
R. °P. Shollenberger 


MANAGEMENT 
AND 


MAINTENANCE 


PUBLICATION: 
STREET-NEW YORK 














A McGRAW - HILL 
330 WEST 42nd 


Did You Know? 


: ; Here are the answers to questions on 
it's GOOD Busi - 
ts usiness 


1. No. 2 is right—see the article 


in this issue. 
to SELL 2. No. 3 is right—2 inch pipe 


is slightly greater than 2 inches in 


f D CUTTERS inside diameter. 
| 3. No. 1 and No. 4 are both right, 


- the same word being used to desig- 
nate two entirely different things. 





4. No. 4 is right. Once a trade 
name, this term has become shop 
vernacular for the whole range of 
| open-end adjustable wrenches. 





Users soon learn if the cutter line 

that the distributor is carrying is a ra 

Quality line-—-—a line that gives eS 

lowest REAL Cutter Cost. 6. For our purposes, No. 4 is 
So-—- it's good business for the right. 

distributor to sell good cutters that 1. For our purposes, No. 5 is 

keep customers satisfied and assure | 

repeat orders. Many distributors 8. No. 5 is right. 

are doing a good business today 

from their stock of Brown & Sharpe 


: 10. No. 2 is right. The idler 
Cutters because they ore Quality , pulley brings the slack side of the 
cutters. belt up taut and also may take up 

some shock. 


9. No. 1 is right. 


11. No. 4 is right. 
Brown & Sharpe Mfg. Co. 12. No. 3 is right. 


Providence, R. I. 

13. No. 4 is the accurate answer, 
although No. 3 is of course correct. 
In increasing wattage sizes, lamps 
produce more lumens of light for 

| each watt of current consumed. 50- 
watt lamps are rated at 11.6 lumens 
per watt, so the four would pro- 

| duce 2320 lumens. 200-watt lamps 
| produce 17 lumens per watt, or 

| 3400 for one lamp. Thus the 200- 

/ watt lamp produces 1080 more 
lumens. 


| 14. No.2is right. The hardened 

lens takes a heavier blow to break 
| it, but when it does break it shat- 
ters. The non-shatterable will not 
splinter, but should be replaced as 
soon as a blow has caused cracks 
to appear. 


‘ 15. No.5 is right. They are rec- 
tangular bars of cold-rolled or 
hardened steel used to support over- 
16. No. 4 is right. 
17. No. 2 is right. 





Modern - Efficient - Keep Costs Low 
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Kable Kord is a money-saver, 
80 it’s a fast-moving money- 
maker. The Kable Kord fran- 
chise is a mighty good proved 
proposition. Where shall we 
send you the whole story? 
No obligation, of course. 


ET extra duty on all flat-belt drives. 

Kable Kord —“two-belts-in-one”— gives 
“two-for-one” performance. The tough outer “hide” 
stands up under heavy duty punishment and protects 
the pulling cords from wear and shock. The built-in con- 
tactor cords squeeze the pulling cords tightly against 
the pulley, give a snugger grip that cuts out slip, and 
deliver more actual pull per square-inch than’ any 
other flat belt made. 


L. H. GILMER COMPANY, Tacony, Philadelphia. 
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This Hess age U dd bbed bp Lunkenhoime j 


Dishsibutors and Shes Salesmen 





Point out These Features in 


Fig. 123 "N-M-D" 








HHI 


Tee ¥ 


150 Ib. SP - 300 Ib. GLP 





(Non-Metallic Disc) 


The non-metallic dise can be easily 
and quickly renewed. Specially 
compounded types for maximum 
life on steam; hot water; cold 
water, air and gas. 


Slip-on dise holder. Slightly open- 
ing the valve prevents dise holder 
from dropping off when dis- 
assembling the valve. 


Four guides in dise holder provide 
extremely long and wide guiding 
contact. 


Sturdy screw-over bonnet provides 
great strength and facilitates re- 
assembling the valve. Trimming 
assembly can be held in one 
hand and screwed on the body 


with ease. 


Extra long pipe threads in body 
and ample clearance at end of 
threads permit a tight joint with- 
out danger of pipe ends jamming 
against diaphragm. 


Hexagon head gland permits appli- 
cation of a wrench to raise gland 
without prying. 


A non-heat handwheel designed to 
prevent burning the hand. Easy 
to grip. 


Every valve individually tested to 
insure satisfactory performance 
in service. 


Actual performance is the best proof of service rendered. Suggest a 
trial order of “N-M-D” Valves to your customer. He will profit from 
the improved operating efficiency and low cost service he will obtain. 


THE LUNKENHEIMER Co 
—~wQUALITY"=— 


CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO 
BOSTON PHILADELPHIA 


EXPORT DEPT. 316-322 HUDSON ST, NEW YORK 





Circular 593 clearly illustrates 
these “N-M-D” valve features. 
Use it in making your solicita- 
tion and leave a copy with your 
customer. 
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What Makes 


Salesmen Successful? 
(Continued from page 29) 





concerns you will never be given 
the opportunity to see all these peo- 
ple, but don’t fail to take advantage 
of such opportunities when you 
can. 

3. Since you are probably get- 
ting most of the business from this 
concern and your competitors are 
being shunted away, it is your duty 
to keep the buyer informed of all 
new items on the market. Keep the 
purchasing agent, foreman, and 
engineers supplied with the latest 
catalogs. Keep them informed of 
the newest tools and devices by 
explanation or with circulars. 

4. Do not take advantage of the 
purchasing agent’s friendship by 
raising prices. Always sell your 
merchandise at your best price. 
Inform the buyer of any price rise 
in advance so that he can take ad- 
vantage of the market by placing 
stock orders. 

5. Be ready to do little things 
which are a trifle out of the ordi- 
nary run of every day require- 
ments. 

6. Do not fail to give service 
when it is demanded. For then, 
more than ever, is it remembered 
whether you “delivered the goods” 
or fell down. 

7. Push your special brands and 
exclusive lines. Once a shop man 
is accustomed to using a good tool, 
the habit becomes ingrained. You 
then have little to fear of the 
claims of superiority of competitive 
brands. 

8. Grasp any opportunity offered 
to be of personal service to anyone 
in the organization. If the vice- 
president wants a lawn mower for 
his home at cost, get it for him. If 
you can save money for the pur- 
chasing agent or any other em- 
ployee on personal purchases be 
glad to do so. You will find that 
such requests will not come up often 
enough to be annoying. 

9. Be tactful. Discrepancies will 
occasionally arise in every busi- 
ness. If not handled properly, they 
may lead to the loss of an account 
Avoid arguments like the plague. 
If you have a story, state it sim- 
ply and quickly. If you sense too 
much resistance, right or wrong, 
give in gracefully. A volume can 











AMONG THE PLUS -- FACTORS IN BETHLEHEM PIPE 
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The Die cuts right alon 


/ ~Smoothl 
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Fast assembling, low installation costs, go hand in 
hand with the true, sharp threads which Bethlehem 
Pipe so readily takes. It’s the clean, uniform metallic 
structure of Bethlehem Pipe that makes it thread so 
easily and accurately. Whether threaded by machine 
or on the job, once the die gets a bite it cuts right 
along, smoothly and evenly. The resulting true, free- 
running threads simplify coupling, form tight, leak- 
proof joints. 

This highly uniform structure of Bethlehem Pipe, its 
freedom from hard or burned spots or slag inclusions, 
also makes it exceptionally strong, ductile pipe. It 


bends and flanges excellently and has tight, strong 
welds. Another advantage in any application is its 
freedom from mill scale, inside and out. It is straight, 
uniformly round and true to size. 


Bethlehem Pipe is pipe with an abundance of plus 
factors that all pull for lower labor costs, better work- 
manship, in a wide range of applications. 


BETHLEHEM STEEL COMPANY, General Offices: Bethlehem, Pa. District Offices 
at Albany, Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, 
Cleveland, Dallas, Detroit, Honolulu, Houston, Indianapolis, Kansas City, Los 
Angeles, Milwaukee, New York, Philadelphia, Pittsburgh, Portland, Ore., Salt Lake 
Citv, San Antonio, San Francisco, St. Louis, St. Paul, Seattle, Syracuse, Washington, 
Wilkes-Barre, York. Export Distributor: Bethlehem Steel Export Corp., New York. 


BETHLEHEM STEEL COMPANY 
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“I tapped anew market and 


Your Hygrade ore Bulb 
inventory will be fully pro- 
tected against price declines. 
This little booklet gives you 
13 other reasons why you 
will find Hygrade Lamp 
Bulbs a clean, live line to 
handle. Use the coupon and 
gel a copy. 


Hygrade 


LAMP BULBS| 


© 1936, HYGRADE SYLVANIA CORPORATION 
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NEW VOLUME: 


“T think the addition of lamps to my line was prob- 
ably the smartest business move I have made in 
recent years. | tapped a market I had been com- 
pletely overlooking before — and every sale I 
made meant added volume. Any mill supply job- 
ber can sell lamps. It requires no specialized knowl- 
edge, no large investment—and the turnover is 
fast and profitable. Part of my success with lamps 
is due to the fact that I stock and sell a standard 
brand—Hygrade Lamp Bulbs. Many industrial 
buyers prefer them because they are second to 
none in quality, yet they are more economical to 
use. 


Profit by the experience of jobbers who are build- 
ing new profits and volume on lamp sales. Get the 
Hygrade story. 


HYGRADE SYLVANIA CORP., Salem, Mass. 
Manufacturers of Incandescent Lamps for over 30 years 


Makers of SYLVANIA Set-Tested RADIO TUBES 





HYGRADE SYLVANIA CORPORATION 
Salem, Mass. 


Please send me a copy of “14 Reasons 
Why” and details of your jobbers” proposi- 
tion on Hygrade Lamps. 


Name 
Street 
City and State 
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| be written about tact and about 


accounts that were lost because of 
the lack of it. 

The wise salesman knows that 
these nine ways of holding a cus- 
tomer read very well, but that with- 
out the aid and co-operation of the 
office these are not enough. A 
clever sales manager recognizes 
this and has a trained staff to do 
things at the drop of the telephone 
receiver. 

Salesmen who abide by these set 
rules will eventually become very 
successful, as they soon will find 
that they have a large and friendly 
following that nobody can take 
away from them. 








We Don’t Hire Salesmen 
We Train Them 
(Continued from page 27) 








cussion revealed the fact that he 
was using the wrong type of drills 
for the work he was doing. Nat- 
urally, the situation was straight- 
ened out, and the customer is now 
perfectly satisfied. At the same 
time, all of our salesmen learned 
something at this meeting which 
will be very helpful to them in the 
matter of recommending drills 
when a customer wants to do the 
kind of work this customer was 
doing. 

Sometimes, too, we discuss at 
these sales meetings articles that 
have appeared in MILL SUPPLIES. 

Manufacturers’ men frequently 
appear at these meetings. Gener- 
ally, too, they speak “at” the men 
rather than “to” them. As an ex- 
ample of what I mean by “at” in- 
stead of “‘to”—one of our manufac- 
turers men keeps a card record of 
every prospective customer on his 
line in our territory. He will ask 
our various salesmen about this ac- 
count and that account, and, believe 
me, unless they are prepared to 
give him a pretty good answer, they 
hate to talk with him. 

However, I believe we can’t get 
half so much good out of the mis- 
sionary man in a sales meeting as 
we can out in the field. Hence, 
there is seldom a time when we do 
not have at least one manufactur- 
er’s man out with our salesmen. 
Not only do our representatives get 
a lot out of listening to the mis- 
sionary man at work on a prospect, 














WHAT ARE THE VARIOUS COATED ABRASIVES? 


WHAT ARE THEIR USES? 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


NDER THIS CAPTION we have published several ads—run serially during 
the past year. 


They have attracted so much favorable comment—there have been so many requests 
for reprints from schools, colleges and from individuals—that we have published them 
in pamphlet form, and now offer the series in a neat little booklet. 


“What Are the Various Coated Abrasives? What Are Their Uses?” 


Needless to say, Coated Abrasive materials are now regarded as one of the princi- 
pal and most-useful tools in both the wood-working and metal-working shops. Every 
shop employs them. 


Yet, we must admit that comparatively little is known about them— 
the various kinds of abrasive materials employed—the various methods 
of coating and the various backings in use. 


As every class of work can best be done with some one of 
the combinations of grain, coat and backing available, it behooves 
those who use and sell Coated Abrasives to acquire sufficient 
accurate information regarding them, that they may obtain what 
they need. 


To suggest what to use, and how to order, is the purpose 
of this little pamphlet. It is sent, 
without cost, for the asking. 


Manifestly, this pamphlet should be kept handy, as it will be 
referred to continuously. 


|| | EK. B. GALLAHER 


CLOVER MANUFACTURING COMPANY | Clover Mfg. Co., Norwalk, Conn. 
NORWALK, CONN., U.S.A. : You may send me, without oblige ation, samples of: A 


| Green-Stripe Flint _ “S: andpa ape 
a ~ | Red-Stripe Turkish Emery ( ‘loth. 


_| Yeliow-stripe _ Aluminum Oxide Metal- -Working ~ Cloth 


ABRASIVES ; | Yellow-stripe Aluminum Oxide _ Wood-Working Cloth 


_| Yellow-stripe Aluminum Oxide Wood- ‘Working Paper 


SANDPAPERS | |Orange-Stripe Garnet Paper. 


Orange-Stripe Garnet Cloth. 


METAL-WORKING PAPERS AND CLOTHS _ | ~1oeto-Wwareaninsy game Componns. a 
WOOD-WORKING PAPERS AND CLOTHS 











|| Name 





1d 
CLover GRINDING AND LAPPING CoMPOUNDS enn 





Character of Business 
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YOU CAN SELL 
More STANLEY ELECTRIC HAMMERS 


More 
PEOPLE 


USES s Drilling holes for expansion bolts to hold fire escapes, par- 

* titions, oil burners; to anchor machines, motors, shafting. 
Drilling in brick, concrete, stone, for pipe lines and conduit; removing 
form marks from concrete. Vibrating forms. Channeling in concrete 
for conduit, waste lines and oil lines. Mortising and chiseling wood. 
Breaking out concrete and brick walls. Removing scale in boilers and 


tanks, and many other uses. 
a The “free-thrown” plunger — an exclusive 


QU IGK FACT * Stanley feature—eliminates shock to gears, 


housing and operator. Makes the tool last longer and do better, faster 
work. Plugs into any light socket — no converters or control boxes 
required. Strongly built throughout, with powerful universal motors. 

There are scores of prospects for these electric hammers in your 
locality. Demonstrate the tools, let your prospects try them out — 
you’ll make many profitable sales. 


We are represented by Selected Distributors. 


STANLEY ELECTRIC TOOL DIVISIO 
a The Stanley Works ‘ 
7 New Britain, Conn. 
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|but these missionary men, when 
|they are the right type, do us a lot 
of good directly with our custom- 
ers. 

Nine out of ten of the latter are 
glad to have us bring in the manu- 
facturer’s man because they look 
upon him as an expert on this line 
and want to absorb all he can tell 
them about it. He can help his own 
company and Alamo Iron Works 
very much by advising the cus- 
tomer on the proper application and 
use of the kind of products his 
company makes. I could name line 
after line on which we have been 
able to “break in” in various plants 
because of this kind of efficient 
service and help by the manufactur- 
er’s man. 

On one occasion not so long ago, 
the missionary man on one of the 
ivalve lines we handle visited us. 
|He spent six weeks with our or- 
ganization, working three days with 
each of our men. In the following 
'month our salesman sold more of 
|his company’s valves than they had 
in the previous 12 months. 

Manufacturers, however, often 
give too little thought to the men 
they send out as missionaries to 
work with distributors’ salesmen. 
They frequently send us men who 
have little experience and who are 
poorly schooled in the job they are 
expected to do. Such men do more 
harm than good. 

But when the manufacturer’s 

man has a thorough knowledge of 
his own company’s line and the 
lines of his competitors, when he is 
qualified to speak as an expert dur- 
ing his calls with our men, when 
he has good personality and is will- 
ing to cooperate fully with our or- 
| ganization, honestly, I don’t know 
of anything that is of more im- 
portance in the furtherance of sales 
leffort than for our salesmen to 
work with him. 
_ This is an era of salesmanship in 
|the mill supply field. That is why 
we are using the utmost care in the 
\selection of young recruits and in 
their training in our own organ- 
ization before sending them out in 
the field. That is why we consider 
|the training of salesmen so impor- 
‘tant long after they have had their 
“baptism of fire,”” and make every 
possible use of sales meetings and 
manuacturers’ missionary men as 
the most valuable training tools at 
our disposal. 





~—and that means some- 
' thing to distributors... 


Wherever “Maxi” tools have been tested on pro- 
duction jobs they have won recognition and ap- 
proval. Production records show increases of 10%, 
20%, 50% and in the unusual case over 1000°%. 
No wonder the number of ‘Maxi’ tool’ users in- 
creases every month. 

That means something to the distributors who 
feature “Maxi” tools. It means new customers—it 
means satisfactory volume with minimum sales ex- 
pense. For “Maxi” tools are strictly production 
tools. 

“Maxi” tools are profitable sellers in themselves, 
and open the way to increased volume in other 
“Greenfield” products. Feature “Maxi” drills, ream- 
ers and taps. Customers are asking for them. 


GREENFIELD TAP & DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 
Detroit Plant: 2102 West Fort Street 
Warehouses in New York and Chicago 


\ In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 


> GREENFIELD 
P Maxi Gp) Tools 
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MILWAUKEE INDUSTRIAL BRUSHES 





SALESMEN who 


sell the MILWAUKEE line have every 


brush selling advantage . . . 





"“MONOBILT” WIRE 
WHEEL BRUSH 
WITH 
INTER- 
CHANGEABLE 
CENTERS 


MILWAUKEE CURVED BACK 
SOLID BLOCK WIRE BRUSH 





|} REMEMBER 


“DURABILT" 


" TAMPICO 
MEANS WHEEL BRUSH 
BRUSH EXCELLENCE 














GENERAL PURPOSE SWEEPING BRUSH 


—_— PROFIT 


MOST FROM LINES THAT: 


— offer sales opportunities on every call . . . (as 
Milwaukee does). 


—are known for quality of product ... (as Mil- 


waukee is). 


— provide the right type of product for each appli- 
cation . . . (as Milwaukee does). 


—have a ready market throughout the year... (as 
Milwaukee has). 


— assure a profit on every sale... (as Milwaukee 


does). 


—are active builders of repeat business . . . (as 


Milwaukee is). 


No wonder that salesmen who sell the Milwaukee 
line can make brushes a steady and satisfactory 
source of profit. 


Send for our new catalog No. 36. 











THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-2236 North 30th St. 


MILWAUKEE, WISCONSIN 


INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 


—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 
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| Orders on Wheels 








(Continued from page 19) 





These movable tables or trucks 
(“the boys call them ‘flats,’” ex- 
plained A. J. Witulski who is in 
charge of the shipping room) are 
on four-inch casters. They are of 
sturdy construction, as wide as a 
desk, and about five feet long. 

When the truck is filled, it is 
moved to the shipping department 
together with the necessary ship- 
ping papers (at rear of aisle, cen- 
ter illustration, page 19). Mer- 
chandise is then double-checked, 
placed on a stationary packing 
bench, delivery receipt made out, 
wrapped, tagged, and placed in a 
movable bin. 

There are five of these mov- 
able bins, one for each truck deliv- 
ery zone (center illustration, page 
19). These bins are really a com- 
bination bin and truck. They are 
26 inches wide, and 33 inches from 
front to back. The front of the 
truck is 20 inches high; the back 
27 inches with sides sloping up 
from front to back. They are 
equipped with 4-inch casters. The 
back casters are stationary, the 
front ones swivel. In the front 
upper right-hand corner of each bin 
is a small compartment for holding 
delivery receipts. These receipts 
are the basis for routing the trucks 
for delivery. 

At the end of the day, these 
trucks are moved to the front of 
the building, where the loading 
platforms are located. 

Both table trucks and bin trucks 
were constructed by Manning, Max- 
well and Moore’s carpenter. 

These bins are used only for 
small items or so called package 
merchandise. The heavy goods, 
such as nails, bolts, washers, etc., 
are moved directly from either the 
stock room or the receiving depart- 
ment, to five permanent built- 
in bins, also located in the front 
of the building near the loading 
platforms (lower illustration, page 
19). In this way, each driver’s 
load is ready for him each night. 

Before this method was adopi- 
ed, considerable thought and study 
was given to a conveyor system, 
but it was found impractical due 
to the many different sizes and 
weights of packages. 
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YRIGHT 1936 BY KEASBEY & MATTISON CO 
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BD. KEASBEY & MATTISON 
best i in asbestos COMPANY anmater, Penna. 


The K&M Line is complete: 








Asbestos Gaskets and Packings 


Asbestos and Magnesia Products made 


Asbestos Pipe Insulation in sections 
by Keasbey & Mattison Company assure you a 


8 : . J Asbestos Insulation in sheets and blocks 
complete line of insulations and packings . . . 


specialized for every requirement .. . sold only Asbestos Insulating Cements 
through established channels of distribution. “Featherweight” 85% Magnesia 
They are backed by more than 60 years of Te Ty Tea Sy NS 
pioneering in the development of insulation Refractory Cements, dry and plastic 
materials ... priced right and sold right. ‘ Asbestos Paper and Mill Board 
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MILL SUPPLY JOBBERS! 


The introduction of this deluxe qual- 
ity Electric Soldering Iron represents 
an unusual sales opportunity. There is 
a big market in your territory for an 
electric soldering iron that is efficient 
and trouble-free. This same advertise- 
ment in metal-working magazines 
is telling your customers about 


by writing to-day! ST AN LEY 
ELECTRIC 
SOLDERING IRONS 


In Eight Sizes, Wound for Standard Voltages 
te COMPRESSED 


PURE COPPER TIPS ‘ . 
hecusttiie Gadtienl tes © webeo When you’re seeking a quality solder- 


fit connection with Heating Heads. 
Result: quick conduction, 100% 
protection of heating surfacesfrom will interest you. Stanley has combined 
oxidation and flux fumes. 

. SOLID COPPER CORES 


For full flow of heat. Only copper Quick heating. Full flow of heat that 
is used in Stanley Irons — it is the ° . 
best heat conductor and assures keeps the tip at working temperature. 


economical operation. 
%& HERMETICALLY 
SEALED UNIT 


Permanent protection for winding features that make for unusually long 
and core against oxidation, flux . sl 
fumes and moisture. life and reliability. 


% INSTANT LENGTH Every user of soldering irons should 
ADJUSTMENT ; 
Simply turn handle to left to loosen, learn what Stanley irons have to offer. 


= along stem, turn right to Read the quality features at the left — 
tighten. 


oe VENTILATED think what they mean in a full measure 


HARDWOOD HANDLES of service. Descriptive folder sent on 
Cool, comfortable, adjustable, well- 
shaped, strong and removable. request. 


ye CORD STRAIN RELIEF 
At the important point where it STANLEY TOOLS 


enters handle, the 6 foot approved —_— 

flexible cord is provided with an New Britain, Conn. 
ingenious relief that prevents 

strains and fraying. 


STANLEY ano STANLEY-ATHA TOOLS 


NAIL HAMMERS SLEDGES RULES 
FARRIERS HAMMERS WEDGES LEVELS 
MACHINISTS HAMMERS «RIPPING BARS ~—s PLANES» 
BLACKSMITHS TOOLS RIPPING ey WOOD CHISELS 
COOPERS HAMMERS Soaks > «6s MITRE BOXES 
TINNERS HAMMERS BIT BRACES HAND DRILLS 
BRICKLAYERS HAMMERS SCREW DRIVERS BREAST DRILLS 
SOFT FACE HAMMERS STEEL SQUARES ANVIL TOOLS 





ing iron, these brand new Stanley Tools 


four big advantages in these new irons: 


Replaceable tips. Instant adjustment of 
handle for length. Many other important 


MILL SUPPLIES © OCTOBER 1936 


In addition to the five bins cov- 

ering truck deliveries, there are 
three smaller bins for “will call” 
orders. Two of these bins are for 
the use of two exceptionally large 
customers, the other serves for all 
other “will call” customers. 
| There is another smaller truck 
| for handling parcel post orders. 
In addition, there is one large 
| three compartment moveable truck 
/on casters for the handling of all 
| rubbish. It has a fire proof lining, 
| and is equipped with a hinged door 
in front, which enables one man to 
|} push it on an automobile truck, 
| drop the door, and empty it in one 
| operation. 

“Bob” Kelly is still improving 
/his receiving and shipping room 
| procedure. These are not the first 
| especially built trucks; they devel- 

oped after experiments with other 
designs. But these do very well; a 
lot of business keeps moving 
through on these four inch casters. 








A Show That 
Brought in 7,000 Visitors 
(Continued from page 32) 





tion to “Get in your car and 
COME!” 

The reasons for attending the ex- 
hibit and open house were given 
as follows: “(1) You will receive 

information valuable to your busi- 

;ness; (2) You will find 65 experts 

glad to discuss .your problems; 
(3) You will see displayed and dem- 
onstrated the latest developments 
'in machinery and equipment; (4) 
| You will get a mental picture of 
| our stock, valuable to you in emer- 
| gencies; (5) We will enjoy getting 
better acquainted.” 

The broadside carried a map of 
the district, showing the location 
|of the store, the exhibit building, 
| the free parking space provided by 
| the company, the Severin Hotel and 
| the Union station. 

The back of the admission ticket 
contained a list of the exhibitors. 
On one side of each manufacturer’s 
name was a place for checking in 
case a catalog was desired. On the 
other, the manufacturer’s man was 
to punch each card so that the 
visitor would have a chance at the 
prize offered in connection with 
that manufacturer’s name. How- 
ever, the punching took up so much 
time the first night of the show 


























ACKLIN 
GRINDING WHEELS 





Illustration shows Macklin Wheel grinding hardened steel reel blades on the Silent 
Yardman, pioneers in the manufacture and marketing of silent lawnmowers. 


Grinding hardened steel, whether for lawnmower blades or tools of any sort requires 
a wheel that will not alter the characteristics of the steel by burning the work. 


Experienced Macklin sales engineers will recommend the correct wheel for your 
p g y 
particular grinding operation. 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS—JACKSON, MICHIGAN, U. S. A. 


Sales Offices: —Chicago—-New York—Detroit— Pittsburgh — Cleveland—Cincinnati— Milwaukee— Philadelphia 
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You have in “Allens” the only hollow screws made of 
Chrome-Molybdenum steel. This refers, of course, to the 
standard “‘stock”’ product. 

They’ re the only hollow screws heat-treated and cold- 
worked by processes developed by Allen. 

They’re the only hollow screws, so far as we know, 
multi-checked for accuracy by 7 different inspections. 

They’re the only line of hollow screws precision-threaded 
on lead screw threading machines. 

A firm of prominent engineers continually checks the 
service-qualities of “Allens”, searching out methods of 
improving the product and processes of manufacture. 


(Yes, Allen Distributors lead in sales to the same 
extent that their hollow screws lead in sales- points.) 


THE ALLEN- MEG. COMPANY 


HARTFORD, Conn. U.S.A. 
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that it was abandoned on the sec- 
ond and third days, and all guests 
were entitled to chances on all 
prizes. Winners’ names’ were 
drawn on Saturday night, and it 
was not necessary for the winners 
to be present to be eligible for their 
prizes. 

On Wednesday preceding the 
opening of the show and open 
house, manufacturer-exhibitors 
were guests of the Central Rubber 
and Supply Company at a luncheon. 
The company entertained members 
of the Indianapolis Purchasing 
Agents Association and visiting 
purchasing agents from the area at 
a luncheon on Thursday noon. In 
the afterenoon, the purchasing 
agents were given a pre-view of 
the show. 

Central Rubber had a headquar- 
ters at the Severin Hotel, as did 
the manufacturers who were exhib- 
iting. A sign in the hotel lobby 
showed the location of all of these 
rooms. 

A. G. Ruddell, president and gen- 
eral manager of the Central Rub- 
ber and Supply Company, and J. 
H. Ruddell, vice president, treas- 
urer, sales manager and manager 
of the mill supply department (who 
had general charge of planning and 
conducting the exhibit and open 
house) were highly pleased with 
the results. J. H. Ruddell said it 
was surprising how many guests 
handed the company orders for 
goods as they entered the store 
building, saying “I thought I’d 
bring this along with me.” One 
of the outstanding orders placed 
at the show was for $7,000 worth 
of Modine unit heaters by a com- 
pany which had previously placed 
two orders of similar value for 
these heaters. 





Why Rogers-Bailey Supply 
Publishes “Industrial News” 


(Continued from page 28) 





are requests for many extra copies, 
and many times these requests come 
in with an order for supplies. 

An example of the attractive 
features in the pamphlet and of its 
tone is a cartoon of A. L. Blanchard, 
vice-president of Rogers-Bailey Sup- 
ply Company, which said, “Stripped 
for action—Some of our friends 
have questioned our statement that 





F. H. PAGE, Pres., THE PAGE, STEELE & FLAGG COMPANY, claims 
16 YEARS OF PROFITS THROUGH 


-1KF CO-OPERATION 


AKING A PROFIT from the SSF 

line of more than 1200 bearing 
types and sizes becomes a habit. The 
first order is the vanguard of many more 
for behind it is the sales, engineering 
and factory co-operation that assures 
repeat business. 


Mr. Page cultivated the S0SF habit 16 
years ago, and this is what he has to say: 
“The S30SF line of transmission and re- 
placement bearings was one of the first 
accounts that we took on when starting 
in business 16 years ago, and we have 
been selling it ever since with continu- 
ing success. 


“We consider S2SF one of our most 
successful lines. It carries a profit mar- 
gin that is fair to us, it has volume, and 
in addition to sales and engineering 
help, we have always received splendid 
factory co-operation.” 


Step up your sales, too, by taking over 
the SSF line. There may be a fran- 
chise waiting for you, and there’s no 
time like the present to find out. 
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SKF INDUSTRIES, INC. 
FRONT ST. & ERIE AVE., PHILA., PA. 
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3704 


BALL AND ROLLER BEARINGS 
PILLOW BLOCKS + SHAFT HANGERS 


e New Type Blower Box e Type SH Pillow Box 
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VALLEY believes in a 
SINGLE STANDARD -- 


QUALITY 














@ The VALLEY repu- 
tation for quality tools 
is your assurance of 
customer satisfaction. 


Valley Grinders are 
Valley powered 
— driven by Valley 
motors. Every unit is built to a single high standard and protected by 
the Valley guarantee. Industrial plants everywhere use them where 
accuracy and performance count. : 





: Let us give you prices and data on Valley Bench and Pedestal Grinders. 
Sizes available are 4% hp. Bench to 5 hp. Pedestal. 


VALLEY ELECTRIC CORP. 


4221-27 Forest Park Boulevard 
ST. LOUIS, MO. 
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NINETEEN SIZES TO SELECT FROM. 


THESE PUMPS DEPART QUITE MARKEDLY FROM CONVENTIONAL 
DESIGNS AND HAVE MANY EXCLUSIVE AND INDIVIDUAL FEATURES, 


SUCH AS SEMI-ENCLOSED IMPELLER; CENTER PACK STUFFING BOX; 
SCREWED GLAND; ETC. 


Write today for complete information. 


THE DEMING COMPANY 


1Oll BROADWAY . + 


PUMP 






SALEM-+- OHIO 


MANUFACTURERS J i a ae ee ea 
' 
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we were stripped to our BVD’s by 
the Bankruptcy Court. In proof, 
we present Mr. Blanchard, our vice- 
president. Have pity on the man, 
and telephone him an order—6-8197 
is the number please!” 

Al Porzelius is head of the Chat- 
tanooga Water Department, and a 
short and humorous sketch of his 
position is in another issue of In- 
dustrial News. The article tells 
that, as a barefoot boy, Al carried 
water to the elephants and wiggled 
his toes in circus sawdust, and 
when time came to decide upon a 
career, he thought, “having been 
a water boy, he should naturally be 
a water man.” 

Nor does Mr. Brown spare him- 
self or the president of his com- 
pany. One of the pamphlets con- 
tains a caricature of Brown and of 
J. C. Parks, the president. 

Another cartcon is of E. Y. 
Chapin, one of Chattanooga’s lead- 
ing bankers. Mr. Chapin is posed 
as smilingly reading a copy of 
Industrial News with a cut line 
“We acknowledge a letter from E. 
Y. Chapin complimenting us on the 
first two issues of Industrial News. 
Tip: If you wish to make a loan, 
maybe you had better tackle Mr. 
Chapin just after he has read our 
paper.” 

Seattered throughout the pam- 
phlets are small bits of editorial 
comments, and comments on the 
products handled by Rogers-Bailey 
Supply Company, such as, “A New 
Deal for a Hot Box—Glacier babbit 
metals—We sell it.” Another said— 
“The Bulldog Line—Beginning Feb- 
ruary 1, we will carry a complete 
stock of Boston Woven Hose and 
Rubber Company’s products: Bull- 
dog Gold Edge belting, conveyor 
belt, sheet packing, steam, air and 
water hose. You know what you 
get in the Bulldog line—standard 
as sugar or Boston baked beans!” 

Another little squib—‘Perhaps 
we can help—A Gilmer V-belt will 
make your troubles as short as your 
drive. Glacier metal will cool your 
bearings; and Atkins silver steel 
files will smooth your parth. If you 
have any trouble in your factory, 
call us for relief.” 

Mr. Brown also includes per- 
sonals regarding his customers, 
comments on work being done in 
the industrial plants. 

“Advertising is the life of trade,” 
said Mr. Brown, “And we have hit 
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For 90 years Powell Valves have been the choice of engineers — because 
of design, materials, workmanship — and minimum upkeep! Today Powell 


Valves are available in gate, globe, angle, cross, check, safety, and Y 
types — from standard bronze, iron, steel, and corrosion resistant alloys. 
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FIG: 1444 
F.E. RISING STEM 
GATE VALVE 


FIG. 1431 
F.E. NON-RISING STEM 
GATE VALVE 


A COMPLETE LINE OF BRONZE, FIG. 1444 SECTIONAL FLANGED 
IRON AND STEEL VALVES END IRON BODY BRONZE 


ARE AVAILABLE FOR | f MOUNTED RISING STEM 
YOUR SERVICE. GATE VALVE 


ELL VALVES 


THE WM. POWELL | NNATI 
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THIS DNew 
EYE COMFORT 
WILL HELP YOU 
INCREASE YOUR 
PROFITS 


@ Distributors are finding that Dockson Feather-weight 
Dowmetal Goggles have the necessary salesmaking 
punch. These goggles give users a new and almost 
unbelievable degree of comfort: They are designed to 


fit all faces; have simple, positive nose bridge adjust- | 
ment; lenses are available for every hazard. Dockson | 
Goggles are made of DOWMETAL which is 36 per | 
cent lighter than Aluminum—truly Feather-Weight. | 


These advantages will enable you to increase your 
goggle sales materially. Write for catalog sheets. 


C. H. DOCKSON CO., 2885 E. GRAND BLVD., DETROIT, MICH. 








For 62 years CARD TAPS & DIES have 
been correct in quality, design and finish. 
Designed by specialists and produced by ex- 
perts they have built a consumer acceptance 
that the distributor knows is sound. 

Every item bearing THE CARD QUAL- 
ITY label is guaranteed to perform satis- 
factorily. These features plus the CARD 
SALES POLICY of backing up their dis- 
tributors 100% are why the words “Once a 
CARD dealer always a CARD dealer” are 
so popular. 


SELL THE CARD LINE FOR PROFITS AND 
REPEAT BUSINESS 


S. W. CARD MFG. CO. 
Division of Union Twist Drill Co. 
MANSFIELD, MASS., U. 8. A. 

STORES: New York: 61 Reade St., Chicago: 11 South 


Clinton St., Detroit 6540 Antoine St.. San Francisco 
121 Second St 
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upon something that has caught the 
eye of all our customers, and is im- 
proving our business every month.” 

Rogers-Bailey Supply Company 
have four inside salesmen and two 
territorial salesmen, and expect to 
add additional salesmen this sum- 
mer. They represent such well- 
known firms as Crane Company, 
Fairbanks scales, Gilmer V-belts, 
Glacier metal, I. B. Williams and 
Company’s belting, Boston Woven 
Hose and Rubber Company, Na- 
tional Twist drills and many others. 








Coated Abrasives—A Repeat 
Item 
(Continued from page 18) 





bodies required enormous quanti- 
ties of extremely fine grit finishing 
papers such as garnet, silicon car- 
bide and aluminum oxide. 

To reduce scratching, many of 
these final finishing operations had 
been done wet, using oil or gaso- 
line as the lubricant. The water- 
proof papers, with both coating and 
sizing adhesives waterproof and 
the backing treated, permitted the 
use of wet sanding in all these 
body operations with water as the 
lubricant instead of oil or gasoline. 
This factor has aided its increasing 
use in finishing all metal objects— 
cabinets, refrigerators, etc., as well 
as bodies. 

Meanwhile, from the first crude 
experiments with garnet as the 
abrasive coating and only a coat of 
varnish as a binder, waterproof 
papers have been steadily improved. 
Today, waterproof “sandpaper” is 
completely water resistant. Grades 
or grits of abrasive have been re- 
fined by water flotation grading 
methods, adhesives for both coat- 
ing and sizing have been perfected, 
and the backings are especially oil 
treated until waterproof abrasive 
papers are today among the most 
carefully controlled abrasives in ex- 
istence. 

Along in 1925 and 1926, fiber- 
backed disks were developed for 
metal sanding. Paper disks had 
been tried, then cloth, then regular 
combination disks had been tried 
and found wanting. The terrific 
speeds commonly used put an un- 
usual strain on these materials so 
great that the backings gave way 
long before the abrasive had had 





“Leader” reced ng- 
type easy cutting 
die-stock 


Thumb” 


Pipe 


‘Tom 
Portable 
Machine 


“Bull Pup” ad 
solid 
die-stock 


justable 


The three OSTER-WILLIAMS _ specialties 
shown above in contrast to No. 922, sell for 
less money per item but, through volume, 
can contribute mightily to your year’s total of 
threading sales. 


OSTER 


~% 
THREADING EQUIPMENT 





ANOTHER DOOR TO SALES 


@ Machines like this don’t “sell like hot cakes” . . . but they sell in 


sufficient quantity to make an altogether desirable addition to a 
year’s sales-volume. 

@ Though it has been on the market only a relatively short time, 
sales of OSTER No. 922 Production Bolt Threader have far exceeded 
expectations. Wherever exhibited, it has drawn and held the crowd 
through its amazing versatility. 

@ Here’s the boiled-down story of this machine. Designed primarily 
for straight bolt work, it is so completely adaptable that it efficiently 


handles practically every type of threading job. Built in two sizes 


No. 114”; No. 


”r 


915, capacity 3.” to 922, capacity 4” to 


” 
lam 


; and in two types ... single spindle and double spindle. Com- 


plete details of this remarkable performer will be gladly supplied on 

request. 

THE OSTER MANUFACTURING COMPANY 
Sales Office: 2041 East 61st Street, Cleveland, Ohio 


Ohio 
1893 


Cleveland, 
SINCE 


and 


HEADQUARTERS 


Erie, Penna., 


THREADING 


Factories: 
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FORGED STEEL 
* FITTINGS - 


The Watson-Stillman line of Forged Steel Fittings, backed by 
the liberal Watson-Stiliman sales policy, is proving a profit 
builder for an increasing number of distributors. 


Watson-Stillman Fittings are well made. They are quality 


products, from rough forging to finished fittings, as proved 
by their satisfactory performance in service. 


Investigate the Watson-Stillman line 


THE WATSON-STILLMAN CO. 


100 ALDENE ROAD, ROSELLE, N. 








Address the Factory or Our Nearest 
Warebouse: 
CHICAGO, 726 W. Washington Blvd. 
PHILADELPHIA . 12th & Olive Sts. 
NEW YORK .. . . 47 Murray Street 
LOS ANGELES . 1015 East 16th St. 


@ Cap screws made by the Kaufman Process, 


patented, are produced in sufficient quantities | 
to maintain our current stocks of 30 million | 
cap and set screws packed in cartons and in kegs at | 
our four warehouses and the factory. Besides these | 


constant stocks our factory production facilities 


enable us to fill orders, large or small, for standardand | 


special headed and threaded items on short notice. 
A full list of sizes, American Fine and Coarse threads, 
are available. Catalog D and Discount Schedule, 
on request. THE CLEVELAND CAP SCREW COMPANY, 
2931 East 79th Street, Cleveland, Ohio. 
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a chance to do anything like all the 
work of which it was capable. The 
modern, efficient disk consists of 
regular aluminum-oxide cloth back- 
ing with a special heavy coat of 
abrasive and combined with gray 
so-called “fish fiber’”—a hard tough 
material sufficiently strong, yet pli- 
able enough, to yield to curved sur- 
faces in operation. 

Another development is the elec- 
tro-coated method of applying the 
abrasive to its various backings. 
Although introduced to the trade 
in perfected form in 1933, experi- 
mental work had been begun seven 
years earlier. Briefly, the process 
causes abrasive grains to be glued 
to the backing standing up instead 
of lying down. Instead of dropping 
the abrasive onto adhesive-coated 
backing, grains are lifted by an 
electrostatic field (or just like mag- 
netism) from a conveyor belt. In 
conformity with the laws of phys- 
ics, the grains, separately charged 
in the electric field, stand erect and 
rise from the conveyor to strike 
and stick to the adhesive-coated 
backing passing above them. This 
occurs whether the grains be grit 
9/0 with approximately 609,000 
grains to the square inch, or the 
commoner 2/0 with about 275,000. 
The electric force also disperses or 
spaces the grains because adjacent 
grains have a like charge, which 
makes them repel each other. As 
this repulsion takes place evenly, 
even spacing is the result. 

Thus, in 40 years, the coated 
abrasive business has grown from 
rule of thumb methods to rigid 
technical, chemical and engineering 
control. Everything is checked and 
doublechecked. The former 4-page, 
3x5-in., price list (with the inside 
two carrying the complete list) 
has grown to a 50- or 60-page full- 
size catalog. All the plants of 40 
years ago would not fill one mod- 
ern plant, yet, paradoxically, the 
growth has not been as great as 
it might have been because the 
tremendous technological develop- 
ments have cut down materially the 
amount of abrasives used per piece 
sanded. Thus, though many new 
kinds of products are made for our 
greatly increased population, most 
of them requiring abrasives in 
their manufacture, the actual ream- 
age of abrasive papers and cloths 
consumed is only slightly increased. 








CALL, a wire, or a letter—and stock from this 
Lebanon warehouse is on its way to you. Some 
15,000 tons of finished products can be stored here; 
always on hand are adequate stocks of the 3500 stand- 
ard items and of many types of specialties. To back it 
up, the Lebanon plant can turn out monthly 10,000 
tons more of bolts, nuts, rivets and spikes. 
Bethlehem service to distributors goes much further 
than this. The entire order department is geared to meet 


BETHLEHEM STE 


—_ 
— 


This is practically 
YOUR WAREHOUSE 


when you're selling 


BETHLEHEM 
BOLTS AND NUTS 


emergency orders—to ship any order, large or small, 
to you or your customer with hardly an hour’s delay. 

The company’s experienced staff of meta!lurgists and 
engineers is subject to call, ready to tackle any ques- 
tion that may arise in special alloys or unusual designs. 

Whether it’s quality or whether it’s service that is 
most important to you on headed and threaded prod- 
Bethlehem’s Lebanon Plant will meet your 
requirements. 


ucts, 


EL COMPANY 
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WE BURNED TH 


BEHIND OUR NEW DISTRIBUTOR 
WHEN WE WROTE THIS LETTER TO 


~* 
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Check through this condensed form of the 


governing the relationship of 
Electric Hose & Rubber Co., with its Distributors 


On Direct-Selling: It is our fixed objective to sell through 
our distributors, and not to compete for business which they 
can obtain; further, to firmly encourage buyers to place orders 
through distributors. 


On Selective Distribution: It is our determination to limit 
distribution to a point which assures profitable sales volume for 
active distributors. 


On Protection of Stocking Distributors: We shall favor 








2G Te cto orrume, 


and protect distributors who adequately stock products in cur- 
rent demand in their territory. 


On Profit Margin and Price Maintenance: Adequate 
margin shall be provided, and established prices shall be strictly 
maintained. 


On Stock Turn-over Problems: Full cooperation will be 
given in an effort to maintain rapid turn-over. 


On Sales Cooperation and Promotion: Inquiries and 
orders received direct shall be immediately referred to distribu- 
tors, wherever we have: active outlets able to satisfy customers’ 
requirements. 


The primary function of branches and factory representatives 
shall be to develop new customers and assist distributors in serv- 
ing present customers. They shall not compete for or handle 
orders direct which could be secured and handled with full satis- 
faction to the customer through our distributors. 

Consistent, intensive advertising and adequate printed mattef 
and sales helps will be provided. 





BRIDGES 


POLICY... 
HOSE USERS 





TO INTERESTED DISTRIBUTORS 


This Policy is the keystone of acomplet 
program which offers an excellent of 
portunity for a recognized distributo 
in several territories where we seek ré 
presentation. We would be glad to “la 
our cards on the table” with you, 

you will address a letter to the atte 

tion of F. H. Thomas, Vice President 


ELECTRIC HOSE & RUBBER CO 
WILMINGTON DELAWAR 











These Markets 
Are Your Sales 


OPPORTUNITIES 


for 


\\ U -W" 
QUALITY 


Railroads @ Shipyards @ Dry Docks @ 
Locomotive Works @ Steel Fabricators 


@ Bridge Builders @ Boiler Mfrs. @ . 


Factories @ Steamship Lines @ Mines 
@ Utilities © Car Builders @ Foundries 
@Steel Erectors @ Snow Plow Mfrs. @ 
Elevator Mfrs. @ Contractors @ Agri- 
cultural Mach. Mfrs. @ Construction 
and Road Building Mach. Mfrs. 


Wire Rope 


Standard hoistin ropes; extra flexibie 
ropes; mining cables; haulage ropes; eleva- 
tor cables; airplane cable; tiller ropes; and 
sash cords. 


Manila Rope 


"Y¥-CO Best'’ and "'Giant’’ grades, both 
waterproofed — 100% pure Manila. Bolt 


Rope—Transmission—Dro Hammer—Grain 
Shovel—Yacht—Lariat—Fisherman's plain or 
brown waterproofed—Drilling Cables—Bull 
Ropes—Catlines. 


OSE 


Turnbuckles and Fittings 
Drop forged hexagonal pattern turnbuckles 


and complete line of fittings for wire, 
chain, and manila rope. 


Send for Catalog 


Fo pron Velo br 


1168 West lith St., Cleveland, Ohio 
Established 187! 


| it builds sales. 














Getting Extra Profits From 
Your Catalog 
(Continued from page 23) 





to use it. 
This is important in telephone 
and mail selling as well as in coun- 


In telephone selling, it is particu- 
larly advantageous to induce the 
buyer to give a definite catalog ref- 
erence. If the conversation per- 
mits, he should have the catalog 
open in front of him. This aids 


in exact identification of items and | 
For instance, when 


a man buying wire rope refers to 
the catalog he will see there the 


| thimbles and clips which he needs 


in using the rope, and will order 
them at the same time. 

One distributor who followed this 
plan found that after persistence 
in obtaining catalog references, the 


| dollar value of the average tele- 


phone order had increased 124 per 
cent. 

It is also advantageous to tie up 
direct mail advertising material to 
the catalog. Mailing pieces that 
quote a new price or that point out 
a special use or that otherwise refer 


to a specific product or line, may | 
include a reference to the page in | 


the catalog. Other promotion mat- 
ter may suggest that the catalog 
be consulted. Any sort of comment 


| that invites a man to look over the 
| stock as shown in the catalog will 


increase sales. 
Many progressive distributors 


| realize the indirect value—but a 


value, nevertheless—which a dis- 
tributor gets by issuing a catalog, 
in that he can very economically 


| provide his salesmen with a loose 


leaf copy. Price sheets may be 


| placed in the same binder, either 


opposite each page or grouped else- 
where, as desired. There may also 


| be inserted in this loose leaf binder 
circulars and booklets from the 


manufacturers covering items upon 
which it is helpful to have more 
sales information than can be had 
in a catalog for general distribution. 

If the salesman is given in one 
binder all of the information which 
he needs in selling, he is much more 
likely to have this information with 
him when making a call than if he 
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New markets 


have been opened 


by MARVEL 


bow—if the sales staff is trained | ‘THE invention and development of 


MARVEL Composite Steel Tools has 
widened the market for hack saw 
blades; because MARVEL High-Speed- 


‘ . | Edge Hack Saw Blades have so vastly 
ter selling and selling by salesmen. | increased the efficiency and economy of 


hack sawing machines, many produc- 
tion jobs of cutting off which were 
formerly done by other methods such 
as turning and shearing are now being 
done on production hack sawing equip- 
ment. 


Tough Alloy 
Steel Back 


Patented 
Electric Weld 


Production plants are 


now buying 


| power hack saw blades in far greater 


volume; and they insist on getting 
genuine MARVEL High-Speed-Edge be- 


| eause MARVEL is the only blade that 
| is truly “high speed” and at the same 


time positively non-breakable to with- 


| stand the terrific speeds and high feed 


pressures of modern automatic produc- 
tion machines, as well as for general 
purpose use in all types of machines. 


High-S peed-Edge 
HOLE SAWS 
for Drill Presses 


Similarly, MAR VEL High- 

Speed-Edge Hole Saws have 

made practical the sawing of 

large diameter holes on light 

drill presses, 

whereas the 

use of hole 

saws was 

formerly con- 

fined to oc- 

casional use 

only in porta- 

ble electric 
tools. 


More to Sell 
and More Places 
to Sell it. 


Those distributors fortunate enough to 
represent MARVEL in Blades, Hole 
Saws, or Sawing Machines enjoy the 
advantage of far more to sell and far 
more places to sell it. 


Write for Catalog 


| 
| 
| 
Armstrong-Blum Mfg. Co. 
“The Hack Saw People’’ 
353 N. Francisco Ave. 
CHICAGO, U. 8. A. 
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DIXON’S 
BELT DRESSINGS 





4 


For leather, rubber and composition 
belts, sell the old favorite giant, red- 
labeled bar of Dixon's Solid Belt Dress- 
ing. Nothing better to prevent belt 
slip and preserve belt life. Quick and 
easy to apply—just hold it up against 
the running belt. 


Sell Dixon's Paste Belt Dressing, the 
water-proofing belt preservative, to 
make belts cling by restoring pliability 
without imparting a sticky, dust-catch- 
ing surface. Nothing like it for manila 
transmission ropes—keeps fibres flexi- 
ble, increases traction, waterproofs, 
prevents rotting. Applied running or 
idle, from collapsible tubes or from 
cans, with saddle or brush. 


Booklet 0-71 gives 
complete information. 


JOSEPH DIXON CRUCIBLE CO. 


Established 
1827 
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Helping the Distributors’ 
Salesmen SELL 


For over 26 years, MILL 
SUPPLIES has been serving the 
field of industrial distribution. 
In all that time it has kept in very 
with the field it 


close contact 
serves. 


Constant checks are made to insure 
that the editorial fare offered in 
MILL SUPPLIES meets the pref- 
erences and needs of the man 
whose activities “on the firing line” 
determine, in the last analysis, the 
success or failure of every mill 


4 


supply house. ‘ ; 
Thus, while MILL SUPPLIES has 


always been the business publica- 


tion for the distribution executive, 
no less attention has been paid to 
the mill supply salesman, whose 
influence on the executive’s choice 
of lines and methods of selling is 
extremely important. 


MILL SUPPLIES is proud of its 
motto — the publication for mill 
supply distributors and their sales- 
men. Its only aim is to serve them 
well. 


Every distributor will, we feel, 
profit by seeing to it that a per- 
sonal copy of the publication 
reaches all of his salesmen every 
month. 


MILL SUPPLIES 


The publication for distributors and their salesmen 


330 WEST 42ND STREET 


NEW YORK, N. Y. 
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is expected to carry a misceiiane- 
ous assortment of manufacturers’ 
catalogs, booklets, circulars and 
price sheets. Such separate ma- 
terial is usually found scattered 


around in the back seat of the sales- 


man’s car. It is not accessible when 
needed, and if found is usually too 
dirty to be used effectively. 

With these and other similar 
ideas any alert distributor can use 
his catalog to bring extra dollars 
of sales—enough extra to make his 
catalog a very profitable sales tool. 
Added business from plants cov- 
ered regularly; from present cus- 


| tomers who cannot be called upon 





often, and from plants which have 
not been customers is sure to re- 
sult from ingenuity and persistency 
in selling the use of the catalog. 





““Now We Work Faster” 
(Continued from page 26) 





largest volume of house calls. This 
has reduced the number of house 
calls through the switchboard to 
about one-quarter of the previous 
volume. Beside that, this inside 
system frees outside trunks, as out- 
side calls are handled more rapidly 
with its help. Whether customers 
telephone, call in person, or write 
in, they can be given more prompt 
service. 

This telephone system differs 
from most inter-office systems in 
that loud speakers and microphones 
are used at all stations. There have 
been technical difficulties to over- 
come in using loud speakers and 
microphones at both ends of a con- 
versation. This is the first instal- 
lation of this system except for the 
manufacturer’s own installation. It 
is expected that this plan for inter- 
cffice communication will be used in 
many lines of business. 


The desk sets, loud speakers, and 
other equipment are sold; not 
rented. Many of the savings from 
its use are indirect and not easily 
calculated. Chase Parker execu- 
tives consider the installation a 
great asset—easily worth $100 a 
month in savings of time and 
effort of those in the organization. 
It builds customer good-will and 
brings these workers in different 
parts of the building closer 
together. 
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@ The performance of Disston Di-Mol 
Hack Saw Blades is amazing shop men 
who previously have been using carbon 
or molybdenum blades. 

Di-Mol Blades do not have to be cod- 
died in the hands of workers on special 
steels, modern alloys, high-test iron 
castings and the like. In power produc- 
tion on hard, tough materials, Di-Mol 
withstands the strains of the most 
trying combinations of feed and speed 
developed in modern machine sawing! 

Di-Mol means New Value, New 
Economy. DI-MOL, on orange band, 


SSTOM Ol=MOl 


HACK SAW BLADES 
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identifies the blade. Made standard 
lengths, widths, thicknesses and teeth. 
Packed, hand blades '2-gross in box; 
machine blades, 1 dozen in box. Let us 
give you Di-Mol demonstration on your 
own work. Henry Disston & Sons, Inc., 
1023 Tacony, Philadelphia, U.S. A. 
Branches: Boston, Chicago, Detroit, 
Memphis, New Orleans, Seattle, Port- 
land, Ore., San Francisco, Vancouver, 
B. C. Canadian Factory: Toronto. 





 Déi-mMol Y 


DISSTON U.S.A. 








Cuicaco RAWHIDE 


Gears and’ 
Pinions 





Wherever 
Gears Grind or Chatter 
you have a prospect for 


Chicago Rawhide Pinions 


In every plant, on many drives and 


machines, 
silence nerve racking noise. 
durable of all "soft" gears. 


take ALL the wear. 
check “Chicago Rawhide" 


there are points where 
"Chicago Rawhide" Pinions could end 
destruction, vibration and chatter, and 
Resilient 
and laminated they deliver the full 
load, withstand shock and are the most 
Meshed 
with metal they save drives for they 
Make it a rule to 


| Trade Literature 

| BRUSHES AND BROOMS — Com- 
plete catalog on line of industrial 

|brooms and_ brushes.—Indianapolis 
Brush and Broom Manufacturing 

, Company, Indianapolis, Indiana. 


|CASTABLE REFRACTORY — Cast- 
| Refract for special refractory shapes, 
i boiler door arches, monolithic fur- 
nace door linings, coke oven door and 
standpipe linings, domestic oil burner 
installations, is described in this sin- 
gle-sheet, well illustrated, circular 
packed with information. The Quig- 
ley Company, 56 
| New York City. 








VIBRATING SCREEN CATALOG— 
A new 24-page illustrated booklet, 


complete with clearance diagrams and 
dimension tables has been issued by 
the Link-Belt Company on the com- 
pany’s two distinct types of vibrat- 
ing screens, (“UP” and “PD”) for 
accurately screening such materials 
as coal, clay, coke, sand, gravel, 
crushed stone, fertilizer, lime, ore, 
grain, sugar, chemicals, etc. A data 
sheet is enclosed which insures the 
customer speedy attention. Link- 
Belt Company, 300 West Pershing 
Road, Chicago, Illinois. 


MECHANICAL RUBBER GOODS— 
This bright handbook describes the 
belts that have been produced over 
a long period of years by The Ther- 
moid Rubber Company. It covers 
thoroughly the subjects of belting, 





for every (hose packings, brake linings, and 


gear application. Cut gears or blanks | tubing, illustrating a good many of 


are available in any size or shape. 


There’s Money in Selling 


Gears. 


material, size, shape or pitch. 


liable sources for ALL gears. 


All Types, All Sizes, All Pitches 


“Chicago Rawhide" 






Iron 
Steel 
Brass 
Fabroil 
Bakelite 


Write for 


Chicago Rawhide Mfg. Co. 
1290 Elston Ave. 
Chicago, U. S. A. 


Branches: 
New York Pittsburgh 
Cleveland 
Detroit 
St. Louis 


Bostun 
Philedelphia 


Cincinnati 
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Among your regular customers 
there is a volume of gear business to be had. 
The problems of profiting on this demand 
has been largely one of source—a single 
source for all types of gears, regardless of 
To the indus- 
trial distributor “Chicago Rawhide” offer re- 


Gear Catalog 


items.—The Thermoid 
Trenton, New Jersey. 


| the 


Company, 


STRIP STEEL — Entitled 


pact catalog describes how strip steel 

|“made for the Product” is applied to 
|/numerous articles for improved effi- 
ciency. Well _ illustrated. — Acme 
Steel Company, 2832-40 Archer Ave- 
nue, Chicago, Illinois. 


PIPE LINE ENAMELS—A hand- 
some and extremely interesting book- 
let which tells of the part this com- 
pany played in the construction of 
that mammoth monument to engineer- 
|ing science, Boulder Dam. There are 
| many lovely and informative pictures, 
|and the story is well told. The roof- 
ling problems that the Barret Com- 
pany has met are also illustrated.— 
The Barrett Company, 40 Rector 
Street, New York City. 


PIPE THREADING AND CUTTING 
MACHINES—This instruction book 





gives detailed data covering the care’ 


and operation of pipe treading and 
cutting machines, as well as the re- 
ceding chaser pipe threading and 
cutting machine. It also contains com- 
| plete information regarding the grind- 
|ing and setting of chasers for use in 
|these die heads and machines.—Lan- 
| dis Machine Company, Incorporated, 
| Waynesboro, Pennsylvania. 
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West 45th Street,! 


e GOGGLES e 





Rubber | 


“Batting | 
’Em Out Booklet” this neat and com- | 








For Every 
Industrial Use 


Industrial workers everywhere are 
rapidly learning through our national 
advertising and through our satisfied 
users that our Super-Drednaut goggles, 
fitted with Super-Drednaut DEEP 
CURVE lenses provides maximum eye 
protection in all chipping and grinding 
operations and other industrial work. 


There is a big market in your territory 
for Super-Drednaut goggles, in fact 
there is a big market for our entire line 
of “Safety Service” Accident-Prevention 
equipment. Start now to get your 
share of this business. 


Write today for a Super-Drednaut 
goggle and inspect the many superior 


| features not found in any other type 


of goggle. Learn first-hand why they 
are easy to sell. 








J/g 7¢ 77 Wt? Copy / 
f 4/@ 


GENERAL CATALOG NO. 10 
Write for it today. 


THE SAFETY EQUIPMENT 
SERVICE COMPANY 


Buell W. Nutt, President 
1228 St. Clair Avenue 
CLEVELAND * OHIO 
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PIPE HANGERS AND _ ACCES- 
SORIES—“Catalog J” supersedes all 
other catalogs of this company, illus- 
trates and lists 300 items including 
some newly developed pipe hangers 
and the famous Square “GEE” con- 
erete insert—The Gabler Manufac- 
turing Company, Cleveland, Ohio. 


WATER WELL ACCESSORIES— 
Finely bound in blue and gold, the new 
“Catalog Number Three” of Clayton 
Mark and Company, is especially de- 
signed to reach wholesalers of water 


well supplies, hardware, mill sup- 
plies, and plumbing supplies. It is a 
93-page booklet, clearly and com- 


pletely setting forth the company’s 
line by colored illustrations of each 
item, charts, and price lists. For 
aid in finding the desired article there 
are two indices. The first index is 
alphabetical, and the second is an 
index by trade numbers.—Clayton 
Mark and Company, Chicago. 


AUTOMATIC VALVES—New 382 
page bulletin describing design, con- 
struction, and operation of pressure 
regulators, controllers, stop valves, 
balanced relief valves, altitude valves, 
pump governors and strainers.—The 
Davis Regulator Company, Chicago, 
Illinois. 


INDUSTRIAL SPRAY-FINISHING 
EQUIPMENT—Catalog “IB” is de- 
signed to facilitate intelligent selec- 
tion of spray-finishing equipment 
items for industrial purposes. It re- 
places former catalog “IA.” The 
book contains information and inter- 
esting tables to aid finisher in the 
proper association of equipment with 
materials and finishing operations.— 
The DeVilbiss Company, Toledo, Ohio. 


PRECISION LATHE GRINDERS— 
“Short Cuts in Toolmaking” a minia- 
ture booklet accompanies an amusing 
colored poster of the display variety, 
describing and illustrating six kinds 
of small grinders.—The Dumore Com- 
pany, Racine, Wisconsin. 


CIRCULAR SAW BLADES—A com- 
pact and comprehensive’ catalog 
known as Number 50, this illustrates 
and describes a compiete line of solid 
and inserted tooth metal-cutting cir- 
cular saw blades, solid and inserted 
tooth wood-cutting saws, band saws 
for cutting wood, circular saw grind- 
ers, high speed circular metal cut-off 
machines, shear blades, various types 
of knives, rivet sets, pneumatic ham- 
mer chisels, bushings, bull dies, ma- 
chine punches and dies, as well as all 
kinds of hardened steel specialties.— 
E. T. Lippert Saw Company, Pitts- 
burgh, Pennsylvania. 


DIE HEADS—“Operator’s Instruc- 
tion Book” covering Landis _heat- 
treated die heads, gives detailed data 
for correct grinding and setting of 
Landis chasers and care and opera- 
tion of heat-treated and ground series 
of Landis die heads.—Landis Machine 
Company, Waynesboro, Pennsylvania. 


ELECTRICAL INSULATING MA- 
TERIALS—A new catalog, Number 
11, listing the various types of elec- 
trical insulating materials produced 
by their organization has just been 
issued by William Brand and Com- 


pany. This handy sized volume 
treats its subject in a most novel 
form. It is a treatise on the origin 


of insulating materials, their his- 
tories, and their uses. The products 
are illustrated including Turbo oil 
tubing, Turbo saturated _ sleeving, 
Turbo varnished cloths, and mica in 
almost every conceivable form.— 
William Brand and Company, 268 
Fourth Avenue, New York City. 


BRACING CARLOAD FREIGHT— 
An excellent booklet describing the 
unit load method of bracing car-load 
freight. Contains over 50  photo- 
graphs, showing methods used for 
nearly as many different commodities. 
For the man who is interested in 
fast and economical methods of meet- 
ing this problem.—Acme Steel Com- 
pany, 2832-40 Archer Avenue, Chi- 
cago, Illinois. 


LOCOMOTIVE FEED WATER 
HEATING EQUIPMENT—Explains 
the principal advantages of Type SA: 
consistent high speed water tempera- 


ture, removal of corrosive oxygen 
from feedwater, and reduction of 
boiler maintenance.— Worthington 


Pump and Machinery Company, Har- 
rison, New Jersey. 


ELECTRIC TOOLS—Catalog 32, sec- 
ond edition, presents facts about Thor 
Universal Electric Drills, suitable for 
light and heavy duty. Special em- 
phasis is laid on the low maintenance 
cost, the hand wound and formed 
armature, the cooling systems, and 
the individual brush assembly.—Inde- 


pendent Pneumatic Tool Company, 
Chicago, Illinois. 
PROTECTIVE COATING FOR 


STEEL—Although not strictly a new 
product,—it was introduced in 1931 
as Triple-A No. 20 Railroad Black, 

the Quigley Compafily has improved 
certain of its physical features, and 
this heavy duty, protective coating for 
steel is now known as Triple-A No. 20 
Heavy Duty Black. The booklet bears 
the title, “‘Life Insurance’ for Steel, 
in Terms of Years of Protection 
Against Corrosion,” and the text 
claims that this treatment of the 
steel resists acids, alkalies, brine, 
moisture, abrasion, sulphurous fumes 
and that it will stand up under the 


most severe conditions. — Quigley 
Company, 56 West 45th Street, New 
York City. 

HORIZONTAL DUPLEX PISTON 


PUMPS—A section diagram and table 
of sizes for continuous capacities 
service contains full information as 
to specifications for the Type TB 
horizontal duplex piston pump. Fur- 
ther help is given in a full chart of 
dimensional data.— Worthington 
Pump and Machinery Corporation, 
Harrison, New Jersey. 
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© Distributors who recom- 
mend ADVANCE car mov- 
ing tools win steady custom- 
ers, because users are quick 
to recognize their outstand- 
ing power and ease of 
handling. 


@ Thus Advance distributors 
combine the best possible 
service for their customers 
with the maximum profit op- 
portunities for themselves. 


@ ADVANCE Car Mover 
can be sold wherever plant: 
have railroad sidings. Chec! 
these opportunities: 


Steam railroads and shops 
Logging camps, saw mills 
Wood products industries 
Mines and quarries 
Petroleum and gas wells 
Food industries 

Smelting and refining 
Automotive industries 
Metal working plants 
Concrete products 

Paper products 

Tobacco manufacturing. 


For these markets, recom- 
mend—POWER KING e 
POWER BOY © BADGER CAR 
MOVERS #¢ NEW BADGER 
CAR MOVERS # ADVANCE 
SAFETY CAR WRENCHES 


ADVANCE 
CAR MOVER 
COMPANY 


APPLETON 
WISCONSIN 


CANADIAN 
FACTORY 


Canadian Advance 
Car Mover Co., Welland, wntario, Canada 
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PRINCIPAL MARKETS FOR NEW PRODUCTS 


SEE FOLLOWING PACES FOR DETAILED DESCRIPTION 
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SALES 


POSSIBILITIES 


IN NEw 


PRODUCTS 


SEE PAGE 106 FOR PRINCIPAL MARKETS 





Steam-Jet Ejectors 





lab 9 





ejectors in 


1 Steam-jet 
single or multiple units are 
being offered for producing vacuums 
from a few inches of mercury to 
within less than one millimeter of 


perfect vacuum. Ejector, based on 
fundamental thermodynamic _ princi- 
ples to produce highest vacuum ever 
attained by steam-jet ejector, is the 
result of thousands of tests over a 
period of eighteen years, according to 
manufacturer. Primary buying offi- 
cials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, chic 
engineer and master mechanic. 

Worthington Pump and Machinery 
Corporation, Harrison, New Jersey. 
MILL SUPPLIES, October, 1936. 


Spray Nozzle 





A simple, effective non- 
clogging spray nozzle for 
spraying, washing, cleaning all kinds 
of materials, has been announced. It 
is a scientifically shaped, smoothly 
polished curved bronze deflector with 


U-bolt for clamping deflector securely 
to water pipe, in such position that it 
is just above orifice in wall of pipe. 
Width of deflector permits compara- 
tively large water jet, and allows 
fairly large dirt particles to pass 
through orifice without clogging it. 
To assemble deflector on pipe, it is 
only necessary to place it in proper 
position over orifice and then tighten 
hex nuts on U-bolt. Primary buying 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent and 
maintenance  superintendent.—Link- 
Belt Company, 307 North Michigan 
Avenue, Chicago. MILL SUPPLIES, 
October, 1936. 


Portable Drill 


3 An improved stand- 
ard duty 4 inch elec- 
tric portable drill, known as the im- 
proved OB-4 model has been an- 
nounced. Drill has switch in handle 
which is ventilated, and cord also is 
in handle. It is powered by Signal 
universal motor, for direct or alter- 
nating current; made of durable alu- 
minum alloy; has Almond 3-jaw chuck 
with key; speed, no load 1700 R.P.M.; 
gears, special alloy, heat treated; 
equipped with 8 ft. heavy duty rub- 
ber covered cord and rubber plug. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, su- 
perintendent and maintenance super- 
intendent.—Signal Electric Manufac- 
turing Company, Menominee, Michi- 
gan. MILL SUPPLIES, October, 
1936. 


Vibro-Insulators 


A standard line of vibra- 

tion damping rubber-to- 
metal mountings, known as. Vibro- 
Insulators, has been designed for 
bases of machines, electric and com- 
bustion motors, generators, vibrating 
screens and reciprocating mechanisms. 
Mountings are of shear type, consist- 
ing of highly age-resisting rubber 
bonded to two metal plates, one of 
which is fastened to vibrating mem- 
ber and the other to support or foun- 
dation. Rubber is attached to meta! 
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plates with brass plating type of bond 
which gives an adhesion of 200 pounds 
per square inch. Vibro-Insulators 
are stocked in three types. Type No. 
1 has maximum load capacity of 800 
pounds and minimum frequency of 
800 vibrdtions per minute. Type No. 
2 will support.a maximum load of 
200 pounds and has a minimum fre- 
quency of 1200 vibrations per min- 
ute. Type No. 10, which is of the 
double shear type, has minimum fre- 
quency of 1000 vibrations per minute 
and is available in a range of sizes 
for loads of 50 to 3000 pounds. Pri- 
mary buying officials to be contacted 
in introducing this product are plant 
manager, purchasing agent, superin- 
tendent, and chief engineer.—The B. 
F. Goodrich Company, Akron, Ohio. 
MILL SUPPLIES, October, 1936. 


Lathe Grinder 





Number 11 “Spee-Dee” 

5 lathe grinder will swing a 
2-inch straight wheel for hundreds of 
external grinding jobs, according to 
manufacturer. It will also grind in- 
ternal holes }-inch in diameter or 
larger to a depth of 24 inches. With 
i-inch collet type chuck, it will grind 
smaller diameters 1-inch deep. It has 
vibrationless motor. Grinding spindle 
operates at 6000 R.P.M. for external 
and 30,000 R.P.M. for internal work. 
Equipment includes two straight 
wheels, three mounted wheels and 
l-inch chuck. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent, mainte- 
nance superintendent and master 
mechanic.—The Dumore Company, 
Racine, Wisconsin. MILL SUPPLIES, 


October, 1936. 
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You Get More 
Out Of Them 


—in Sales and Profits 


It takes special metals, machines 
and manufacturing processes to 
produce unions like Darts 
unions that build repeat sales at a 
higher, more profitable price by the 
higher grade of service they give. 


] 


Darts are nationally known as the 
best buy in pipe unions . . . because 
the 2 bronze seats, ground to a true 
full ball joint, assure leakproof seat- 
ing under all conditions. And Dart’s 
heavy bodies and heavy nut of air- 
refined malleable provide higher 
resistance than steel to distortion 
and stretch. 


Sell Darts on the basis of these ex- 
clusive features—and watch your 
sales expense dive . . . your profits 


rise! Write for Dart’s deal today. 





a, on 
E. M. DART MFG. CO., 


Providence, R. I. 
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A valve incorporating in 

its design positive mechan- 
ical seating and unseating is known 
as the two-handle lift-type plug valve. 
It has been designed to overcome op- 
erating obstacles encountered with 
high temperatures, high pressures, in- 
frequent operations, corrosion, etc., 
met in power plants, steel mills, re- 
| fineries, oil fields, paper mills, chem- 
|ical plants, ete. A mechanical lever- 
| age lifts the plug vertically from seat 
pooper: to break friction between | 











plug and body and allows for free ro- 
tation of plug. By the same process, 
| plug is mechanically reseated. To op- 
|erate valve from a closed position, 
| plug is first raised only slightly from | 
|seat by means of handle which is | 
| fitted and fastened into lifting mech- 
| anism. The plug is directly connected 
to lifting arrangement. By turning 
handle approximately one-quarter 
| turn counter-clockwise, a positive up- 
| ward movement to a predetermined 
| point is produced. The plug is then 
| turned 90 degrees ‘into position by its 
|own handle. Reseating is accom- 
plished by turning the lifting feature 
| clockwise. The body of the valve is 
| streamlined. Pressure range is from 
125 and up, and temperature up to 
and including 750 degrees Fahrenheit. | 
| Valves for pressures up to 250 pounds | 
per square inch are made of iron; for 








| all other higher pressures they are of 


| bronze or of cast steel construction | 
| with alloy trim. Primary buying offi- | 
| cials to be contacted in introducing | 
| this product are plant manager, pur- | 
| chasing agent, maintenance superin- | 
tendent, chief engineer and steam| 
fitter power plant engineer.—Home- | 
stead Valve Manufacturing Company, | 
Coraopolis, Pennsylvania. MILL 
SUPPLIES, October, 1936. 








Insulated Pipe | 


7 Durant insulated pipe, ‘cell 
cording to manufacturer, 
has been perfected to provide a unit 
system of underground and outdoor 
insulation for lines carrying super- 
heated or saturated steam, hot or cold 
liquids, brine or ammonia. Complete 
unit consists of specified pipe next to 
which has been applied insulation in 
proper thickness and over insulation 
has been applied a thick, air-tight 
|}coating of non-porous Asphaltum. | 
Unit is encased in galvanized metal | 








MILL SUPPLIES © OCTOBER 1936 

















For over 73 years S.G. 
Taylor Chain Com- 
pany has been building 











the finest chain that 





scientific methods and 
good materials will [iam 
allow. 

These chains have 
found their way into 

nooks and corners of [iy 


the world where their §e 





qualities of endurance 
and long life have 
made the name of 


Taylor synonomous 


———— 


with dependability. 

Taylor manufactures a 
complete line of chain 
for every industrial 


need. 





Complete literature as 





well as jobber adver- 





tising material is avail- 


able. 





Bi i We I 





ON NRT TRA REET o 











UMI 


jacket. Primary buying officials to 
be contacted in introducing this prod- 
uct are plant manager, purchasing 
agent and chief engineer.—Ehret 
Magnesia Manufacturing Company, 
Valley Forge, Pennsylvania. 
SUPPLIES, October, 1936. 


Socket Set 














Number D-3 
consisting of 16 sockets 
with double-hexagon openings rang- 
ing from 7/16” to 14” for 4” square 
drive has been announced. Socket is 


MILL 


socket set 


supplied with hinge handle 15” long, | 


with cross handle. Entire set is made 
of Bonney “CV” chrome-vanadium 
steel. Each piece is chrome-plated 
and polished to a high, permanent 
luster. All pieces are packed in a 
substantial metal case, finished in 
black, measuring 204 x 3% x 2 inches. 
Net weight is 84 pounds. Primary 
buying officials to be contacted in in- 
troducing this product are mainte- 
nance superintendent, chief engineer 
and master mechanic.—Bonney Forge 
and Tool Works, Allentown, Pennsyl- 
vania. MILL SUPPLIES, October, 
1936. 


Honing Machine 





Precision honing machine 


will handle any hole from | 


480” to 2.400” in diameter that is 
free from keyway and not more than 
7 inches in length. It can be set up 
for any job in one minute maximum 
time. Duplication of size is easily 


maintained by means of micrometer | 


top graduated in .0001”. Mandrel 
revolution and stone feedup are con- 
rolled by foot pedal allowing work 
to be removed from mandrel instantly 


! 





Blackhawk Hydraulic Jacks 
are finding a ready market 
in plants of all types in 
all sections of the country 
as well as in mines, among 
contractors, etc. 





Blackhawk Wrenches include 
Box type—Open End and 
the New Socket and Handle 
Type with exclusive Thumb 
Release Lock-on features. 





how may be news to you! You no 
doubt associate the Blackhawk line with 
the Automotive Field. True, it has wide- 
spread usage in this field. But also, 
Blackhawk has a big place in industry. 
Perhaps you haven’t thought of Black- 
hawk in this respect. If not, this should 
be good news to you because of the coast 
to coast sales opportunities Blackhawk 
offers in industrial plants and shops of 
all types, among contractors, etc. 


Many distributors have recognized the 
money-making possibilities, with the 
Blackhawk Line, and are cashing in on 
it. As an example, just recently a large 
farm implement manufacturer com- 
pletely equipped his plant with Black- 
hawk Wrenches—the sale being made by 
a distributor’s salesman. 


You can make good money with Black- 
hawk—investigate! This quality line 
and a sound sales policy make Black- 
hawk doubly attractive. 


BLACKHAWK MFG. CO. 
Milwaukee, Wis. 


LACKHAWK 
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When you sell LENOX BLADES 
you'll sell more of them—and 
sell them easier—because users 
know their superb craftsman- 
ship insures lower production 
and replacement costs— 
quicker, better results. 


ENO, 


“HIGH SPEED~ 
HACK SAW BLADES 
o 
AMERICAN SAW & MFG. CO. 


Springfield, Mass., U. S. A. 
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when foot pedal is released. When ' 
work is put back on mandrel, grind- 
ing unit is brought back to duplicat- | 
ing position immediately by exerting 
pressure on foot pedal. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are plant man- 
ager, maintenance superintendent, 
chief engineer and master mechanic. 
—The Sunnen Products Company, St. 
Louis, Missouri. MILL SUPPLIES, 
October, 1936. 


Improved Spray Nozzles 





A simply constructed spray 
nozzle for descaling strip, 


10 


plate and bar steel has been recently 


developed. Nozzle consists of stainless 
steel body, a _ tapered self-locking 
spray disc of heat treated stainless 
steel and strainer of corrosion resist- 
ing material. Dise and strainer are 
held in place by cap nut of stainless 
steel. They may be removed for clean- 
ing without disturbing nozzle body in 
spray manifold. The nozzle may be 
had with a shut-off cap. The one piece 
dise contains an_ elliptical orifice de- 
signed to give uniform linear spray 
distribution and maximum impinging 
force. Disc is furnished in three sizes 
capable of discharging up to 35 gallons 
per minute at pressures up to 1000 
pounds per square inch. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are plant man- 
ager, purchasing agent, superinten- 
dent, maintenance superintendent, 
chief engineer and master mechanic.— 
Worthington Pump and Machinery 
Corporation, Harrison, New Jersey. 
MILL SUPPLIES, October, 1936. 


Boiler Scale Remover 





“Elek-Trol-Ik,” a new boil- 
er scale remover and elim- 


ll 


inator, to be marketed through indus- 
trial distributors, has just been an- 


nounced. Designed to prevent as well 
as remove boiler scale, it functions on 
the scientific principle of creating an 
electrolytic action within the boiler 
to produce corrosion that destroys all 
boiler scale without damage to boiler 
plates or tubes. According to the manu- 
facturer, it saves fuel and is easy to 
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Pies 


Files of precision 


SWISS PATTERN FILES 


MADE IN UNITED STATES 


Industries select their Swiss pat- 
tern file requirements py this 
trade mark because it stands for 


Quality-Service Plus 100°/, Dis- 
tributor Sales Policy. 








| 


HALF ROUND 
AN 


D RIFFLER 
KNIFE FILES 


NEEDLE 
The satisfactory performance 
of our product creates 
repeat orders for the ds 
tributors who handle them. 

We make a complete line of 


mechanics’ hand tools 
and knurls 


AMERICAN SWISS FILE & 
TOOL COMPANY 


ELIZABETH, N. J. 


Send for 


catalog and price list 


























install. It is designed for usé in boil- 
ers up to 100 horse power capacity, 
but in larger boilers more than one 
are used. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent, mainte- 
nance superintendent, and chief en- 
gineer.—Oneida Electric Manufactur- 
ing Company, Green Bay, Wisconsin. 
MILL SUPPLIES, October, 1936. 


Steel Tape 





12 A steel measuring tape, 
known as “Wyteface,” is 


coated in permanent white with grad- 
uations in deep black. The surface 
is bonded to steel and manufacturer 
claims the. surface will not crack or 
chip. Manufacturer further states 
this process not only protects tape 
from rust but adds to spring of steel, 
making it bend in wider ares and de- 
creasing tendency to curl or kink. It 
is further claimed that “Wyteface” 
will not corrode, even when used in 
damp places. All exposed metal parts 
are either of stainless steel or chrom- 
ium plated and case is of black 
leather. Primary buying officials to 
be contacted in introducing this prod- 
uct are plant manager, purchasing 
agent, superintendent, maintenance 
superintendent, foreman, chief engi- 
neer and master mechanic.—Keuffel 
and Esser Company, Hoboken, New 
Jersey. MILL SUPPLIES, October, 
1936. 
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1 A new “flea power” 
worm drive, back- 
geared motor that comes not only in 







































THE STANDARD TOOL (0. 


NEW YORK CLEVELAND 


CHICAGO 
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| a.c., d.c. and Universal, but at the 
same time can be assembled with 
drive shaft to right, to left, up or 


SAFETY 


W orkers on hazardous jobs have no wish to take 
chances with their lives. Neither have the firms 
who employ them. No matter what they buy, 
your industrial customers are constantly in the 
market for greater safety. The greatest safety 
value in rope is Plymouth Ship Brand Manila 
Rope—because Plymouth’s uniform controlled 
quality is maintained by higher standards in the 
selection and preparation of fiber and in skill of 


down has been placed on the market. 
Unit has improved worm on primary 
reduction and straight, wide faced, 
cut steel gears on final reduction; 
matched end castings, one of which 
carries all reduction gears that fit 
evenly to motor case; wide range of 
selected speeds on final shaft; 1, 7, 
11, 40 or 80 R.P.M. on ac. or d.c. 
unit for instance, as standard speeds, 
and many others available; size 
24x3x4 inches including reduction 
gears; high starting torque and low 
inputs from 4 to 15 watts. Primary 
buying officials to be contacted in in- 
troducing this product are purchasing 
agent, maintenance superintendent 
and chief engineer.—Speedway Manu- 


In PeRrecr 





; . . facturing Company, Cicero, Illinois. 
o ans coe rate fits. sell 

= omnper | sil tiiatiieh saaeunen MILL SUPPLIES, October, 1936. 

greater safety! 


PLYMOUTH CORDAGE COMPANY Hypressure Jenny 


North Plymouth, Mass., and Welland, Canada 


Sales Branches: New York, Boston, Baltimore, Phila- 
delphia, Cleveland, Chicago, New Orleans, San Francisco 














YU S&S PAT OFF 


ToSafety 


Salesmen: | 


Keep this 
Lacer 


In Mind! 





You can capture the 
Lacer business with it, 


because it is “tops.” 


Show it and you will sell 
it. The ribbed saws sell 
it just as the Binder Bars 
sell Safety Belt Hooks. 
EVERY SAFETY 
BELT HOOK USER 


Is A GOOD 
PROSPECT 


SAFETY BELT-LACER CO. 


Toledo, Ohio 


' 
| 
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| 14 Model G hypressure jenny 
is operated on the same 
NH} principle as previous models put out 










LL] | Mawes [11 U/IUL 
‘6 Full Inches 
Kl) 





by this manufacturer. Cleaning is ac- 
complished by means of applying 
through a nozzle to the surfaces to be 
cleaned, a combination of water vapor, 
hot water and cleaning chemicals, over 
a pressure range from 50 to 150 
pounds per square inch. The unit is 
fully contained, carrying water, solu- 
tion and oil tanks, oil burner, vapor 
WMH} ! generator, water and solution pump, 
\||| Safety), | electric motor and_ specially con- 
|Portable structed vapor hose with variety of 
| Lacer \} shaped nozzles. Vapor pressure is de- 
iI! veloped by means of a vertical-spiral- 
parallel-coil type vapor generator, 
and is controlled by an automatic 
HTT pressure control switch. Pilot flame is 
obtained by manual ignition, but is 








Hi THE JAWS ARE RIBBED WII} retained automatically after starting. 


CONTACT HOOKS ONLY HI Both temperature and pressure are 


HII} held within narrow limits of varia- 
HHH HII tion. Safety valve and full nozzle con- 
HTT trol give the operator absolute com- 
Hy mand of the spray and eliminate all 
Hi danger of damage to the generator or 
operator. A saturation selector en- 
|} ables the operator to change the spray 
| and have a wetter or dryer vapor as 
needed to obtain the proper operating 
effect. Unit has a single triplex 
HHI | plunger pump equipped with me- 
chanically operated inlet check valves. 
WH Model G Jenny is made in both sta- 
MUTT tionary and portable types. Primary 
HT buying officials to be contacted in in- 


HEAVIER | | | 
STRONGER 


i 
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ducing this product are plant man- 
ager, purchasing agent, superintend- 
ent and maintenance superintendent. 
—The Weldon Tool Company, Cleve- 
land, Ohio.—MILL SuPPLIEs, October, 
1936. 


Electric Marker 





1 A portable tool for mark- 

ing on practically any ma- 
terial, whether metal or non-conduc- 
tor has been announced. Legible and 
permanent records can be quickly, 
easily and safely made on all metals 
and their alloys. Instrument is “hand- 
size,” 6% inches overall and weighs 2 
pounds. It is handled as a pencil or 
crayon. Marker operates on 110 volt, 
60 cycle A.C. and consumes approxi- 
mately 75 watts. It can also be fur- 
nished for other standard voltages 
and frequencies. Unit comes complete 
and ready to use with 6-foot cord with 
plug and on-off switch. Primary buy- 
ing officials to be contacted in intro- 
ducing ths product are plant man- 
ager, purchasing agent, superinten- 
dent, foreman and master mechanic.— 
Ideal Commutator Dresser Company, 
Sycamore, Illinois. MILL SUPPLIES, 
October, 1936. 


Fluid Joint Breaker 





16 Announcement is made of 
the development of an at- 
tractive counter display in black and 
gold for use in connection with ‘‘Pen- 
A-Trate,” a product just introduced. 
“Pen-A-Trate” is for use on joints, 
bolts, studs, and so forth, where cor- 
rosion has made removal impossible 
without breaking. According to the 
manufacturer, it is a quick-creeping, 
quick-acting fluid joint breaker that 
penetrates into threads, dissolving rust 
or corrosion into a fine powder. It is 
claimed that if applied thoroughly, 
“Pen-A-Trate” will loosen these un- 
yielding joints in two or three min- 
utes. It is said to make a good spring 
spray when mixed five per cent with 
crank case drainings, but has no lu- 





MILFORD 





THE MODERN HACK SAW AND BAND SAW LINE 





Distributors and Jobbers: 


MILFORD is the ONLY hack saw blade that you 
can buy under a DEFINITE Sales Policy supported 
by a LEGAL CONTRACT which guarantees that 
no other Distributor or Jobber can buy MILFORD 
Blades at prices and terms more favorable than 


as published. 


MILFORD RESISTOR DUPLEX 


The MODERN High Speed Blade in Hand Frame Sizes 








SPECIAL ALLOY " 
O& HIG +" SPEEO 12 
18 T 
EASY STARTING TEETH 


enn) ~yvvyvy 


1. Starts cut at any angle. 
2. Teeth will not catch in corners. 
3. No scraping to begin cut. 


4. Reduce cutting time. 
5. Will not slip off cutting line. 


6. Distributes wear full length of blade. 


THE HENRY G. THOMPSON & SON CO. 


NEW HAVEN, CONN. 









R & M Electric 
Traveling Wall 
Bracket 





That’s the sort of co-operation 
that mill supply salesmen get from 


R & M. Just because our line of 
hand and electric hoists and cranes 
is complete, we don’t high-hat in- 
quiries about special equipment to 
fit special requirements. For ex- 
ample, this electric traveling wall 


bracket is an R & M “special” 


but its efficiency, dependability, 
and economy are R & M “stand- 
ard.” Ask our engineering depart- 
ment to crack the next tough nut 
that’s handed to you. 

e * e 
You get the inquiry—we'll help you close it. Write 
for our new “Bulletin 6161." It's full of hoist 


information and model illustrations. Sold through 
Mill Supply Houses Everywhere. 


ROBBINS & MYERS 


HOIST AND CRANE 
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SPRINGFIELD, OHIO 
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ONE MAN-6 


When he goes after 
frozen fittings with the 
FReiLFs(b Compound Lev- 
erage Wrench. 


@ No tool in your customer's 
shops or kits will pay for itself 
more quickly than a RIGID 
Compound Leverage Pipe 
Wrench. For it enables one 
lone man to turn easily pipe 
or fittings that often require 
several men and pipe on a 
wrench handle to start—and 
permits salvage of fittings that 
otherwise have to be smashed 
off. Easy to use—put the 
trunnion on pipe, jaw on fitting 
(or vice versa) and pump 
it on or off. Four sizes, 
$2, S4, S6 and S8 for 
pipe up to 8”. Short han- 
dies. Every shop is an 
easy market. 












The RiG@aib Wrench that answers 
every heavy-duty requirement—guaranteed 
unbreakable housing—meets U. S. Gov- 


ernment and Navy tests 


Vo 





RIDGE TOOL CO. 
ELYRIA, OHIO 


irs > | 


PIPE TOOLS 


THE 


| been 


brication value and must not be used 
as an additive for lubrication pur-| 
poses. The manufacturer states that 
it will not injure metal, is non- 
explosive and will burn only under 
intense heat. Primary buying offi- 
cials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, main- 
tenance superintendent, chief engi- 
neer, stationary engineer, and operat- 
ing engineer.—Grapho Products, Inc., 
Indianapolis, Indiana. MILL SUP- 
PLIES, October, 1936. 


Plastic Packing 





A general, all-service plas- 
tic packing with anti-fric- 
lubrication has 
market. It is 


17 


dry-graphite 
placed on the 
claimed that product, which is known 


tional, 


as “Super-Seal,” 
anti-frictional seal. 


provides a permanent 
It is resilient and 


‘has no tendency to harden or dry out. 


It flows readily under gland pressure. 
Product is composed basically of fine 
particles of a new alloy. Special high 
temperature binder completely covers 
and saturates each particle of alloy 
and each strand of long fibre asbestos 
and contains purest flake graphite. 
Packing is engineered for all-around 
packing service in power plants, re- 
fineries, chemical plants, process in- 
dustries, paper mills and so forth, and 
is put up in six convenient forms. It 
is also available in six styles for spe- 
cial services. It can be obtained in 
form, style and exact size to fit the 
job. Valve stem, round, comes in sizes 
34, 4 and >, inches; spiral form, rec- 
tangular, in steps of vs inch from } to 
14 inches inclusive and coil form, 
square, in eleven sizes from 3 to 1 
inch. Primary buying officials to be 
contacted in introducing this product 
purchasing agent, 
maintenance superin- 


are plant manager, 
gi perintendent, 
tendent, chief engineer, stationary en- 
gineer and operating  engineer.— 
Crane Packing Company, Chicago. 
MILL SUPPLIES, October, 1936. 


Welder’s Glove 
glove especially de- 


18 oA for operators of 


electric welders is announced by the 
Frank Russell Glove Company, manu- 
facturer of machine and hand sewed 
gloves. 

Known as “Welder’s Glove” it 
is scientifically designed to fit the op- 
erator’s hand for the best protection. 
It has a large tab reinforcing and 
protecting the front of the operator’s 


” 
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CLEANING, painting, scraping — all 
important operations in plant mainte- 
nance — all dependent on brushes. In 
fact, one way to reduce up-keeps is to 
supply your maintenance men _ with 
brushes that will help them do their jobs 
more quickly . . . more efficiently. 


Pittsburgh Plate Glass Company has 
the advantage of years of brush manu- 
facturing experience in every field. Every 
brush in our standard line has been de- 
veloped with the care and precision of a 
physician’s prescription. Just the right 
size, shape, length, and weight of 
bristle for greatest efficiency. Just the 
right proportion and balance for easiest 
handling. 


There is a brush for every purpose — 
Uni-Fill Scratch Brushes and Perfect 
Balance Cup Brushes to help to prepare 
the surface properly, and then the cor- 
rect tool in the Gold Stripe line for the 
application. 


If there is any question about the type 
or size of the brushes required, we’ll be 
glad to give you a recommendation 
based on our experience with hundreds 
of plants over a period of many years. 
Or, if your problems are of a special 
nature, our engineers are ready to de- 
velop new brushes to meet them. Just 
write Pittsburgh Plate Glass Company, 
Brush Division, Baltimore, Maryland. 


A PRODUCT OF 


PITTSBURGH 


PLATE’ GLASS COMPANY 
BRUSH DIVISION « BALTIMORE, MD 


Also manufacturers of Gold Stripe Brushes 
and nationally known paint products 
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SOFT-FACED HAMMER 
OF 


IMPROVED DESIGN 
BASA HAMMER 


Will Not Damage the Surface 
Struck | 









HANDLES 
FACES AND 
MALLETS 

MADE IN 

U.S.A. ait 
ready sale ft 
the Electrica 
Foundry and 
Metal Work 
Machinists, Plumb 
Jewelers Printers 


tc mobilists rnd 


MADE IN 
FIVE SIZES 


—" 


easeitr 







The Rawhid« 
Copper and 
Babbitt Faces 
make it possible 
to adapt this 
Hammer to any 
class of work 


A Hammer that 
will strike blows 
of varying hard- 
ness without 
marringa. the 
surtace 


EMPIRE 
RAWHIDE 
MALLET 








Full Particulars 
Furnished Upon 
Request. 


GREENE, TWEED & CO. 


SOLE MANUFACTURERS 
109 Duane St. New York 











wrist — double finger and thumb 
fronts with wide leather welt in 
thumb and forefinger... All seams are 
sewed with heavy four cord glove 
thread, with finger and thumb seams 
double sewed. Illustrated here, this 
glove is made of genuine horsehide 
lined with heavy duck.—Primary buy- 
ing officials to be contacted in intro- 
ducing this product are plant manag- 
er, purchasing agent, superintendent, 
maintenance superintendent.—Frank 
Russell Glove Company, Berlin, Wis- 
consin. MILL SUPPLIES, October, 1936. 


Electric Drill 





19 “Midget” electric 
drill for 3/16” wood 
and metal drilling weighs 2 lbs. 10 
oz. and has overall length of 71/6 
inches. Among the features of this 
drill are modern motor design; 2-pole 
switch with trigger and lock; box-type 
brush holder; brushes, commutator 
and connections accessible with motor 
running; sealed ball-bearings mounted 
in steel inserts cast integra]; hard- 
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NO.707-'7" 
DISC SANDER 


Stock this Millers Falls portable sander. 
Its distinct features appeal to both the 
experienced operator and the cost 
accountant. 


Capable of working on either metal or 
wood, it rapidly produces a fine sur- 
face for finishing. Its power, smooth- 
ness and lack of vibration are strong 
sales points. 


Built with the exacting care typical of 
all Millers Falls products, this sander 
is ideal for general light work and may 
be used in close quarters for the pad 
is flexible. 


Every man who knows fine equipment 
will appreciate the No. 707 portable. 
It's easier to sell. Write for full details. 


MILLERS FALLS 


i888 





MILLERS FALLS 
COMPANY 


Greenfield, Massachusetts 
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BRUSH PROFITS! 
Capital Red Cap 


. is the 
\ Amswer 






IVE DECANE 


You can sell brushes and brooms in every 
industry in your territory—if you have the 
right line. 


Forty-Six years of acceptance prove Capital Red Cap Brush and 
Broom quality without question. The Red Cap line is well 
rounded for every requirement. Our guarantee eliminates any 
possibility of dissatisfaction. Our service on distributors’ orders 
makes prompt deliveries possible—and our distributor policy 
includes good profit margins. 


We invite your inquiry. 


j INDIANAPOLIS 
“are BRUSH & BROOM MFG. CO. 


DISIRIBUIORS ESTABLISHED 1890 


ee A Corner Brush and Broom Street, Indianapolis, Ind. 








Alligator Steel 

Belt Lacing “Never Lets 

Go.” The most universally used 

beit lacing on earth. Supplied in steel, 

“Monel Metal,” and alloys in eleven sizes for 

belts up to } in. Standard boxes, “Handy Packages,” 

and long lengths. The Alligator and size number are 

stamped on the lacing. 
Sold only through jobber-dealer trade channels. 
Sole Manufacturers 
FLEXIBLE STEEL LACING COMPANY 


1633 Lexington Street, Chicago 
In Bngland at 135 Finsbury Pavement, London, BE. C. 2 
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ened helical gears; full-size heavy- 
duty cord and cord protector and 
CP “straight line airflow” ventilat- 
ing system. Unit can be furnished 
for 32 volts and 250 volts on special 
order. Primary buying officials to 


| be contacted in introducing this prod- 





uct are plant manager, purchasing 
agent, superintendent and mainten- 
ance superintendent.—Chicago Pneu- 
matic Tool Company, 6 East 44th 
Street, New York City. MILL SUP- 
PLIES, October, 1936. 


Paper Towel and Cabinet 





20 A paper towel and cabinet 

recently developed, known 
as “Turn-Towl” dispenses paper from 
a continuous roll. A stop-waste cut- 
off forces user to take only one towel 
at a time. A roll of non-perforated 
sulphate kraft paper is held in cabi- 
net. Paper is fed between rollers, a 
small roller providing tension against 
large roller to which hand crank is 
attached. Roll is supported in cabinet 
by an ingenious arrangement, accord- 
ing to manufacturer, with one side of 
roll having metal core-end which 
makes filling easy. Other side of roll 
is held by bracket which slides to per- 
mit easy insertion of new towel roll. 
Cabinet is of all-metal construction 
with mirror front. It opens outward, 
and when closed is locked against 
tampering. Panel on face of cabinet 
indicates continuously amount of 
towel material available. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, and mainte- 
nance superintendent.—Bay West 
Paper Company, Green Bay, Wiscon- 
sin. MILL SUPPLIES, October, 
1936. 


Vise 
2 A Steamfitters’ Vise espe- 
cially designed for heavy 


pipe work, has jaw facings shaped to 
hold all sizes with a firm grip, with 


| capacity 4 to 6 inch pipe. Base and 
| jaws are extra-heavy semi-steel cast- 
| ings, correctly proportioned to with- 


stand the strains of steamfitters’ work. 
The front jaw is fixed, and the back 
jaw moves, a feature that allows long 
lengths of pipe to rest upon the bench. 
There is no need for blocking or spe- 











Jnvertiqate the 


Se mn oe ee re 


100%, 
Jobber Policy 


CDZOmADA 























National offers a complete line of air conditioning 
; equipment, built under one name, backed by one 
cial supports. Large, deeply checked guarantee. National sells through jobbers 100% 
tool steel flat jaw facings are at Seasonal and grants an exclusive franchise. , 
with straight section for ordinary 
work. The special pipe grip sections 

ae de aa Gaicone | The BEST There Is in Air Conditioning Equipment 
curves. Pipe of any size is firmly 
held, as the shape of the jaw facing 
assures contact at several points, in- 
stead of at only one point on the pipe 
as with ordinary facing. Athol 
Buttress Thread Screw is used in this 
new vise, and the screw is equipped 
with a removable nut. No. 1115 Pipe 

} Vise handles pipe from 4 to 6 inches 
and has 5 inch jaw width. Weight is | 
137 pounds. It is available in sta- 
tionary base type only. Primary buy- 
ing officials to be contacted t intro- 


Whether it be unit heaters, coolers, unit ventilators, blowers, 
propeller fans, exhausters or air washers, the National line has 
just what your customers want at the price they want to pay and 
the profit you want to make. 

DISTRIBUTORS: Write for details of our exclusive dis- 
stributor franchise. State territory desired. 


NATIONAL FAN AND BLOWER CORPORATION 


542 West Washington 
Boulevard 
Chicago, Illinois 














SEND FOR THIS CATALOG 


A Few Recently Appointed Distributors: 





ducing this product are plant man- | WMidsie Guppy Ce. 2 2s cect es Oklahoma City, Oklahome 
ager and purchasing agent.—Athol Masco Co. Meee llilitc ill: ae 
Machine and Foundry Company, | Toronto, Canede PU 0 o6 hR  OS OO we SO Zhicago, Illinois 
Athol Mass. MILL SUPPLIES, Oc- | __ i 7 __ 
' tober, 1936. 





Solder and Flux 


Buy 
Performa nce! 


Coffing “Advanced Design” 
Hoists OUTSELL Because They 
OUT-PERFORM 





Coffing Hoists are welcomed by users 
everywhere because of Coffing perform- 
ance—more work in less time, translated 
into slashed hoisting costs. The Coffing 
line includes spur gear, ratchet lever, and 
electric hoists, and load binders. Let us 
send you complete information. 





99 Alumaweld flux makes it 
possible to make high 
strength permanent repairs on joints 
of any metal, according to manufac- 
turer. Alumaweld solder and flux is 
applied with ordinary soldering iron 
or blow torch. Soldering job is done 
at low temperature but has advantage 


Ratchet Lever Hoists “Challenger” Twin 
— Light, Compact, 
Powerful and Port- 
able. Tested to one pull for raising load. 


hundred per cent Free chain for quick 


levers, with rope 








overload, Use 
+ ° straig . , load adjustment; 
of requiring high temperature to melt ones * i ataibe gravity does the 
it a second time. Alumaweld fiux to 6-ton capacity, ji veune: availad! 
ss : weighing from 14 to owering; avaliable 
works equally well with any type of 65 Ibs. from % to 2 tons. 








solder, however, when greater tensile 
strength is desired, the use of Aluma- 
weld solder is recommended by manu- 
facturer. Alumaweld solder has ten- 
sile strength of 12,000 pounds which 
is ten times that of ordinary solder. ADVANCED 

Finished joint can be worked or ma- .: O F * I N (; DESIGN H O I S = S 
chined and takes polish over which 

chromium or any other plating can SPUR GEAR . RATCHET LEVER © ELECTRIC 
be applied. Primary buying officials 





. 
COFFING HOIST Co. 


DANVILLE, ILL. 











> 
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THE MEANING OF 
Friendly Service! 


The McKay Company is large enough to 
supply you with everything you need in 
CHAIN—yet small enough to give your 
needs personal attention. Every inquiry 
and every order, large or small, gets 


999 


“friendly service”! 


You'll satisfy your customers with the 
McKay Chain line. The McKay Com- 
pany, McKay Bldg., Pittsburgh, Pa. 
(Formerly U.S. Chain & Forging 
Company.) 


... AND YOULL BE 


by, i 














WHY users buy 


MAUREY V-PULLEYS 








The new Maurey 
Variable - Pitch 
diameter V-pulle 
which gives a vari 
ation of as much 
as 30% in speed 
when used with 
any fixed diameter 
pulley 





All Maurey pulleys 
are supplied in an 
attractive durable 
silver aluminum 
finish 


p 
/ Check these selling points 


Maurey V-Pulleys give long, trouble-free, smooth- 
running service—but cost no more than ordinary types. 


Heavy rolled edges and special welded construction 
give extra strength. 


Solid steel or malleable iron hubs assure true running 
under all conditions. 


@ All pulleys are attractively finished. 


Maurey makes the largest, most complete line of 
single-groove V sheaves. 


Maurey distributors operate with complet2 
protection. Fast turnover and our prompt 
service make small stocks show attractive 
profits. Investigate this line today! 


MAUREY MFG. 


2907-15 So. Wabash Ave., 


CORP. 


Chicago, Ill. 
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to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, maintenance superintend- 
ent and master mechanic.—Aluma- 
weld Company of America, 2442 
MILL 


South Park Way, Chicago. 
SUPPLIES, October, 1936. 


Steel Drum Opener 





2 This new all-purpose steel 

drum opener, R-W Num- 
ber 565, is called “9 in 1” because of 
its many uses, which include appli- 
cations to drums requiring a screw- 
driver; small ribbed, square recess, 
hexagonal recess, small double-lug, 
and square-head plugs; large ribbed 
plugs, with or without flanges; for 
puncturing and prying off metal caps 
and seals and for simply prying off 
caps and seals. The tool also has 
other applications. It has a market 
wherever steel drums must be opened, 
such as in gasoline warehouses, fac- 
tories, service stations, or railroads, 
and so forth. The tool is so designed 
that clearance is allowed for the hand 
for any of the various applications, 
thereby eliminating the possibility of 
skinned knuckles. It is made of mall- 
eable iron. Regular finish is black 
japan. It will be furnished hot gal- 
vanized if desired. Weight, 20 
ounces.—Primary buying officials to 
be contacted in introducing this prod- 
uct are plant manager, purchasing 
agent, superintendent, maintenance 
superintendent. — Richards - Wilcox 
Manufacturing Company, Aurora, II- 
linois.—MILL SUPPLIES, October, 1936. 


Unit Heater 





4 Announcement is made of 
2 a new unit heater, known 
as the “Grid,” which is so designed 
that dust, lint or air particles cannot 
plug up the heating section. The steam 
manifolds are cast, high-test iron. 
The fin sections (radiation surfaces) 
are cast special alloy aluminum metal 
to metal bond with the steam chamber. 
The casing is rigidly made and will 
not get out of shape, according to the 
manufacturer, the louvres being of ex- 





7 
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tra heavy sheet metal that will not 
listort. The unit is not assembled, it 
is stated, being built throughout like 
a piece of machinery. Air flow is from 
the bottom. The manufacturer claims 
that there is no chance for electrolysis 
to cause corrosion since no two dis- 
similar metals are in contact with 
one another. The “Grid” is made in 
various sizes for all installation re- 
quirements for suspended type of 
heating. It can be used for high, as 
well as low pressure steam lines. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, 
superintendent, maintenance superin- 
tendent, treasurer or general man- 
ager.— Unit Heater and Cooler 
Company, Wausau, Wisconsin, a sub- 
sidiary of the D. J. Murray Manufac- 
turing Company. MILL SUPPLIES, 
October, 1936. 


Wheelabrator 





25 A 27x36 inch wheelabrator 
unit installed in a Tum-blast 
mill has been designed for foundries, 
shops and plants having limited pro- 
duction. Centrifugal force replaces 
compressed air as driving agent in 


whipping abrasive onto work to be — 


cleaned in wheelabrator. Abrasive is 
fed by gravity from overhead stor- 


age bin in center of unit. After 
blasting it drops through holes in 
conveyor plates into hopper below 


where refuse is automatically screened 
out. Cleaned abrasive drops into boot 
of bucket elevator and is lifted to 
overhead storage hopper for reuse. 
Door of unit is counterweighted and 
swings up providing unobstructed 
opening for loading and unloading. It 
is equipped with dust seals and apron 
conveyor can be provided with either 
overlap or flat type slats. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing age nt, 


maintenance 


superinten- 
dent, superintendent, 
chief engineer, master me- 
chanic and foundry superintendent.— 
The American Foundry Equipment 
Company, Mishawaka, Indiana. MILL 
SUPPLIES, October, 1936. 
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‘NATIONAL 


Dynamic Action 


CUTTING TOOLS 





A Complete Line of 
TWIST DRILLS, REAMERS, HOBS, 


MILLING CUTTERS, SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 
DETROIT, U.S.A. 
Tap and Die Division; WINTER BROS. CO., WRENTHAM, MASS. 


NEW YORK 
157 Chambers St. 


CHICAGO 


PHILADELPHIA 


1144 Washington Blvd. 43 North Sixth St. 


CLEVELAND 
709 St. Clair Ave., N.W 











PARKER VISES 





1. 


2. 


“ an 


THE 
POINTS OF 
PREFERENCE 


Renewable Tool Steel 


Jaws. 


A Swivel with the 
strength of a solid 
back Jaw. 


. Solid Steel Bar Slide 


Strengthener 
rior series). 


(Supe- 


. Improved Saddle and 


solid underportion. 


. Handle that stays put. 
. Castings of 


Parkco 
Metal. 


. Extra strong nut and 


screw. 


Mr. Jobber Salesman! 


It will pay to take this car- 
toon seriously and check 
your customers—you'll find 
a good many need vises 


right now. These PARKER 
FEATURES will clinch the 


sale for you. 





THE CHARLES PARKER CO. 
MERIDEN, CONN., U. S. A. 
MR si ween vne es + 
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Hardware Associations 
To Meet in Atlantic City 
@The seventy-third semi-annucl 
convention of the American Hard- 
ware Manufacturers Association 
and the forty-second annual conven- 
tion of the National Wholesale 
Hardware Association will be held 
jointly at Atlantic City, New Jer- 
sey. The opening session is on 
Monday evening, October 19; ad- 
journment is on Thursday, October 

22. 

Headquarters of both associa- 
tions will be at the Marlborough- 
Blenheim and all sessions of the 
convention will be held there. A 
program planned to clarify current 
problems confronting all industry 
has been announced by the manu- 
facturers’ association. Speakers of 
national prominence will be pres- 
ent: 

Monday Evening:—A joint ses- 
sion will be addressed by the Rev- 
erend Dr. Philip J. Steinmetz, El- 
kins Park, Pennsylvania. The ad- 
dress will be preceded by a formal 
concert lasting about half an hour. 

Tuesday Morning: — Open Ses- 
sion of the American Hardware 
Manufacturers Association. An- 
nual Address, Robert G. Thomp- 
son, president American Hardware 
Manufacturers Association. ‘The 
Old Age Phase of Social Security,” 
M. B. Folsom, treasurer, Eastman 
Kodak Company, Rochester, New 
York. “Our Government,” Honor- 
able John Raymond McCarl, Comp- 
troller General of the United 
States, 1921-1936. 

Tuesday Afternoon :—Meeting of 
the Small Tool Group of the Amer- 
ican Hardware Manufacturers As- 
sociation. George U. Hatch, Mill- 
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ers Falls Company, Greenfield, Mas- 
sachusetts, chairman. 

Wednesday Morning :—Open Ses- 
sion of the American Hardware 
Manufacturers Association. ‘“Amer- 
ica at the Cross-Roads,” H. W. 
Prentis, Jr., president, Armstrong 
Cork Company, Lancaster, Penn- 
sylvania. 

After Mr. Prentis’ address the 
membership of the National Whole- 
sale Hardware Association will 
join the manufacturers at this ses- 
sion. “The Robinson-Patman 
Price Discrimination Act,” Thur- 
low M. Gordon, Wright, Gordon, 
Zachry and Parlin, New York, New 
York. “Consumer Co-operatives,” 
Dr. Willard L. Thorp, Director of 
Economic Research, Dun and Brad- 
street, New York, New York. 


Thursday Morning : — Annual 
Business Meeting of the American 
Hardware Manufacturers Associa- 
tion, Reports of Committees and of 
the Secretary-Treasurer. Election 
of Officers. 


U. S. Steel Stresses 
Distributor Services 


@ With graphic illustrations of the 
wide variety of services he per- 
forms, the industrial importance of 
the steel distributor is dramatically 
emphasized in a current advertise- 
ment of United States Steel that 
appeared in Colliers’, Saturday 
Evening Post, and Business Week 
on September 26th and in the Oc- 
tober issue of Nation’s Business. 

Though there is, in every com- 
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At the Eighth Annual Golf Tournament of The Osborn Manufacturing Com- 
pany, Cleveland, Ohio, Don Wooton, widely known specialist in caricatures was 
Hence this cartoon report of the outing, including an interesting sketch 


present. 


of Osborn’s president, Franklin G. Smith. 
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NOW A NEW 7-INCH 


BLACK & DECKER 
SANDER 


for only 


And a New Low Price on 
the 7’ Heavy Duty Sander 


Here’s a Sander Line which you can really 
get behind and build volume sales. The 
new No. 17 Junior Sander is designed for in- 
termittent shop use and priced to sell for only 
$39.50, the lowest Sander price in Black & Decker 
history! It’s just the thing for the small shop which 
has never been able to afford a Sander before—and for 
maintenance and intermittent production use in larger plants. 
For shops requiring a heavy duty sander for continuous 
use, the price on the 7-Inch Heavy Duty Sander has been 
reduced from $75.00 to only $68.00 —a price which puts this 
tool into the volume-sales class. The Black & Decker Sander Line also 
includes the 7-Inch Super-Service Sander at $85.00 for continuous high 
speed production, and the 9-Inch Standard Sander at $88.00 for inter- 
mittent use on larger working areas. 


Get behind this new sander line-up now. If you 
haven’t received full details, write to The Black & 
Decker Mfg. Co., 717 Pennsylvania Ave., Towson, Md. 

SEE OUR EXHIBIT at the National Power Show, 


Grand Central Palace, New York, 
Nov. 30 to Dee. 5, 


BLACK & DECKER 


World’s Largest Manufacturer of 


PORTABLE ELECTRIC TOOLS 
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TRY CLING-SURFACE 
60 DAYS AT OUR RISK! 


We invite our distributors to sell on this powerful basis: 





Ask your customer to accept a 60-day supply of Cling- 
Surface for a test in his own plant. Unless he finds 
after 60 days that his belts have gained liveliness and 
elasticity and are delivering more power than ever be- 
fore—he need pay nothing! 


The superiority of Cling-Surface belt treatment has been proved 
so conclusively in thousands of plants that we do not hesitate to 
make this unusual offer—and will replace to the distributor any 
Cling-Surface supplied for such a test and not paid for because 
of dissatisfaction with results. Cling-Surface Company, 1017 
Niagara Street, Buffalo, N. Y. , 


























y, CLING-SURFACE 


Preserves Power Belts — Prevents Slipping 


Broaden YOUR WHEEL TRUING 
EQUIPMENT MARKET WITH OUR 














Desmond Dressers and Cutters 





There is only one really complete line 
of wheel truing tools on the market—Des- 
mond-Stephan. When you sell Desmond 
dressers and cutters the broad variety en- 
ables you to capitalize fully on every sales 
opportunity in the field. 





Complete information and literature on 

SIMPLEX Desmond Dressers and Cutters and Simplex 
the vise with the solid steel | Vises will be 
slide... mailed promptly 


You have a real sales point when you upon request. 
sell SIMPLEX vises. The solid steel 
slide—an exctusive SIMPLEX feature 
—makes SIMPLEX vises stronger and 
more serviceable than iron slide vises 











The DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 
WU we SELL THROUGH DISTRIBUTORS 
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Dan McMahon, for many years a 
Quigley service man, has been placed 
in charge of all sales of Quigley prod- 
ucts, W. S. Quigley, president, Quigley 
Company, Incorporated, announces. 
From his years of field work, Dan 
brings to his new position intimate 
knowledge of distributors and their 
problems. 


munity, at least one local merchant 
who sells steel or steel products, 
the general public sometimes fails 
to realize the part he plays in facil- 
itating building and in meeting 
business crises. The advertisement 
points out, for example, that when 
an explosion wrecks a_ factory, 
throwing men out of work and 
stopping production, the steel mer- 
chant is the key to the situation. 
If contractors can obtain the neces- 
sary materials, they can rebuild 
the plant in a few days. Avail- 
ability of materials is of para 
mount importance. And in provid- 
ing extreme availability of steel, 
dealers, jobbers, and distributors 
have made contribution to industry 
the extent of which cannot be 
measured. 

United States Steel also calls at- 
tention to the fact that the distrib- 
utor is the principal purchaser of 
steel—requiring more tonnage 4&an- 
nually than either railroads, bridge 
or ship-builders, or the construction 
business itself. 


Greenfield Promotes 
Paddock 
@ The Greenfield Tap and Die Cor- 
poration, Greenfield, Massachusetts, 
manufacturers of threading and 
cutting tools, have announced the 
appointment of Mr. Elliott C. Pad- 
dock to the newly created position 
of field sales manager, under the 
direction of Mr. W. B. du Mont, 
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ELLIOTT C. PADDOCK 


vice president in charge of sales. 


While Mr. Paddock will make his | 


headquarters at the company’s 
main office in Greenfield, he will 
spend the greater portion of his 
time in the field. By this move, 
the company hopes to build and to 
maintain closer personal contact 
between the management and its 
thousands of customers in all parts 
of the country. 

Mr. Paddock, who has been cov- 
ering Connecticut and Western 
Massachusetts for Greenfield for 
the past ten years, is well equipped 
to handle his new position, for be- 
fore joining the Greenfield concern, 
he traveled in most parts of the 
United States for an important 
manufacturer of hack saw blades. 

American Screw 

Appoints New Executives 
@ William F. Henning has been ap- 
pointed domestic sales manager of 
the American Screw Company, 
Providence, Rhode Island. Mr. 
Henning has been assistant man- 





Laminated Shim Company, Long Is- 
land City, New York, is packing arbor 
spacers in waterproof envelopes, ten to 
an envelope, with sizes clearly marked 
on top of envelope. They are also 
packed 20 to an envelope in assorted 
thicknesses. Manufacturer states that 
this new method of packaging saves 
time and spacers. 


WORTHINGTON 


MULTI-NY-DRIVE 


with 


GOODS YEAR 
EMERALD CORD BELTS 


Bics-woven , igh-tension 
en 







takes the weor 
without stroin 
High P. lood- 
compression __"" ‘carrying 
section cord 


HIGH LOAD CAPACITY 
«++ LONG FLEXING LIFE 


@ Advanced belt design 

@ Accurate sheave grooves 
@ Balanced sheave rotation 
@ Moisture-proof...shock-load-proof 


25,000 STOCK COMBINATIONS ... UNLIMITED SPECIALS 
FRACTIONAL TO 1500 HORSEPOWER : 


The Worthington Multi-V-Drive dite 


is a good man to know...send for him 












WORTHINGTON PUMP AND MACHINERY CORPORATION 
HARRISON 7 NEW JERSEY 








PREFERENCE 
MEANS 
PROFITS 


Victor Moly Hack Saw Blades are 
preferred by executives and me- 
chanics because they cost less per 
cut, have a longer life, cut faster 
with less effort and because there 
is a blade to meet every metal saw- 
ing requirement—hand or power. 


These outstanding hack saw blades 
with the distinctive gold colored 
finish are sold only through distribu- 
tors—protecting your market and 
your profit at all times. 


VICTOR SAW WORKS, INC. 
Middletown, N. Y. 


SEE OUR EXHIBIT AT THE TWELFTH NATIONAL 

EXPOSITION OF POWER & MECHANICAL ENGI- 

NEERING, GRAND CENTRAL PALACE, NEW YORK, 
NOVEMBER 30 TO DECEMBER 5, 1936 ® 

H515 


VICTOR MOLY 
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Spray 
ern 


build 
repeat 
business! 


Dealers who stock these modern 
spray guns need only show and 
explain their simplicity to their 
sein 1 they sell! 
prospects—and they sell. 
Equipped with internal and external 
atomizing nozzles, they have compara- 
tively few parts and these are easily 
cleaned, quickly assembled, deliver 
long trouble-free service. 


PRICED RIGHT! 


Write today for catalog of spray guns, compres- 
sors, nozzles and fittings. 


SAYLOR-BEALL MANUFACTURING CO. 


1519 East Philadelphia Ave. Detroit, Mich. 











DO-ALL 





ELECTRIC HAMMER 


A husky and speedy hammer that drills up to 
13%” in concrete. Simple hammer mechanism 
is easy and inexpensive to maintain. Easily 
handled and not tiring to the operator. 






Quickly changed {rom 
hammer to drill. Ca- 
pacity ¥” in steel. Full ball bearing—power- 
ful universal motor—forced ventilation. 





the Do-All Hammer. 





DISTRIBUTORS—This is the hammer your trade is 
talking about. Advertised to users of expansion 
bolts everywhere. A profitable specialty for your 
tool department. Ask for bulletin and terms. 


WODACK 


ELECTRIC TOOL CORPORATION 
4620 W. Huron St. Chicago, Ill. 
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combination feature doubles the usefulness of | 
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WILLIAM F. HENNING 


ager of this department for fifteen 
years and succeeds to the post va- 
cated by the death of Albert B. 
Peck. 








FLEXIBLE SHAFTS 


and MACHINES 
Vg to 2 H. P. 


The Most Successful Salesmen 
Are Those Who Promote 
the Sale of 
Quality Equipment 


| When You Sell the STRAND You 


Walter Bromley, formerly sales | 


representative in the 
States and the New England dis- 
trict, has been made assistant do- 
mestic sales manager. 


Central | 


Vincent Roddy, formerly director | 


of the planning and research divi- 


sion, has been appointed assistant 
to the general manager, Eugene E. 
Clark. 

Harry Mayoh will continue 
sales promotion manager, the posi- 
tion to which he was recently ap- 

pointed. 


as 


Ladky to Be Sales Agent 


@The Allegheny Steel Company 


has announced the appointment of 
Frank W. Ladky as sales agent in 
the state of Wisconsin for the sale 


Some fancy headgear was worn at a 
recent get together of Black and 
Decker fellows and the men above 
look like the prize winners. At the 
left is S. Duncan Black, president 
Black and Decker; T. H. Belling, Chi- 
cago manager; “Bill” Poynter from 


Kansas City; “Bob” Black, sales 
manager; and Eric Federschmidt, 
Philadelphia. Manager. “Bob” Black 


decided he would be in the minority 
opposing the wearing of hats and had 
his own interpretation of pipe smoking. 
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Have a Steady Customer 
TYPE ML-+ 
We Build Sixty 
Types and Sizes 
Vg to 2 HP. 
Both 
Vertical and 
Horizontal and 
Many Attachments 
Covering a 


Multitude of 


Pant Operations 
N. A. STRAND & CO. 
Manufacturers 
500! No. Lineal $2. Chicago 











What Directory 
Users Say! 


@ “It is put to work every day.” 


“The Directory Issue will be 
used frequently.” 


“ 


+ + » expect to refer to it fre- 
quently.” 


“Send us another copy!” 


“Should be on the desk of every 
mill supply purchasing agent.” 


@ The above are only a few of the 
many comments we _ received 
from mill supply executives and 
salesmen on last year’s MILL 
SUPPLIES Directory. 


@ Hundreds of advertisers feature 
product information in the Di- 
rectory issue. 


@ Be sure you get this book. You 
will want it hundreds of times 
during the coming year. 


® MILL SUPPLIES ¢ 


The only magazine published for 
distributors and their salesmen 


330 West 42nd Street 
NEW YORK, N. Y. 
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of hot and cold rolled strip steel 
manufactured by the West Leech- 
burg Division of the Allegheny 
Steel Company. 

Mr. Ladky who formerly repre- 
sented the Acme Steel Company in 
this territory, will have headquart- 
ers in the Bankers Building in 
Milwaukee. 

Mr. David A. Garlick, formerly 
with Bliss and Loughlin, Incorpo- 
rated, has associated himself with 
Mr. Ladkv. 


Irwin Auger Appoints 
California Representative 


@The Irwin Auger Bit Company, 
Wilmington, Ohio, has appointed 
Willis E. Stone Sales Company of 
Huntington Park, California, to 
represent them in that territory, 
covering automotive, radio and 
electrical jobbers. 


W. F. Avery 


Elected Assistant Secretary 


@ Willis F. Avery was elected as- 
sistant secretary of The B. F. 
Goodrich Company, Akron, Ohio, in 
charge of patent, trade-mark, and 
copyright work, at a recent meet- 
ing of the board of directors. 
Born in Manchester, New Hamp- 
shire, Mr. Avery received his edu- 
cation at Brown University, the 





Situated in the Lakeside Exhibition 
Hall of the Great Lakes Exposition, 
Cleveland, Ohio, this interesting ex- 
hibit of the Osborn Manufacturing 
Company is part of the portrayal of 
the romance of iron and steel. It 
shows in a graphic and compact man- 
ner, the part Osborn products play in 
modern industry. 
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All Imperial Products are sold under one strong 


distributor set up. Let 
information. 


Spray Guns 


can be used for 
all classes of 
painting. They 
produce a uniform 
flow of material, 
perfectly atomized 
and free from 
streaks. They are 
simple in con- 
struction, light 
weight, perfectly 
balanced and easy to clean. All Imperial 
Paint Spray Guns are easy to operate and 
easy to adjust. Prices: Junior, $18.35; Hi- 
Duty, $28.85. 


Welding Rod 
Merchandiser 


An effective aid in 
promoting sales, de- 
signed to provide a 
means of storing as 
well as displaying a 
complete assortment 
of .welding rod and 
flux. Labels plainly 
show name and size 
of each rod displayed. 
Sold as complete unit, 
including Imperial 
Welding Rod to meet 
all your trade require- 
ments. Price, $105.85. 











Tube Bender 


Bends tubes without collapsing them. 
It is a special spring wire coil for 
working copper and brass tubing of 
V4 to %, in. O. D. Cadmium plating 
prevents rusting; belled end assures 
easy removal of tube. 

No. 101-F—Set of six Benders—$2.10 
per set list. No. 102-F, for sizes 4” 
to ¥4”—$0.25 to $0.50 list. 





c IND out about the whole Imperial line— 
welding and cutting equipment, paint 
spray equipment, valves, nozzles, and the 
like—as vvell as the tube working tools illus- 
trated here. Imperial offers you quality, com- 
pleteness, protection, co-operation — and 
profits! 
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Welding 
Outfits 


Imperial Weld- 
ing and Cutting 
Outfits are avail- 
able in various 
types to meet all 
requirements. 
The high effi- 
ciency and low 
cost of upkeep 
are reasons why 
Imperial Equipment is so widely known and 
easier to sell. Prices, $45.00 to $120.50. 
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Copper Tubing 


Imperial Seamless Soft Copper Tubing is 
double-annealed and cold drawn to size 
from best quality copper, of uniform tem- 
per, with smooth exterior and interior sur- 
faces, free from scales, seams, slivers and 
similar defects. It means quantity sales. 
Furnished in 25-ft. coils packed in attractive 
cartons. 





Tube Cutter 


Sells easily because it makes quick, clean, 
right-angle cuts through copper, brass, 
block-tin, and aluminum tubing, leaves no 
burrs or chips to clog the line, and the tube 
does not get out of round. No. 94-F for 
3/16” to %” O. D., $2.25. No. 104-F for 
3/16” to 1” O. D., $3.50 (above prices list). 


IMPERIAL BRASS 


MANUFACTURING CO. 


511 s$ Racine Avenue 


a4 SS ASO 
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SHERMAN 
FUSIBLE PLUGS 


Your customer gets: 


Satisfaction 
Prompt Service 


assured: 


Repeat Business 
Liberal Profit 


You are 


Long Pattern Fig. 99C 
Inside Plug 


YPE—M ade 
castings and filled 
re tin. 


SIZES from 3 in. 


TANDARD T 
m brass 
2 in. Figs. 99B and 99C 
nform to Massachusetts 
ranaaras. 
MARINE TYPE—Highe 
Conform to 
Steamboat In 
Service, U. S. Dept. of 


Quality oronze. 
requiations of 


ection 
t male 


mmerce. Sizes Vg n. to 
ive. 
Sena for yur a 2g sneer 
wing complete specitica 


and prices 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK 


Mt 
: W = 


‘PRODUCTS. 


Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Belting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 

Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 
cialties 

* ¢@ @ 


Globe Woven Products are 
so'd thru Mill Supply distribu- 
tors. Write us for samples 


and prices. 


‘Globe Woven BeingGuine Inc 


1390-13598 CLINTO 
BUFFALO 





NEW _YORK 





MICHIGAN 


| ors’ meeting. 


Way 


William H. Phillips, 
Harry Pratt Company of Chicago, 


recently with 


has joined the Worthington Pump 
and Machinery Corporation as power 
plant specialist with headquarters in 
Chicago. Formerly for many years 
with Worthington, he will specialize 
on condensers, steam-air  ejectors, 
feedwater heaters, and boiler pumps. 


University of Maine and the Wash- 
ington, D. C., College of Law. While 
in the United States Patent Office 
as assistant examiner, he was one 
of the organizers of the Patent Of- 
fice Society, and an officer in that 
organization from its founding un- 
til he left the government service. 
After five years in the United 
States Patent Office, Mr. Avery 
joined the legal staff of the West- 
inghouse Electric and Manufactur- 
ing Company for four years before 
he came to The Goodrich Company. 
Since 1924 he has been in charge 
of chemical and compounding cases 
in the legal department. 


New Plant Planned for 
Signal Electric 
@Signal Electric Manufacturing 
Company, Menominee, Michigan, 
will build a two-story addition to 
their plant that will cost $20,000, 
it was announced at a recent direct- 
Construction will 


begin this month. Increased de- 
| mand for Signal fans, fractional 
| horse power motors, drills and 


other Signal products which neces- 
sitates a longer peak production is 


| the reason for the expansion. 


The new addition, a wing west 
from the north end of the present 
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are made possible by the use of 
Gardiner Flux-Filled Solder. Its 
uniform high quality and perfect 
flux save time and material. En- 
ables both expert mechanics and 
inexperienced help to do faster 
and better 
work. 


Made _ in 
both acid 
and resin- 
core in va- 
rious alloys 
and in 
gauges as 
small as 
1/32 of an 
inch. 





Available in 1, 5 and 
20-lb. spools. 
- Due to 


modern methods and volume 
production Gardiner Solder costs 
less than even ordinary solders. 


We also make solid wire, and bar 


solder and babbitts. 
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$833 So. Chicago, I. 


Campbell Ave., 








Protect Low Pressure and 
Vacuum Lines against Expansion 
and Contraction with HARRIS 


COPPER 
EXPANSION 
JOINTS 


Made in standard con- 
cave and convex types, 
with cast iron or steel 
flanges. Sizes from 4” 
to 60” diameter. or 


Concave Type 


SPECIAL PIPE 
and PIPE FITTINGS 


Send us your orders for pipe and fittings that 
you cannot supply from regular stock. We 
cast and finish a great variety of special fit- 
tings in copper, brass and bronze, and are 
distributors of the ANACONDA Line of cop- 
per water tubes, copper and brass solder and 
flared tube fittings. We manufacture coils, 
bends and special piping of nonferrous metals 
and stainless steel. 





List Harris Industrial Products in your Cata!'og 


ARTHUR HARRIS & CO. 
210-218 N. Curtis St., Chicago, Ill. 


Coppersmiths, Bronze Founders 
Established 1884. 


Engineers, 


and Float Manufacturers. 
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© Complete 


©@ Fast Service 
® Good Margin 


stocks 





2622 Fletcher St. 


e 
The H. M. HARPER CO. 


Chicago, Ill. 








CESCO 


SPECTACLES 
and GOGGLES 





No. 30! Spectacle, standard type, for work not 
requiring side shields. 50 mm. tenses 





Side shields of 


No. 310 Gogale, 50 mm. lenses. 
flexible leather, perforated for ventilation 


Industrial users look for the 
dealer because CESCO makes 
tection specifically for each type of 
requirement in factory and grounds 
CESCO sees to it that protection is 
complete and there is no 
weight or discomfort. Write 
log and discounts 


CHICAGO EYE SHIELD CO. 


2329 Warren Blvd. CHICAGO, ILL. 


CESCO 


eye pro- 


needless 


for cata 









The Allen Manufacturing Company, 
Hartford, Connecticut, has appointed 
Edward P. Noor as its Chicago 
representative. Mr. Noor was formerly 
with the Simonds 
Company in its Chicago office. 
building on Broadway at 
Avenue, Menominee, will be 79 feet 
long and 56 feet wide. The new 
wing in appearance will match the 
present plant and will be faced with 
yellow brick. 

Instead of starting peak opera- 
tions in midJanuary to provide 
fans for the summer trade, the new 
operating policy calls for starting 
operations in October this year. 
Plant employment will be stabilized 
with the production 
periods, the management announces. 
The plant is. still 


capacity. 


increased 


operating at 


New Republic Appointment 
@ William 
named 
Toncan 


Hogenson Jr. has been 
special representative on 
Iron enameling stock, ac- 





Five officers of the Flexible Steel Lac- 
ing Company, Chicago: (Left to right) 
John C. Olsen, vice-president; Philip 
C. Rinaldo, treasurer; Hugh L. Coats, 
secretary; Milton B. Beach, vice-presi- 
dent, and Hugh J. Beach, president. 
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“ATL 








AS” 





CAR 
MOVER 


manual 


The 


mover makes the spotting of a freight 


“ATLAS” freight car 
car a one-man job. 


‘ATLAS” 
fied 


The sale of an 
assures you of a well satis 
customer. The “ATLAS” is 
wuaranteed all manufacturing 
defects 


against 





SELL THE FAMOUS ATLAS 
AND SELL SATISFACTION 


APPLETON - ATLAS 
CAR MOVER CORPORATION 
2947 North 30th St., Milwaukee, Wis. 


(Formerly located at APPLETON, WiS.) 








SURE-GRIP 





HOSE CLAMPS 


[Standard and Special Sizes) 


Will hold 
any pres- 
sure the 
hose will 
stand 


Made of fine quality steel. The clamp, 
nut and bolt are galvanized separately 
after all machining is finished, preventing 
all raw edges that could rust or corrode. 


More than 100 sizes will meet every need 
of your customers for plant maintenance 
as well as for their manufactured products. 
Sure-Grips are sold only through 
regular jobbing channels, Write 
for prices. 


J. R. CLANCY, INC. 
SYRACUSE, N. Y. 
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NO REPAIR SHOP 
CAN AFFORD TO BE 
WITHOUT THEM! 





SHIM STOCK 


IN HANDY CARTONS 


Simply pull the thin shim stock through 
the slot and cut it off! 


These handy cartons of thin brass or 
steel shim stock will save time and trouble 
AND PREVENT WASTE in every tool room, 
maintenance and repair shop. Precision 
shim stock... thicknesses from .001” to 
.015"; strips 6° x 100”. 

(Shim brass and steel also supplied in 
rolls 6" wide and sold by weight.) 

SOLD THROUGH MILL SUPPLY HOUSES 
A complete line of shim stock 
and arbor spacers. 
LAMINATED SHIM COMPANY, INC. 
LONG ISLAND CITY NEW YORK 
743 
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BALATA BELTING 


KEYSTONE 


CANVAS STITCHED 
' BELTING 


i 


yorm™™ 


MARHEIM MANUFACTURING 


& BELTING COMPANY 
MANHEIM, PENNA. 
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NEWS ] 


cording to an announcement by 
F. H. Ramage, manager of sales 
promotion, Republic Steel Corpora- 
tion. His work will be in conjunc- | 
tion with that department under | 
the new Product Development 
Division. 

Mr. Hogenson comes to Republic 
with a background of technical and 
business training gained at the 
Universities of Michigan and Chi- 
cago, and a close association with 
the enameling industry through his 
most recent connection, Chicago 
Vitreous Enamel Product Company. 


Vincent Steel Process 
Adding to Plant 


@ The Vincent Steel Process Com- 
pany, Detroit, is building a 40 by 


| 80 foot addition to its plant, which, 


| according to G. Jeakle, president, 


will be ready for occupancy Novem- 
ber 1. This company has been in 


| business since 1909, and in addition 


| to 


| © The 


manufacturing all kinds of 
grinding wheel tools, is one of the 





leading heat treating organizations 
in the country. 
New Containers For 

Soldering Flux 

Ruby Chemical Company, 
Columbus, Ohio, has _ re-packaged 
its entire line in new modern con- 
tainers. The 3 ounce, pint and 


quart and 1 gallon sizes of Ruby- 


| Rocky Mountain Territory, 
| Pipe Tools, Incorporated, stops cyclon- 
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Just off the Press! 


DARNELL 
Caster & Wheel 


MANUAL 


Not a mere catalog. A complete 192 page 
manual that solves your customer's caster 
and wheel problems, and points the way 
to greater profits for you. Profusely illus- 
trated with descriptive diagrams! 


Write for your copy! 


Darnell Corporation, Ltd. 


P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 
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ORDERS 
every day 


4 


@ Some plant in your territory is putting 
through a purchase order for cap screws, set 
screws, coupling bolts, or studs, every day. 


Why not turn this flow of business to your 


| house? 








“Cyclone” Smith, district manager, 
Beaver 


| ing long enough to feed one of the 


whistling marmots at the Yellowstone 
National Park. 
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The OTTEMILLER line of milled screw ma- 
chine parts is complete for practically all pur- 
poses, and it provides such dependable qual- 
ity that many plants have standardized on 
this one source. 


Distributors profit by the steady repeat busi- 
ness on Ottemiller's products. Ottemiller's 
distributor service is of the best. 





The Wm. H. 
OTTEMILLER co. 


We also Manufactare Dardelet Thread Screws 


























a eee 





f 


ing 
set 


our 


ma- 
Dur- 
ual- 

on 


usi- 
ler's 


rews 





UMI 






FOR HEAVY DUTY and 
HOUR AFTER HOUR 
GRINDING 







1-Year 
Guarantee 


2 h.p. 3-phase Motor 1725 
r.p.m. Totally enclosed. Ball- 
bearing. Exhaust tyse hinged 
guards. 12” wheels. | YEAR 
GUARANTEE. Price, without 


$| 88-00 


ASK YOUR DISTRIBUTOR about this and other 
“HANDY” bench and pedestal Grinders and Buffers. 


BALDOR ELECTRIC CO. 


(Electrical Mfrs. for 16 years) 
4364 Duncan Ave. 


ST. LOUIS, MO- 


Flandy- GRINDERS 











SAVE 


assembling time 


One advantage of the multiple-splined 


socket design, to be found only in 
Bristo Screws, is the snug fit with 
which the wrench grips or holds the 
screw. This makes for easier handling, 
—also faster assembling, particularly 
in the very small sizes which Bristo de- 
sign alone makes possible. The Bristol 
Company, 


Waterbury, Connecticut. 


Tract mann 


BRISTO 


AEG. vs. PAT. OFF 





SOCKET HEAD SET AND CAP SCREWS 





SAVAPOWR 
LUBRICANTS 
for 
LUBRICATIONABILITY 





@ They save the consumer money 
and make substantial profits for 


mill supply men. 


Used by railroads, mines, cement 
mills, paper mills, power houses— 

a and industrials of all types. Also 
and S. S. 


W. B. Lackey, Jr. (left) 
Raynor, outside of the Service Caster 
and Truck Company plant in Albion, 
Michigan. It was impossible to include 
the attractive flower garden that deco- 
rates the approach to the Service 
offices and plant in this photograph. 


a special line for automotive use. 





A definite and 
distributor’ policy. 


favorable 
Exclusive 


franchises granted. 








s We invite your inquiry. 


AMERICAN 
OIL & GREASE CORP. 


201 N. Wells St.. CHICAGO, 


fluid soldering flux are packed in 
3-color lithographed cans. New 
3-color labels have been designed 
for 5, 30 and 55 gallon drums. 
Acid core solder and rosin core 
solder are now packed in 2 color | 
cardboard cartons. 





ILL. 

















Fisher Appointed by Eaton 
Manufacturing Company 
@Mr. Ralph Fisher, formerly of 
the Houdaille-Hershey Corporation, | 
has been appointed sales manager | 
of the Stamping (Eaton Detroit 
Metal Company) and Bumper Di- | 
visions of Eaton Manufacturing | 
Company, with headquarters at 

9771 French Road, Detroit. 

The Eaton Manufacturing Com- 
pany has Stamping Plants located 
at Cleveland and Massillon, Ohio, 
and a Bumper Plant at Jackson, | 
Michigan. Mr. Fisher has _ had | 
wide experience in the automobile | 
accessory field and will have com- | 
plete charge of the sales of both 
of these units of the Eaton Manu- 
facturing Company. 


TWOFOLD 
PROFITS 


@ you make money 


@ your customer 
saves money 





DAGGETT BALL BEARING 
LOOSE PULLEYS 


Our profit margin and 
| engineering assistance make the DAGGETT 
|line profitable to the seller. DAGGETT 
performance cuts maintenance and oper- 
ating costs, and so saves money for the 
| user. DAGGETT’S profit is twofold! You 
owe it to your business to investigate. 


CHICAGO PULLEY & 
SHAFTING CO. 
19 N. Desplaines St. 


Livingstone Appointed Man- 
ager of Alloy Tube Sales 
@®Edward A. Livingstone has re- 
cently been appointed manager of 
alloy tube sales for The Babcock 
and Wilcox Tube Company, Beaver 
Falls, Pennsylvania. Prior to this 
appointment, Mr. Livingstone was 


CHICAGO 
engaged in the development and 
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for that 
"after-election bet” 


Win or lose, it will be a pleas 
sre to use one of those latest 
DeLuxe Lansing Barrows. La 
more 
. han 


tor speedier pick 


test improvements 
room for knee action. . 
Jles adjusted 


Up .. noiseless running. 


insist Upon Lansing Pneumatic Tire Barrows 





LANSING, MICHIGAN 


CHICAGO 
BOSTON 


NEW YORK PHILADELPHIA 
KANSAS CITY MINNEAPOLIS 
SAN FRANCISCO 








<Lonergan> 


Back of the name 
LONGERAN is more 
than a half century 
of manufacturing ex- 
perience in the 
steam specialty 
field. LONGERAN 
makes over 300 
items for power 
plants — "standard 
equipment" since 
1872. 








Pressure Gauge 
Modul BOE" 


LONERGAN sells through distributors, back- 
ing them up with service and co-operation 
which insure satisfied users. Careful atten- 
tion is given to every order. 


Distributors: Look into the LONERGAN Line. 


The quality of LONERGAN products insures 
profitable repeat business. 


300 


Specialties 
for 
Power Plants 


Standard 
since 1872 


@Have you our latest 
catalogue in your file? 





J. E. LONERGAN CoO. 


213 Race St.. Phila., Pa. 
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NEWS J 


introduction of special B&W high- 
temperature, corrosion-resistant 
alloys to the oil industry. 

Before becoming connected with 


The Babcock and Wilcox Tube 
Company in January, 1933, Mr. 
Livingstone was successively dis- 


trict sales manager for the A. O. 
Smith Corporation in Los Angeles, 
Tulsa and New York City. 


C. W. Hirchert, Milwaukee 
Brush, Passes Away 
@cC. W. Hirchert, Chicago repre- 
sentative of The Milwaukee Brush 
Manufacturing Company, died Sun- 
day, September 13. Mr. Hirchert 
was the oldest business associate of 
E. F. Streich, president of Milwau- 


kee Brush, having joined the 
latter’s organization on the day 
the company was started. From 
his Chicago headquarters, Mr. 


Hirchert traveled nearby states and 
he was well and favorably known 
to the mill supply trade throughout 
his district. 


Link-Belt Expands Shovel, 
Crane Organization 


@J. C. Bloomfield has joined the 


shovel, dragline, crane sales divi- 
sion of Link-Belt Company, Chi- 
cago, where he will specialize on the 
application of Link-Belt machines 
to railroad service. 

L. P. Spillan, for many years a 
department, 


the 


member of 


has 





Paasche Airbrush Company’s equip- 
ment (shown above) has three guns 
employed to lacquer the entire exterior 
of air filters for automobile carburetors 
in the Burgess Battery Company’s 
plant at Madison, Wisconsin. This 
unit comprises one of a battery of four 
similar units built and installed in this 
plant by Paasche, 
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MEANS 
STEADY 
SALES 


The C & L mark is the hall-mark of 
superior quality. It is a sign which 
every torch-buyer recognizes. Be- 
cause the reputation for years of 
reliable service is behind the C & L 
name. And this reputation expe- 
dites sales. 


Typical of fine C & L workmanship 
is the 325 Multi-Flame torch—a 
heavy-duty tool that has the com- 
plete approval of the industrial dis- 
tribution trade. It has all the sturdy 
qualities that have made C & L 
torches famous for vears. 


Write for descriptive folder to the 


CLAYTON& LAMBERT MFG.CO. 


DETROIT, MICHIGAN 


Makers of world’s largest selling firepots 


VICTOR 


Balata and Textile 


BELTING 


New! 
for conveying 







food products 


FOODTEX 
BELTING 


Waterproof, easy to wash, and sanitary 
Foodtex is the long-sought better and 
belt for conveying 
WRITE FOR FOLDER 


more economical 


food products. 


VICTOR BALATA AND TEXTILE 
BELTING COMRANY 


NEW YORK 
CHICAGO 


53 Park Place - 
345 West Hubbard St - 


FACTORIES EASTON, PENNSYLWVONIO 
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Columbian 
Malleable 
Iron Vises 


The One Complete Line 
For Industrial Supply 
Distributors 












Malleable 
Iron 
Machinists 
Vises 


Malleable 
Iron 
Hinged 
Pipe Vises 


Malleable 
Iron 
Combination 
Pipe Vises 


THE COLUMBIAN VISE 
& MFG. CO. 


9019 Bessemer Ave., 
Cleveland, Ohio 




















New Tip 
Increases Utility! 


EAGLE 
Flexible Spout 
Oiler 


. 
with 

. 

Bent Tip 
Eagle Bench Oilers with 
flexible spouts are well 
known for oiling those 
hard-to-reach places. The 


latest addition to the line 
has a welded stee! bent 
tip, permitting use with- 
out bending the spout as 
much as is necessary with 
the ordinary style tip. For 
dificult jobs this oiler is 
not excelled. Body is made of high grade 
cold rolled steel with double seamed 
spring steel bottom. Aggressive distribu- 
tors—here is an opportunity for additional 
and profitable sales. 





EAGLE 
MANUFACTURING COMPANY 
WELLSBURG W. VA. 
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Morgan W. Burt, vice-president of the 
Midwest Abrasive Company, Detroit, 
and K. G. Champ, sales manager of 


the organization. No doubt Mr. Burt 
was expressing his pleasure over a 
sizeable order that had just came in to 
Mr. Champ. 


been appointed shovel and crane 
division sales manager in charge 


of sales to contractors, with full 
supervision over all sales agents 
and distributors. 

N. A. Weston has been given 





charge of shovel division industrial | 


sales in the Chicago sales district. 

G. H. Olson is the company’s 
shovel and crane division general 
manager. 


New “P & H” Distributor 


@ Announcement of the appoint- 


| ment of the Indianapolis Machin- 


| special 


ery and Supply Company, Indian- 
apolis, as its agent on “P & H” 
electric motors, hoists, welders and 
other welding and electrical acces- 
sories is made by The Harni- 
schfeger Corporation, 
Charles Boling fills the position of 
representative for the 


| Harnischfeger line. 


Miller Announces 

New Welder Line 
@The Miller Electric Manufactur- 
ing Company, Appleton, Wisconsin, 
manufacturer of the Miller Wonder 
Are Welders, has announced that 


| next month it will bring out a com- 


These mod- 
important 


plete A. C. welder line. 
els will include many 


| improvements to the present line, 


and an entirely new line of practi- 
cal low-priced welders. 
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Milwaukee. | 


OHLEN-BISHOP 


Standard Size Chromsaws 


S , 
SERS of these saws|) are mak- 
ing real savings on-every pre- 
cision sawing operation... and 
distributors are getting more 
and more orders for STANDARD 
SIZE CHROMSAWS! 


Send for catalog of complete 
line. Ask for FREE selling liter- 
ature printed under your own 
letterhead. 


We Sell Ohlen-Bishop Saws 
Through Distributors Only 


“HLEN-BISHOP CO. 
" COLUMBUS, OHIO 
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a Profitable 
Line to Handle— 


They build profits, cus- 


tomer good-will and 

prestige, for dealers who know the value 

of handling tried and proven products. 
The line is complete—of unsurpassed 


quality — backed by unexcelled service. 


CLARK Ros Port (p 


CHARLES ST., MILLDALE, CONN. 
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